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See the BUYING CHECK LIST on page 67 May 21, 1959 
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NEW! Hickory plug, permanently 
inserted in the head, absorbs shock 
and sting . . . improves balance. 

| U.S. Patent No. 2,884,816 and 
he No. 2,884,969, new sales 
, advantage #1! 
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NEW! Air pockets inside 
natural rubber grip provide a 
cushion feel . . . also absorb 
shock. New sales advantage 
#3. (Patent Pending.) 








Order from your jobber or write to V & B for details 


VAUGHAN & BUSHNELL excises itn” 


MANUFACTURING COMPANY 








OWENS-CORNING NOW NATIONAL DISTRIBUTOR 
FOR CHICOPEE FIBERGLAS SCREENING 


Nation-wide Fiberglas consumer sales programs to work with your store to build traffic! 
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This illustration from the powerful full-color spread 
in LIFE, June 15, will build this season's business— 
the big push to indoor-outdoor living. You can get 
maximum summer screen profit by tying in. Here's 
how: write today for free promotional package which 


includes 150 copies of easy-to-build patio plans plus 
‘New Idea in Outdoor Living” and *Discover New 
Comfort in Outdoor Living” booklets—which will 
help stimulate sales of screening, framing and related 
items for patios. 


FIRST COMPLETE SCREENING DEPARTMENT FOR EASIER DISPLAYING AND SELLING 


EASY SALES—new movable cutting 
shelf with measuring tape means you 
can dispense screening right from the 

roll—no need to lift or handle. 
FOR IMPULSE SALES—this handsome and 
compact rack stores and displays 


16 rolls of screening. Also 
displays and sells related items. 





FOR YEAR ROUND SALES— 
sell Chicopee Fiberglas Screening 
all summer long—the ‘n use it all fall 
and winter to sell Fibe ‘rglas Reinforced 
Polyethylene Film for flexible glazing 
and protective covers. 





Owens-Corning Fiberglas Corp. is proud 
to join its customers in the marketing 
of Fiberglas Screening. These other 
leading screening suppliers are: 
Cyclone Fence Dept., U.S. Steel Corp. 
Exeter Mfg. Co. 

J. M. P. Ott Mfg. Co. 

Plastic Woven Products, Inc. 

Tavart, Inc. 








OWENS-CORNING 


FIBERGLAS 
SCREENING J 
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| Home Product 
























They get what they pay for...in the end 


... shuuurrr, they do. And to let you know 
what I’m talking about, take the gal who 
bought a frosnan from a door-to-door sales- 
man. She really wanted a gasnidget—like 
her neighbor had been using for years—but 
the frosnan looked pretty good, and it was 
lots cheaper. The salesman was really con- 
vineing as he smilingly said: ““Why pay lots 
more for a gasnidget when this frosnan does 
the same thing?”’ 

Well, to make a long story short, the frosnan 
was just great for a couple of months. Then it 
began to show its true colors. Lost its pep. 
Lost its power. Lost its lustrous look. Spent 
more time in the repair shop than on the job. 
Soon our gal had spent enough on service to 
have had a well-built gasnidget to begin with. 
Like her neighbor’s—which just kept on run- 
ning better than ever. 

Now, I ask you, where did our gal save 
money? Answer: she didn’t. She would have 
had to get three frosnans to match the trouble- 
free long life of the swell-performing gasnidget 
that her cagey neighbor enjoyed. 

And I ask you, did that frosnan salesman 
make a buddy he could go back to for an- 
other sale? Not on his life’ He committed 


LAWN-BOY 





the double crime of not only making an un- 
happy customer but also losing any basis for 
profitable future business. He lost all the 
way around ...and his commission (like your 
profit on a special-price deal) wasn’t high 
enough to warrant his long-term loss. 

Don’t these same principles apply both to 
power mowers and your business, friend? 
You know that with a swell-performing gas- 
nidget—oops, | mean LAWN-BOY—you can 
confidently sell trouble-free long life. Your 
customers get what they pay for... down to 
the last nut and bolt. And with every profit- 
able LAWN-BOY sale, you make satisfied new 
customers who will come again and again to 
spend their money in your store. 

With your next power mower prospect, lay 
out the economic facts of mower life. Sure, 
he’ll pay more initially for lasting LAWN-BOY 
quality. But he gets more. He won’t be 
looking at a new mower again next year... 
or for many years to come. On an annual 
basis, his cost is far less because LAWN-BOY 
pays him back in long-run performance. And 
remember, too, that LAWN-BOY quality pays 
you back as well. In profits, and in repeat 
business from satisfied customers. 


a 


> on: 


Sales Manager 


Lamar, Missouri, Division of Outboard Marine Corporation. 
Makers of Johanson, Evinrude and Gale Outboard Motors. 


In Canada: LAWN-BOY, Peterborough, Ontario. 


Want more facts? Circle 101, p. 71 
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MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT: MAY 21, 1959 








“This TOP PROFIT Line 
Has Won Us Hundreds 
of Satisfied Customers,” 


say Marty and Mike Brody, Brody Bros. Hardware, Paramus, N. J. 
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Gates Merchandising 


‘= 4) 4 
Px. Gates v-Belts J 
tor Power Mowers } 


Program Helps Build 


i Year ‘round Sales 
“During the 8 years we have handled | = ee 


Truflex V-Belts, we’ve sold over 3,000 
without a single customer complaint,” 
state the Brody brothers. “And these 








The Gates Power Mower V-Belt Guide, for example, gives 
Gates Truflex V-Belt Dealers a big competitive advantage 


; —a complete listing of correct size V-belts for all popular 
sales have made us a very tidy profit. makes of power mowers and light garden machines. For 


Gates belt quality has helped build up | all seasons, Gates popularity charts and up-to-date V-belt 
our profitable lawn mower service catalogs help you stock the most-called-for belt sizes... 
business. And Gates merchandising | Gates provides a complete, proved program that results 
program has helped make Truflex \ in greater profit for you. 

V-Belts one of our year around top 

profit items.” _ 


Mtsuussnteeenne 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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You can easily change over to high-profit Gates Truflex V-belts. 
You won’t lose a penny on your present stock. Simply contact 
your nearby Gates Truflex Wholesaler today. 









Other Gates 
Hardware Products 


The Gates Rubber Company Denver, Colorado 


World’s Largest Maker of V-Belts 


® Garden Hose 
® Kleen-Ezy Door Mats 
® Underground Sprinklers 
®@ Washing Machine Hose 
@ Turned-Steel Pulleys 





TPA-LD3 


CTeh i tm bath dt->.@ 4 Tbe 


Want more facts? Circle 102, p. 71 
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Packaged for quick, easy sales...and profits 


RUST-RESISTANT ALUMINUM FINISH 








Priced for Profit too! } 


Acco Redi-Cut chain...an ex- 
citing new product with excit- 
ing new profit potential. Here’s 
the profit you will make ona 
typical stocking order: 


2 boxes * %6” x 10’ 
1 box + %e6" x 15’ 
2 boxes » %6” x 20’ 
1 box - 4%” x 10’ 
1 box « %” x 15’ 
1 box « 4%” x 20’ 
1 box « %6” x 10’ 
1 box « He” x 15’ 





20" 
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DEALER COST....... $39.85 
SUGGESTED RESALE . $59.80 
YOUR PROFIT..... $19.95 


on Acco Redi-Cut Proof Coil Chain 
S in colorful cartons for clspien 












wee. IT I 
ACCO REDI-CUT 
PROOF COIL CHAIN 


ALUMINUM FINISH 


STOCK HO 4013-9-0010 
(WORKING (040 Luert 1975 fs 


ACCO REDI-CUT 
PROOF COIL CHAIN 


ioe FINISH 
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ACCO REDI-CUT 
PROOF COIL CHAIN 
A, URE fe 








ACCO REDI-CUT 
PROOF COIL CHAIN 


ALUMINUM FINISH 
* 







3/8” 





ACCO REDI-CUT 
PROOF COIL CHAIN 


Redi-Cut comes in 4 lengths and 4 sizes.... 


You don’t handle this chain—just the package 


Acco Redi-Cut proof coil chain with rust-resistant 
aluminum finish is a new product development 
that will make chain sales a bigger part of your 
profit picture. Not just coated with ordinary alu- 
minum paint, new Acco Redi-Cut chain has a 
durable aluminum finish combined with a rust 
inhibitor. Finish is bonded to the chain surface by 
a special Acco process. The result is a chain that 
will be a pleasure for your customers to handle, 
a chain that resists rust. 














Acco Redi-Cut chain has other advantages that 
will make it a strong impulse item in the heavy 
traffic sections of your store. As the name implies, 
the chain is ready-cut and comes in popular 








Order from Your Distributor 


Your ACCO distributor has Redi-Cut chain 
now or can get it for you promptly. 
Contact him for full details or 


Bridgeport, Conn. e Factories: *York and *Braddock, Pa. 





lengths of 10, 15, 20, and 50 feet. All four standard 
lengths of Acco Redi-Cut are available in four 
sizes...3”, 14”, 4%”, and 3%”. No more bothering 
with cutters or measuring tape. No more hunting 
for rags to clean your hands when the job is done. 


What’s more, Acco Redi-Cut Chains are indi- 
vidually packaged in colorful yellow and blue car- 
tons that are clearly labeled with size, length 
and working load limit. There’s also a space for 
your retail price. Set up an eye-appealing display 
of these self-service cartons on your counter and 
see how they command attention and promote 
buying action! 








American Chain Division 


AMERICAN CHAIN & CABLE 





write our York, Pennsylvania, office. 


*Indicates Warehouse Stocks *Portiand, Ore., *San Francisco 
Want more facts? Circle 103, 
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Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
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Editorial 


by W. A. Phair 


Leonard V. Rowlands, Publisher 9 
esis ‘Tomorrow won't do 


William A. Phair, editor 
E. L. Barringer, managing editor 
Kenneth A. Heale, feature editor 


James M. Dixon, associate editor Are we paying too much attention to fringe hardware items, and 
oe Rittenhouse, associate editor 


ya H. Luces. oetistant. editer letting our stocks of staples suffer? I’m inclined to think this is hap- 
William P. Farrell. production editor : : " . 

George H. Baker, Washington editor pening in some stores. 

Ray M. Stroupe, Washington editor 

Neil , ee, Washington editor 


Albert J. Mang The glamour of some of these non-hardware items; the promises 
“Who Makes ra Directory editor 


of “plus sales without effort,” and the impressive mark-ups offered 
Pau! Wooton 


Geabinetas washer edierial- bea on these deals, seem to be taking the minds of dealers off some of the 
A ere fundamentals of retail hardware merchandising. 
Manager, Reader Service 

BUSINESS STAFF There was a time, many years ago, when you could satisfy a cus- 
C. C. Read, advertising manager : scURT > : a 
E. J. Sellick, manager, Research Dept. tomer by saying, ““We’re out of that item right now, but we’ll have 
Mary K. Dickinson, production manager 


one for you next week.” Those days are gone forever. 
Regional Offices 


Boston |0, Mass. 
John G. Wilcox, 10 os St. ’ nea . . 
Telephone: Liberty 2 There’s too much competition in hardware these days. Automobiles 


New York 17, N. Y. make it very easy to get from one store to another. When consumers 

C. A. Wardley—W. A. R ; , : ; 

100 East 42nd St. — want an item, they want it now. If you don’t have it, they’ll drive to 

Telephone: Oxford 7-3400 some other store. They won’t wait for “tomorrow.” “I want it now,” 

Philadelphia 39, Pa j . y 

J. W. R. Flood’ Chestnut & Séth Sts. is their theme song. 

Telephone: Sherwood 8-2000 

ta test — Another factor in this picture is the big increase in the percentage 

oe SF. Same Ode, of business being done on Friday night and Saturday. Consumers 
; plan their projects for a week end. They shop for supplies Friday 

Detroit 2, Mich. ‘ : , , 

G. L. J. Mitchell nite and Saturday morning. They want the merchandise right away, 

714 Steph idg. 

iSO Clee Ave. _ | not next week. 

Telephone: Trinity 4-1616 | 

Chicago |, Ill. , ; 

William E. Comiskey—James L. Phillips If you can’t take care of the week-end customer, he'll go someplace 

360 N. Michigan Ave. Cee a . : 

Eickenee Gietaten baie | else, even if it means driving several miles. I’ve done this, and I’m 

San Francisco 3, Cal. | sure you have, too. 


Frank McKenzie 
1355 Market St. 
Telephone: Underhil! 1|-9737 


If you disappoint a customer too often, you stand a good chance of 


LH ieckson. i98’§. Alvarado St. | losing him permanently. Convenience is still one of the major 
Telephone: Dunkirk 7-4337 | strengths of a local hardware store. If you are constantly out of 
Atlanta 3, Ga. | st: 3; vou’ ; is ¢ “onvenience. No s ‘an afforc 
Ws Gres we fenchien he staples, you ll lose this appeal of convenience. No store can afford 
Telephone: Jackson 3-679! to do this. 


Dallas 6, Texas | 

stored E, oy | 

189 Meadows Building : : aa . . tnrec alwav : 

Sicmemnae ot bites | I think one of the reasons for some stores always being out on 


Telephone: Emerson 8-475] some staples, is the amount of money they invest these days in fringe 
Pnilnaulohin 39° Pane Stherweod 8: hardware merchandise. With a large portion of their operating capi- 

tal tied up in these non-hardware items, there isn’t much money 
left to maintain stocks of staples. The result is an inclination to 
order “one-only,” or to delay rebuying until the item is out. This 
is not good merchandising. 





Charter Member 





Maybe you're guilty of this without realizing it. Why not check 
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Editorial 


continued 








your bins and shelves now? Check your hand tools, fasteners, paint, 
plumbing and electrical sundries, lawn-mowers and steel goods, etc. 
How complete are your stocks? If you find holes in your stock, you’re 
letting yourself in for trouble. 


These items are the staples that bring people into your store again 
and again. These are the true “hardware” items. After a customer 


is in your store, perhaps they will buy some chewing gum or some 
other fringe item. 


But if they don’t get the staple they came in to get, what is going 
to bring them in again? Chewing gum or imported baskets will not 


bring a customer into your store week in and week out. But regular 
hardware lines will. 


So be sure you have the staples in stock in good supply, before 
you invest too much in auxiliary lines. Your customers aren’t inter- 
ested in tomorrow. They want it today. 


It’s balance that counts... 


It would be nice if all of us were geniuses, with Ramac units 
to supplement our normal allotment of brains, plus the ability to 
work 24 hours a day without rest. 


Then, perhaps, we could be sure of always making the correct 
decisions on the dozens of problems that face us each working day. 
But since very few of us can claim to be a superman, we must 
struggle with each day’s problem, to the best of our ability. 


Running a hardware store these days takes a great deal more than 
the usual patience and business acumen. No one knows this better 
than those of us of HARDWARE AGE. Because we know this, we like 
to feel that the comments we make on these pages are family discus- 
sions where we try to help each other do our jobs a little better. 


When we say that some dealers seem to be putting too much em- 
phasis on non-hardware items, we do not mean that you should com- 
pletely ignore non-hardware specialities. 


We know from first hand observation that some non-hardware lines 
can be real money makers. What we are seeking to stress is the 
importance of balance. Balance is important in everything you do, 
whether it’s pitching horseshoes or selling hardware. 


Sell non-hardware, if you can make extra money doing so. But 
don’t neglect your basic money makers. Keep ali your lines in balance. 


You’ll make more money year in and year out if you watch this bal- 
ance carefully. 


8 © HARDWARE AGE, May 21, 1959 
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EVERYBODY— 


is «a customer for S-K/Lectrolite Wrenches 








Including Contractors 


home handymen, auto mechanics, farmers and appliance servicemen 


Preferred by experienced tool-users 
Everyone — particularly the men who earn their living 
with tools —is solidly sold on the unsurpassed value of 
these precision wrenches. Sell and resell the lion’s share 
of your tool customers time after time! 


King-size profits from set sales alone! 
For your customers, the most economical tool purchase 
is buy the set. That’s why S-K/Lectrolite set sales alone 
deliver more than twice the business possible with the 
ordinary line of individual wrenches. 


Three to 4 time turnover! 
It’s a matter of record: S-K/Lectrolite consistently de- 
livers this fast sales action for hardware retailers. 


SKL4 





Your profits are protected! 


You—like every hardware retailer—want and need 
lines that assure real profit protection. Our distribu- 
tion policy makes S-K/Lectrolite Tools available only 
through established, reputable outlets. 


63 pd Spaver* Displays 
You get everything you need for smart merchandising, 
including new SpaSaver* Displays—the modern, func- 


tional merchandisers that pack high-velocity sales ap- 
peal in minimum floor space. 


Ask your wholesaler salesman about the S-K/Lectrolite 
line. Or write, wire or phone S-K/Lectrolite Tools col- 
lect. In Chicago, call LAfayette 3-1300; in Defiance, 
Ohio, 3-2065. 


Free Brochure DB9S8 describes the full 
selection of practical, profitable SpaSaver* 
Displays. Why not write for it today? 

* Trademark 


CHICAGO 32, ILLINO!S and DEFIANCE, OHIO 


DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 
Want more facts? Circle 104, p. 71 
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WASHINGTON 


Bini 


SUMMARY OF EVENTS THAT 


Sleeper clause in the Kennedy 
wage bill may hurt all dealers 


Almost every store would be covered by the 
Federal Minimum Wage-Hour Law if a sleeper 
provision of the pending Kennedy Extension Bill 
is approved by Congress. 

The Kennedy Bill was allegedly designed to 
extend coverage to stores with $500,000 or more 
yearly income. But a provision of it would also 
cover any store with only $50,000 volume if it 
had one or more workers handling goods in 
interstate commerce. 

The American Retail Federation claims this 
would mean a store with a worker ordering, re- 
ceiving, or delivering goods in more than one 
state would be covered. Thus, a store with 
$400,000 volume might not be covered, but a 
competitor with only $60,000 volume could be. 

Backers of the bill, which would also raise the 
minimum wage to $1.25 an hour, say they may 
drop the sleeper clause. 


outlook 


Political experts expect the Kennedy Bill (see 
HA, Mar. 26, p. 10), perhaps without raising the 
minimum, to pass the Senate this year. They 
don’t expect House passage. But the bill will 
remain pending until acted on or until Congress 
adjourns in 1960. 


Dealer complaints force probe 
of shopping center practices 


The Justice Department is looking into shop- 
ping center leases in the wake of complaints from 
small independent businesses that they are dis- 
crimated against in bidding for space. 

Under study are: No-competition clauses that 
some chains require in leases; and exclusive- 
dealing contracts some manufacturers force on 
their outlets. 

The Senate Small Business Committee has 
spotlighted the shopping center lease problem. 
At recent hearings, witnesses asked the commit- 
tee to support new laws to set up a federal lease 
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WILL AFFECT YOUR BUSINESS 


insurance plan or to give a tax reduction to cen- 
ters which lease to small firms. 

These proposals would end complaints of cen- 
ter developers that small firms are a bigger risk 
and mean less income. 


outlook 


Bad publicity the shopping center financing and 
leasing firms have received at the hearings may 
help dealers like you a little. The two proposals 
for new laws would help more, but they will need 
strong grass roots support from businessmen be- 
fore Congress will consider them. 


Watch your pocketbook: Gyp 
artists have new loan scheme 


Fast-talking, advance-fee swindlers are in a 
new racket—a loan placement scheme. 

This warning comes from a special Senate in- 
vestigating subcommittee, which says these oper- 
ators are milking $30 to $50 million a year from 
hard-pressed small businessmen. 

Under the new scheme, an advance fee opera- 
tor offers to secure a loan for a small business- 
man who needs cash and has been unable to ob- 
tain it from banks or other lenders. The operator 
collects a fee in advance ranging from $150 to 
$2,000, even as high as $11,000. 

After signing a contract, the businessman dis- 
covers he has paid only to have his loan request 
placed before a lending agency. In most cases, 
the lender, like the ones he has already contacted, 
refuse to grant the loan. 


outlook 


Take your money troubles to your local bank or 
other reliable lender. A bill is pending in Con- 
gress (S. 550) to help the government crack down 
on phony advance fee operators. The Federal 
Trade Commission and the Post Office Depart- 
ment have a dozen suspected swindlers under 
investigation now. The new law would help end 
the racket. Meanwhile, be careful to read before 
you sign anything. 





THE RIGHT SPEED 
FOR EVERY DRILLING JOB 


Model SD-382 


AND ALL SANDING, POLISHING, 


SAWING ATTACHMENTS 


Sells better because there’s so much more fo sell... 


2-SPEED 3.0 AMP. 3/s DRILL! 


NO OTHER DRILL HAS SO MUCH SELL! 


Powerful 3.0 amp. universal AC/DC fan-cooled motor! 
High speed (2000 rpm) for drilling wood, plaster, etc.! 
Low speed (1000 rpm) for heavy-duty applications! 
Electro-mechanical transmission changes speed instantly, 
electrically by flicking speed range selector switch! 

Full power output at either speed! 


Speed range selector switch interlocks with on-off switch for 
maximum safety! 


Weighs only 6 pounds, perfectly balanced to eliminate fatigue! 
Precision geared chuck and key! 


Special spindle lock for easy SUGGESTED RETAIL 
chuck removal! 


Multiple ball thrust bearing! 

Precision cut alloy steel gears! 

Handsome silver luster finish! 
_, 


PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street * Chicago 20, Illinois 


This new Shopmate outclasses all other drills .. . 
because it’s the only drill at anywhere near its price 
that changes speeds instantly, electrically ... at 
the flick of a switch! And both speed ranges develop 
full power for fast, efficient drilling under any con- 
ditions! Nationally advertised in The Saturday 
Evening Post, Popular Science, Popular Mechanics, 
and other powerful consumer publications! 


SHOPMATE 


mail to: George Weatherby, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 W. 83rd St., Chicago 20, Ill. 
Send me full details on the revolutionary new 
Shopmate Model SD-382 2-speed Drill! 


Name 


HA-59 


Firm Name_ 

Address___ ™ — - 
a ee — 
My Preferred Distributor____ 











Want more facts? Circle 105, p. 71 
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HARDWARE BUSINESS 


outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


look for a steady uptrend... 


A steady economic uptrend was seen lasting through the mid-1960s 
by the nation’s top industrialists who met recently for a discussion 
of the business outlook. Business advisors at the meeting warned, 
however, of a possible midsummer letdown. A good part of present 
high production is going into inventory as a hedge against an 
anticipated steel strike. Without a steel strike, steel production 
could slow to an estimated 60 percent in the third quarter, because 
of high stocks on hand in industries such as automotive. If a four 
to six week strike occurs, it is felt that any economic downtrend 
in the third quarter due to the strike would be offset by that much 
more productivity in the fourth quarter. 


wholesalers selling more... 


First quarter sales figures for hardware wholesalers showed an 
increase of 11 percent over the first quarter last year. Sales would 
have been higher had not many dealers bought warily, with last 
year’s recession in mind. Hardware wholesalers’ inventories in 
March were 4 percent ahead of the same month last year. Retail 
store sales in March were $14.9 billion, with hardware stores doing 
over 8 percent more business this year than last. Retailers’ stocks 
at the end of March were $24 billion, about the same as during 
March last year. 


big year for sporting goods... 


Early reports on water ski production point the way to better sport- 
ing goods sales. About 14 million pairs of water skis will be pro- 
duced this year compared to around 2000 in 1950. The American 
Water Ski Assn. estimates that a record five to six million skiers 
wil] take to the boards this season. A record breaking four million 
power boats of all kinds will be in use, which breaks down to an 
average 100 power boat owners for every hardware dealer in the 


U. S. 


a mid-summer sales boost... 


A good opportunity for a summer sales boost is just around the 
corner. July 4th falls on a Saturday this year which means that 
most companies will set Friday as a holiday. The long weekend 
gives families a chance to plan at least one outing, and give you 
a chance for a promotion of outdoor lines. You have just enough 
time to order your stock now, build displays and plan your ad for 
a special sale during the week before the holiday. 


... turn to p. 107 for more news of How’s the Hardware Business 
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Now Arthur Godfrey, on CBS network's 
more than 200 radio stations, and 

Life Magazine, with more than 32 million 
readers, team up to help you sell 

new Weldwood Wax-—carnauba paste 
and self-cleaning liquid—and 

Weldwood Presto-Set Glue in the 

new bellows-action bottle. Contact 

your jobber today. 


United States Plywood Corporation 
55 West 44th Street, New York 36, New York 


ad 
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MERCHANDISING 


newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


Rural sales look better. In spite of authoritative reports that 
farmers’ gross income would dip 3 to 8 percent this year, against 
higher overhead, farm income for early 1959 is ahead of 1958. 

Net farm income in 1958 was $13.1 billion, 20 percent more than 
1957. Whether income will rise or dip in the balance of the year 
depends on crop size and resulting price Supports. Dealers serving 
farmers in the corn, barley, rye, and soybean belts should enjoy 
big volume. These crop prices are higher than last year. Grain 
sorghums are up too. But wheat, oats, flaxseed are down thus far. 
Beef prices this year will average about $22 per 100 lb, Same as 
1958. Overall, any forseeable dips will be moderate, farm area 
dealers are in for another good year. 





























The shortage of good salesmen is being relieved. The recent giant-steps 
taken by the packaging industry are mere glimpses of the brilliant future 


for self-selling packages. Packaging now rates second in importance only 
to quality and price of products as far as big merchandisers are con- 

cerned. In 1949, packaging for hardware and all other lines cost $5 bil- 
lion. Now the tab is $13 billion annually, proving a much larger outlay 
for hard-sell display boxes and bubble and skin packs. In another few 

years, almost every product in your store will be available in self-sell 
containers, plainly printed with facts for use. This packaging will cost 


you more, but fewer salesmen will cost you less. You should come out 
ahead. 






































More clouds in the steel picture. Recent HARDWARE AGE reports 

have mirrored growing concern over the expected July 1 steel 
Strike. But the expected strike will affect manufacturers faster 
than feared. Most metal goods fabricators stockpiled steel to off- 
Set the strike, but first quarter sales have been so good that 
Stockpiles are rapidly being chewed up. Key manufacturers are 
worried about empty warehouses. If you need fans, appliances, or 
galvanized ware for summer sales, buy ‘em now. Later may be too 
late. 























House-to-house sales are hurting you. Will hurt more. Doorstep ped- 

dlers are biting deeper into dealer sales each year. Their take is more 
than $1 billion annually, mostly in hardlines. US manufacturers now make 
items just for this trade (i.e., electric trains, radios). Imports grow- 
ing, with German toys and oriental art soon to come. Much front-door sell- 
ing is time-pay, on $1 down-$1 weekly basis with heavy repeat volume. Easy 
credit is a formidable wedge. You'll have to promote liberal time-pay 
terms if you want to compete. 























14 e HARDWARE AGE, May 21, 1959 





JAway with 
the amaging ew 


WGAX= 


The Proved Paste Wax Applicator 


Everybody knows that paste wax gives floors 
a better, brighter, far more lasting finish 
... but until now, it has been a real chore to 
apply, and hardly worth the effort. NOW, 
however, the new Wax-A-Way Applicator 
provides the most even distribution of 
paste wax that floors have ever had 
...1n just a few sweeping motions. 
Gone are the sore backs, bruised knees 
and over-all fatigue. 
You can cash in on the proved 
Wax-A-Way paste wax applicator 
with volume sales and high profit. 
Wax-A-Way is a ruggedly 
constructed product and 
handsomely styled to 
assure your customers 
complete satisfaction. 
Applies wax directly 
from can 


Accommodates all 
one pound cans of wax 
Gentlemen: 


Eliminates wasted j __. Send additional information and quantity prices on amazing 
and dried out wax new Wax-A-Way. 


__ Have your representative call. 


Reduces application ae 


time by 90% 
Firm Name___ 


Street Address 


l 
: 
; 
{ City a | State 
I 
! 
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FORT RECOVERY, OHIO 
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ON EACH OF THESE DATES, OVER 45,000,000 TV VIEWERS WILL 
SEE DYNAMIC DEMONSTRATIONS OF SHADESCREEN ON KAISER 
ALUMINUM’S HIT WESTERN ADVENTURE SERIES, “MAVERICK”. 











ShadeScreen...sell it for the sunny 
side of the house! 

Keeps rooms up to 15° cooler 

Reduces glare and prevents sun-fading 
Gives daytime privacy 





2. 
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Lowers air-conditioning costs 
Can’t rust—minimum maintenance 
Easy to install 

Keeps out flying insects 


Sell ‘Em The New ShadeScreen Frame Too! 
New for ’59! A do-it-yourself extruded frame 
made especially for Kaiser Aluminum Shade- 
Screen. Packaged with corner braces, screws 
and spline for easy stocking —fast, profitable 
selling. 





_ 
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JUNE 21 


SS S : 


7 KAISER 


ALUMINUM 


“Trademark — a louvered screening product made by Kaiser Aluminum. 


“Maverick” features Warner Bros. stars James Garner and Jack Kelly. 
Seen every Sunday evening on the ABC Television Network. 


Kaiser Aluminum & SIGNED 
Chemical Sales, Inc. 


Building Products Dept. 1013 COMPANY NAME 
919 N. Michigan Avenue 
Chicago 11, Illinois ADDRESS 











CITY 





Please have your Shade- 
Screen representative 
call so we can get full in- PHONE NO 
ee a en og 

adeScreen Sales Cen- . — 
soenndl the tetendeeatio, We sold ShadeScreen in ’58 
ing and merchandising 
program. 
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COLUMBIA® OFFERS 
ALL THESE 
QUALITY FEATURES 
AT LOWEST 
AMERICAN-MADE PRICES 


e Easier to guide 

Less trouble starting holes 
Little tendency to “walk” 
Greater rigidity 

Less vibration 

Minimum breakage 
Increased accuracy 
Withstand heavier feed pressure 


Bright yellow plastic cases, that double as work- 
convenient drill stands, sell full sets of Columbia 
high speed steel and carbide masonry drills. Attrac- 
tive, compact and functional ...5 popular assort- 
ments ... high quality . . . lowest American-made 
prices. Display and sell them by the set. 


Columbia 1/4” Shank and Carbide Masonry Drills 
are individually blister-packed on self-service dis- 











LUMBIA’ 


MADE IN U.S. A. 


“sell-’em-by-the-set” 





merchandising pays off 
in more fwist drill sales 


“=v  (Otumeta 


TWIST DRILLS 





ee. aM 
Sepak ae 


play cards. They fit Columbia Dispenser and are 
also punched for spindle or rack. 


Columbia Drill Dispenser gives you a complete drill 
department in less than one square foot. Holds com- 
plete drill inventory of your choice of 4 assortments. 
Eliminates back-up stock. Attractive, functional, 
welded steel construction with clear plastic cover. 
Maximum visibility. Minimum pilferage. 


Set CH-1 — 7 Drills \, to 4%” by 32nds. Suggested Retail $3.63. Dealer Cost $2.18. 

Set CH-2 — 10 Drills \, to 54,” by 64ths plus 3/,, 74, 4%”. Suggested Retail $4.54. Dealer Cost $2.72. 
Set CH-3 — 13 Drills \, to 4%” by 64ths. Suggested Retail $6.25. Dealer Cost $3.75. 

Set CH-6 — 4 %"Shank Drills, 5, 44, %, “2”. Suggested Retail $7.85. Dealer Cost $4.71. 

Set CH-? — 4 Carbide Masonry Drills 4%, %, %, 4%". Suggested Retail $5.00. Dealer Cost $3.00. 


Columbia® Sets, packed in drill-indexed metal cases, also offer excellent value in larger assortments. 


Set CH-4 — 15 Drills \, to %” by 32nds. 


Set CH-5 — 29 Drills \, to 4%” by 64ths 


Columbia® Drills are distributed through wholesalers only. Write for information and price sheets. 


OLUMBIA DRILL COMPANY | 47s w. ontario st., cxicaco 10, 1. 
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SEVEN HANDY STEPSIDE MODELS, with side running board, provide spacious bodies in 78”, 98” and 108” lengths. Both Stepside 





and Fleetside models offer ruggedly built tight-fitting tailgate and long-lasting select-wood floor with steel skid strips. 





Chevrolet's 1959 Thriftmaster 6, with new Econ- 
omy-Contoured Camshaft, makes a tankful of gas 
go farther by many miles. It’s standard in every 
pickup model ... and so is extra load capacity 
and stay-on-the-job toughness! 





Choose any one of Chevy’s 5 dashing Fleetside models or 7 
handy Stepside models and you can count on extra savings 
right from the start. Each of these models offers the newly 
improved Thriftmaster 6 as standard equipment. With a 
new Economy-Contoured Camshaft, this engine provides up 
to 10% less fuel consumption. And in Series 31 and 32, 
the Thriftmaster can be equipped with a new Maximum 
Kconomy Option*, consisting of new smaller venturi car- 
buretor and economy ratio rear axle, that improves economy 
by an additional 10%! Or, if you prefer V8’s, these models 
(with the exception of 4-wheel drives) offer the power- 
packed short-stroke efhciency of the 


performance and 


advanced 160-h.p. Trademaster V8*. *FExtra cost 


No job's too tough for a Chevrolet truck! 
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ow... Slash Your Gas Costs by up to 20/ 


with a big, tough Chevy pickup! 
wh 








FIVE DASHING FLEETSIDE MODELS oller the prestige-build- 
ing style of smooth-lined body side panels as well as extra 
carrying capacity. Bodies come in lengths of 78” or 98” 
and all are a full 6’ wide! Maximum payload capacity is a 
high 2,750 Ibs. 

Whatever 
find a 


you haul and wherevei you haul it, you're 


sure to new answer to bigger loads and bigge 


savings in one of Chevy's spankin’ new ‘59 pickups! And 
you can get fuel economy like this in Chevrolet's four panel 
models with up to 213 cubic teet of load space. See 


‘em at your Chevrolet dealer's now. . . . Chevrolet Division 


of General Motors, Detroit 2, Michigan. 
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This El Dorado homemaker was attracted to the 
Cream City ware display by the sparkling spangles, 
the orderly, neat arrangement of the island dis 
play unit. Her purchase is another example of 
how more and more people are walking out of 
more and more stores every day with J&L ware. 





Tubs & 


Refuse Cans - Wash 
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“Massed product display pays off in 
year-round Cream City ware sales” 


. reports Oliver Hardware owner, El Dorado, Kansas 


“We have been displaying Cream City 
ware prominently and in mass for over a 
year, featuring seasonal items,” states 
owner John C. Oliver. “During this time 
our turnover has increased 27 per cent and 
galvanized ware is now one of our more 
profitable lines.”’ 

“The consistent quality of Cream City 
has impressed us and simplified our quick- 
service selling.” 

Your customers, too, will be impressed 
by the strength, brightness and perma- 
nence of Jalware and Cream City ware, 
both produced by Jones & Laughlin. 

The consistent quality is due to J&L’s 
stringent control program through every 
integrated step of production from iron 
ore through finished galvanized steel ware. 
No other brand has so many advantages 
to sell. It’ll pay you to specify J&L ware 
next time you order. 


Owner John C. Oliver points out the strength and 
brightness of Cream City ware to a customer in 
his modern, quick-service hardware store. 








Jones & Laughlin Steel Corporation 


WARE Container Division—Consumer Products 
Toledo, Ohio; Atlanta, Georgia; Lebanon, Indiana 


y | 7 Exhibitors - 
invite you... 


to the largest mid-year exhibit in 
the industry’s history... 


More of everything—Products, People, Plans— 
to help you boost your 
housewares business 
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Industry-sponsored for the Nation’s Housewares Manufacturers and Buyers by the 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 
(Incorporated not-for-profit) 
1130 Merchandise Mart, Chicago 54, Ill. 
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Mark these dates on your calendar! 









June 7-12 
WORTHINGTON TOY SHOW 

July 19-29 
ORTHINGTON TOY and GIFT SHOW 


For the convenience of our customers . . . to enable 
you to plan your Fall and Holiday sales earlier, Worthington 
this year is staging 2 big merchandise shows. 

1. From Sunday, June 7 through Friday, June 12 we 
will display the newest and finest in toys. 

2.And .. . starting on Sunday, July 19 through 
Wednesday, July 29, we will hold our 27th annual Toy and 
Gift Show. Over 100 major manufacturers are participating 
and will have individual booths. On display, in addition to 
thousands of toys, will be the latest in appliances, sporting 
goods and housewares. Many of the latter will be brand 
new products, brought direct from the Atlantic City National 
’ Housewares Show. 

You are cordially invited to attend these shows. Both 
will be held in our West 6th Street Building. Mark these 
important dates on your calendar—now. A-38A 
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Over 100 manufacturers will display toys and gifts. ...an opportunity to look, inspect and compare. 








THE GEO. WORTHINGTON CoO. 
CLEVELAND 1, OHIO 
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NEW-ROOF 


PST rROM COOK & DUNN 





TO HELP YOU OPEN NEW MARKETS - 
BUILD SALES - BOOST YOUR PROFITS 
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what NEW-ROOF is: what NEW-ROOF does: 


where NEW-ROOF is used: 


TODAY! 
————— — NEW-ROOF 


Diversity Your Inventory— yy 
Increase Store Traffic COOK & DUNN PAINT CORP. 


: with COOK & DUNN Box 117 + Newark 1, N. J. 


[] Please send color card, prices,on NEW-ROOF 


NEW ROOF [] Please have representative call 
cd 


COLORED ALUMINUM a 





Store 





Address 





City Zone___State 
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This roof created a neighborhood 
stir ina New Jersey suburb. One recent 
Saturday, the owner applied Cook & 
Dunn’s New- Roof Colored Aluminum 
Paint in Colonial Gray. Neighbors 
commented, asked questions. Owner 
told them Cook & Dunn’s New- Roof 
was his smartest home improvement 
buy in years, that it would seal hair- 
line cracks and nail holes, that the 
heat-reflecting surface would mean 
a more comfortable summer ahead. 
Neighbors could see the fresh new 
beauty. Several bee-lined it to their 
nearest Cook & Dunn dealer. Others 









This owner chose Cook & Dunn’s New-Roof Aluminum 
Coating in a gleaming Colonial Gray that transformed 
the whole house. New-Roof is made by Cook & Dunn 


Paint Corp., Newark, NJ. 


Are you getting into 


dalicmalc\s Mail 1a.(-) @4 


COOK & DUNN'S 
colored 

aluminum paint 
Starts trend in 
home improvement 


mentally set aside future Saturdays. 

This sort of reaction is not con- 
fined to New Jersey—it’s nationwide. 
Colored aluminum coatings made 
with ALCOA® Pigments have caught 
on everywhere. Customers recognize 
a new, easy way to weatherproof and 
beautify any property. There’s a 
choice of colors (Colonial Gray, 
Windsor Blue, Ranch Green, Modern 
Red) for every taste and style. Coat- 
ings like Cook & Dunn’s New-Roof 
are ideal for composition roofing, as- 
phalt and asbestos shingles, tar paper, 
concrete, cinder block, stucco and 





metal surfaces. One coat covers 
and seals. 

Here’s a brand new market, with 
no limits in sight. If you’re not stock- 
ing colored aluminum paints and 
coatings, get your supplier on the 
phone today. Ask for one of the qual- 
ity lines made with ALCOA Pigments. 

ALCOA does not make colored 
aluminum paints or coatings, but 
we will be happy to refer you to repu- 
table manufacturers who do. Send 
today for our free booklets, Painting 
With Aluminum and Aluminum Roof 
Coatings Make Time Stand Still. 














For exciting drama watch “Alcoa Theatre,” 
alternate Mondays, NBC-TV, and 
“Alcoa Presents,” every Tuesday, ABC-TV 


Support your local Clean Up— 
PAINT UP—Fix Up Campaign 





Aluminum Company of America 
1744-S Alcoa Building, Pittsburgh 19, Pa. 


Look for this label . . . it’s your guide 
to the best in aluminum value 


Please send your free booklets: 
["] Painting With Aluminum 
[] Aluminum Roof Coatings Make Time Stand Still 


PIGMENTED WITH 









ALCOA Ff). Name a 
ALUMINUM Company ks 
ALuMinue comeany OF Amanien orn _ 
City Zone State — 
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Boost paint brush sales...choose from Rubberset’'s 
profit trio of ze 


Make $25.32 profit on only 10 inches of counter wa 4 
space... with the new Square Deal Display Assortment | 


This gleaming brass unit holds 4 dozen brushes... yet it’s only 10” wide, 9” deep and 
1914” high (including display sign). Brushes shown are fast moving and popularly priced. 
Assortment consists of | doz. each 1”, 14%” and 2” No. 122 Pure Bristle Varnish Brushes 
and 6 each 3” and 4” No. 202 Pure Bristle Wall Brushes. 


) 





5 





Square Deal display rack 
oy PAINT SETTER (A $5.00 value). . FREE 
m" today! Retail value of assortment... .. $63.30 
‘ USE Dealer Cost 37.98 
a | pRtrens PROFIT $25.32 








rp . gs SRUSHES 
j 


, ER 
h RESULTS 


Modern swept-wing Golden V gives you 
$69.01 profit 


Show more .. . sell more—from this glittering brass-finished Rub- 
berset Golden V display. Size 20144” by 134%” by 11”. Assort- 
ment No. 17 contains | doz. each Golden V display rack 

1” to 3” No. 132 Pure Bristle _ 

Be: (A $12.00 value) . | FREE 
Varnish _Brushes and 6 each of _ Retail value of assortment... . $172.53 
3” to 4” No. 216 Pure Bristle  pealer Cost -. 103.52 





Wall Brushes. PROFIT se0. 01 








You make $34.88 profit from Rubberset Tynex* 
noel Nate Nylon brushes in ChromeKING display assortment 


*Tynex is a DuPont trademark 








Smart-looking chrome finish provides quality setting for quality 
brushes. Attractive modern design of this sturdy metal rack is certain 
to sell for you. Size 16144” by ChromeKING display rack 


114%” by 114%". ChromeKING  ¢g $7.50 value)... FREE 
assortment totals 5 doz. No. 1135 Retail value of assortment... .. $87.20 
Tynex Nylon Varnish Brushes. 1 Dealer Cost. . ) 52.32 
doz. each from 1” to 3”. PROFIT. . a, $34.88 


ASK YOUR RUBBERSET SUPPLIER ABOUT THE RUBBERSET 
PROFIT TRIO OF FREE DISPLAY DEALS! 


Your best bet is 





Full line quality erat. ee ; Moke 
paint brushes Fast-acting all-purpose roller line — i 
brush cleaner THE RUBBERSET COMPANY, 900 Passaic Ave., East Newark, N. J. 
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Only miracle 


-el=\ al t-tleter-} 


stops rot and decay— 


provides natural beauty 

















| he dramatic 


difference between 
PENTA-COAT treated 
exterior Redwood and un- 
treated Redwood is visible 
in the picture. PENTA-COAT 
enhances wood beauty .. . 
protects against rot, decay, chipping, 
and warping. It is the only 
product of its kind. 


Available in three finishes ... Redwood, Cedar 
and Clear .. . PENTA-COAT is the newest 
and most efficient protective coating yet 
developed for Redwood, Cedar and Mahogany. 
Through a PENTA-COAT finish you can see the 
beautiful natural lines of wood. And, in addition 
to assuring handsome, uniform color, 
PENTA-COAT, with its deep penetrating protection, 
provides fabulous wearing qualities which 
prolong the life of Siding, Outdoor Tables, Chairs, 
Furniture, Fences, Carports and other wood 
articles and structures. 


WHY “PENTA” PRODUCTS ARE NECESSARY TODAY 
FOR REDWOOD, CEDAR, CYPRESS AND SIMILAR WOODS 
Today's second growth timber is commonly deficient in 

“natural preservatives —tannins, wood tars, etc., the “built-in” 
protection which characterized now depleted, slow-maturing virgin 
stands. Consequently, today’s timber products are often lacking in 
durability, though otherwise satisfactory. PENTA-COAT and PENTAPRIME 
protect wood against this lack of “natural durability”—insuring lasting beauty 
and life, and saving homeowners, builders and industry repair and renewal expense. 
You have an unusual opportunity to do your customers a real service—and 
develop a profitable new business—when you stock and feature PENTA-COAT and 
sister products developed through DeMert & Dougherty research. 


Other exclusive products for Home and Industry from 
DeMert & Dougherty, “The Penta People”. 


PENTAPRIME—Only wood primer with built-in protection against rot 

and insect attack! 

CREO-PENTENE-— The first combination creosote-penta concentrate, a light brown stain 
wood preservative, with creosote weathering and pentachlorophenol 

rot-stopping properties. 

PENTA 1-10 CONCENTRATE—Most highly concentrated wood preservative made. 


EVERYTHING 
Notice: A few Territories available for Manufacturer's Representatives | — WE SELt 
. ° ° y 

and Jobbers. Please write for FREE SAMPLE and information <A 


concerning our entire line. Address DeMERT & DOUGHERTY, Inc., 
5000 W. 41st St., Chicago 50, Illinois. 
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U.S. ROYAL 
MASTER 


U.S. ROYAL 
RIDER 


U.S. ROYAL 
CHAIN 


U.S. ROYAL 
NOBBY 


U.S. ROYAL 
HEAVY-DUTY MIDDLEWEIGHT 


| U.S. ROYAL 
asl MIDDLEWEIGHT 
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U.S. ROYAL 
WHIRLAWAY 
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U.S. ROYAL 
LIGHTWEIGHT 


U.S. ROYAL 
TOURING 


United States Rubber 


CYCLE TIRE DEPARTMENT e¢ 549 East Georgia Street © Indianapolis 6, Indiana 
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NEW! 
RUST-OLEUN 


CONTAINERS 


16 ATTRACTIVE 
COLORS 


Now! Famous Rust-Oleum colors in handy 16-ounce spray 
containers —ready to bring you even more Rust-Oleum 
profit! Our introductory assortment features thirty cans 
and includes sixteen popular colors—plus Rust-Oleum 
Clear-Sele. Your cost—only $34.20; your profit—$22.50... 
a full 40%! It'll be spearheaded by powerful local adver- 
tising in television, newspaper, billboard, and radio—and 
topped off with dramatic national advertising in Time 
Magazine, Newsweek, and over fifty other big magazines! 
Be sure that you're ready with Rust-Oleum in spray con- 
tainers — your customers will ask you for this household 
name in metal coatings! Check with your Rust-Oleum dis- 
tributor—today! Insist upon genuine Rust-Oleum—accept 
no substitute! 


\ 


\ 
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NG a RUST-OLEUM SPRAY RUST-OLEUM SPRAY 
4 rail COUNTER MERCHANDISER ADAPTER SHELF 


INP-PROOF RED PRY 


“Rigid Economy, Mon” 


4:5 Perfect for counter, table, or win- Features complete thirty-can as- 

aad dow — spotlights Rust-Oleum spray sortment — fits atop your present 
assortment. Full-color metal sign. Rust-Oleum metal display. No in- 
Compact, all-metal—28” high, crease in floor space—boosts your 
2242" wide, 1342” deep. return per square foot. 


+ 
Pa 


RUST-OLEUM CORPORATION 
2565 Oakton Street e« Evanston, Illinois 


TIAL 


Want more facts? Circle 119 p. 71 


4 kl Eee 





HARDWARE AGE, May 21, 1959 © 29 























The CFI Image—ready to supply you with... 


GOLD STRAND" Insect Wire Screening 


This giant steelman is the Image of CF«&I...one of the plete line of steel hardware products available from 
nation’s leading producers of quality steel Hardware CFelI. Others include: 
Products. And in his nationwide network of offices and . ; ' 
warehouses, he not only sells steel products, but he serves * CFal-Clinton General P —— Welded Wir e Fabric 
his customers in every possible way. He provides ade- —100-ft. rolls, five widths from 24° to 72", mesh 
quate stocks of such items as GOLD STRAND Insect sizes from 1” x 1" to 2"x 4 
Wire Screening promptly from local CF&I outlets. « CF&I Hex Mesh Netting—galvanized after weav- 
ing, wire sizes from 14-20 gage, all standard meshes, 
GOLD STRAND Insect Wire Screening is supplied: widths from 12” to 72” 
* in galvanoid, aluminum or bronze ¢ CFaI Hardware Cloth—100-ft. rolls, four widths 
° in regular widths from 16” to 48” from 24” to 48”, heavily galvanized after weaving 


¢ in full-length 100-ft. rolls Ask Also About: CF&I Woven Ornamental Fence and 
¢ in standard 18 x 14 mesh Flower Bed Border « Lok-Line® Poultry Netting 
CF&I Merchant Wire + Quick-Hitch® Gate Springs 

And GOLD STRAND screening is but one of a com- Perfection® Door Springs 


GOLD STRAND 


INSECT WIRE SCREENING 


STEEL. THE COLORADO FUEL AND IRON CORPORATION 


in the West: THE COLORADO FUEL AND IRON CORPORATION —Albuquerque -' Amarillo - Billings + Boise + Butte * Denver * El Pase + Ft. Worth 
Houston ~- Lincoln + Los Angeles + Oakland - Oklahoma City + Phoenix + Portland + Pueblo - Salt Lake City +* San Francisco + San Leandro 
Seattle + Spokane + Wichita 
In the East: WICKWIRE SPENCER STEEL DIVISION — Atlanta + Boston - Buffalo - Chicago + Detroit * New Orleans * New York ° Philadelphia 6698-A 
Want more facts? Circle 120 p. 71 
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How Goulds top-tank mounted jets 


save space, time and money 


Here are complete “‘packaged”’ jet water sys- 
tems that will make 42-gallon tank installa- 
tions easier and faster than ever. And time 
%s saved is money saved. 

a) ’ Goulds Prime-Flow and Shallow-Flow Jet 
Rees ¢ OLDS : Water Systems are top-tank mounted to save 
ot ou space. Units take less than 3 square feet 
of floor space, come complete in one easy-to- 

handle carton, ready to install. 

Compact pumpdesign incorporatesGoulds’ 
important self-priming feature. Once primed, 
it stays primed, won’t air-bind in use. Spe- 
cial corrosion-resistant finish protects all 
cast-iron parts that come in contact with the 
water against rust and corrosion. 

Available in !3 and !5 HP units, mounted 
on 12-, 30- or 42-gallon tanks or for use witha 
separate tank. Prime-Flow capacities up to 
830 G.P.H., depths to 90 ft. Shallow-Flow 
capacities up to 1050 G.P.H., depths to 25 ft. 

For details, write to Goulds Pumps, Inc., 
Dept. HA-49, Seneca Falls, New York. 


GOULDS @ PUMPS 


Want more facts? Circle 121 p. 71 
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The Pick-Me-Up Brings 
Self-Service to Rope 


Sell rope like chain stores sell 
groceries—already packaged, 
all ready to go! The Colum- 
bian Self-Service Pick-Me-Up 
Merchandiser displays 50 ft. 
and 100 ft. Manila Rope Coils. 
Top-shelf for ski-rope and 
other ropes in small coils or 

| packages. The Pick-Me-Up, 22” 
x 22” x 5414”, requires less 
than 4 sq. ft. of floor space. 
-' Also ideal for outdoor displays. 


t 





Columbian Colpak Cartons 


One of the most familiar packages in 
rope merchandising is the Columbian 
Colpak (25 lb., 50 lb., 75 lb., 100 1b.), in 
His” through ¥%” diameters. Rope is easily 
dispensed through hole in top of carton, 
without removing coil. Sell by the carton 
or by the foot. You can keep a minimum 
inventory while stocking 9 popular rope 
sizes. 


Newly Packaged Water-Ski Rope 


An attractive new package adds to the 
appeal of Columbian H. T.* Polyethylene 
Water-Ski Rope. It floats—won’'t tangle 
with propellers. Breaking strength approx- 
imately 900 lbs. Complete with single or 
double handle. Braided or Laid, 3 strand, 
14” diameter. 

*H. T.—High Tenacity 


‘The sale you make 


is the sale 


Only Columbian with the broadest and most 
complete line of ropes can fill the many needs 
of the modern boatsman from outboard motors 
to racing yachts. Columbian helps you at the 
point of sale, too—with attractive packaging and 
salesmaking display merchandisers, plus na- 
tional advertising to pre-sell your customers. Join 
the happy family of Columbian dealers today. 





LERNER Eo os 





Columbian Nylon 
Reel Rack 


Holds three reels of Colum- 
bian Stabilized Filament Ny- 
lon Rope, %4”, %”, YA” 
diameters; or Columbian High 
Tenacity Polyethylene Rope, 
14” and 4%” diameters. De- 
livered free with  three-reel 
order for either rope. For 
shelf or counter display and 
for use with Pick-Me-Up. 


Easy Measuring, Easy 
Cutting with the No. 57 
Merchandiser 


For selling rope in any length, 
the Columbian No. 57 Rope 
Merchandiser is equipped with 
a simple, accurate measuring 
device and cutter. It’s quick— 
it's easy—and the unused rope 
remains coiled. 


Columbian Nylon, For Finest 
Appearance, Greatest Strength 


Combining the finest appearance with 
the greatest strength. Columbian Nylon 
Rope is a universal favorite with boat- 
owners and yacht-owners in every port. 
Stabilized by an _ exclusive, patented 
Columbian process, Columbian Nylon will 
not shrink when wet and will not fluff 
or unravel when cut. On wooden reels; 
larger sizes in coils also. 


Columbian Dacron* Yacht Rope 


Ideal for running rigging and other uses 
in which extra. stretch resistance is 
needed. High tensile strength, stabilized 
against fluffing or unraveling. 


*DuPont Trademark—Polyester Fibre. 


Many of your best customers will see the Colum- 
bian color-page advertisement in Sports Afield— 
Boating, the luxurious new magazine for boat and 
yacht-owners. 


COLUMBIAN Rope Company 
Auburn, “The Cordage City,” N. Y. 


Red 
White ey 
Sine Z rope \ 


| COLUMBIAN =" 
4 TWINES Z & i 
ae 


. FI \\ Nea 
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be! T on dry chlorine— 


Easy to handle, stock and sell Lotitabhy/ 


Get ready now for the ever-expanding home pool market Write for full details now 

Home pool owners know that they’ve got to treat their Get ready to cash in on the biggest pool season yet 
water regularly in order to prevent green algae scum, Make sure you have ample stocks on hand when your 
dangerous bacteria, fungi and odors from getting customers need chlorine ... and make sure they know 
started in their pool water ... and they've learned to you have it. We'll be happy to help. Send coupon today 
depend on easy-to-use, safe HTH to do the job. Let for full information. 
them know they can get it from you! 





HTH is a trademark 


Pa a an an a ae a eee een en ewer as ane aren=ena 
The best advertised home pool protection on the market 

Olin Mathieson’s consistent, vigorous HTH advertising 
in the leading newspapers and magazines brings cus- 
tomers into your store for HTH. This advertising builds 
store traffic for you... . helps you make sales. 


Look at these Free Sales Aids to help you sell HTH 
¢ counter display cards 


-“j Olin Mathieson Chemical Corporation 
marnieson Chemicals Division « Baltimore 3, Md. 


Please send details on the profitable home pool market 
for HTH. 


Name 





Company 





Address 





e sales folders 





* newspaper mats 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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These Taylor instruments 


point the way to summer profits 


The eight Taylor instruments shown on this page take very little display space. 
They are all proven good sellers especially to campers, fishermen, hikers, hunters 
and anyone who drives a car or owns a boat. You will notice these instruments 
are modestly priced—quality made. They earn excellent profit, and returns are 
practically unheard of. You may order from your wholesaler now. Preseason de- 


livery is assured. Taylor Instrument Companies, Rochester, New York, and 


Toronto, Ontario. 


Taylor GYDAWL* Compass. Rugged metal 
case, pocket type. A little over 2” in 
diameter. Jeweled needle locks securely 
in place when not in use. In box, six per 
carton. Order * 2940, $2.75 each. 


Taylor LEEDAWL* Compass. Good look- 
ing brown plastic case. 2”’ in diameter. 
Jeweled needle locks securely when not 
in use. Easy to read. Each in box, 12 per 
carton. Order * 2920, $1.95 each. 


Taylor “Mate” Compass. Brand new this 
year. Perfect for small boat owners. Ro- 
tatable dome for easy adjustment. Order 
% 2967, $10.95. Wired for night illumi- 
nation, * 2968, $12.50 retail. 
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Taylor GYDEWAY* Compass. Modern, 
plastic case in attractive maroon color. 
Simple hinged cover locks sensitive bar 
needle in place when closed. Each in 
box, 12 rer carton. * 2935, $3.00 each. 


Taylor “Ncvigator” Compass. Ideal for 
car or boat. Liquid filled dome for steady 
operation. Push-button dry cell illumina- 
tion. Easy to install. Smart gray case. 
Order * 2957 $6.95 retail. 


Taylor“Commodore” Barometer. A sailor's 
best friend. Flanged, heavily chrome 
plated case 4” overall. Corrosion resis- 
tant, waterproof. Scaled in inches and 
millibars. #* 2236, $9.95 retail. 

Want more facts? Circle 124 p. 71 


Taylor SHOWAY* Compass. brown plas- 
tic case, 114” overall, with molded hanger 
loop. Jeweled float dial. Each in box, 12 
per carton. Order * 2906, $1.50 each. 


eas i. 
*~* 


~ 
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Taylor Forecaster-Altimeter. Automobile 
companion for the Navigator Compass. 
Shows elevation mile by mile, also per- 
mits 12 to 24 hour weather 
Order * 2057, $12.50 retail. 


Taylor 
Lustruments 


MEAN ACCURACY FIRST 


forecasts. 


You Can Be Sure when you sell any in- 
strument bearing the Taylor name that 
you are offering finest quality, accuracy 
and workmanship at modest cost. 
*Trade-Mark 





Special ... stock and display 


this Revere Ware best-seller... 


1'4-qt. Copper-clad stainless steel 
Covered Sauce Pan Cat. No. 1401)¢ 


$ £69 


retail 
regularly $6.50 


this Patriot Ware 
traflic-stopper 


2-qt. Solid Stainless Steel 
Whistling Tea Kettle Cat. No. 4620 


$ 4429 


retail 


NOW regularly $5.25 


*These specials in effect from May I through July 31, 1959. 


Lots of promotional material—mats, glossies, etc.—now available. For 
details see your supplier or write direct to... 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division 
Rome, New York « Clinton, Illinois + Riverside, California 
Want more facts? Circle 125 p. 71 
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INTRODUCING DE / ta 


MARINE 
LITES 


Made by the Manufacturer of Worid-Famous Delta Electric Lanterns 


























Now the door is open for volume sales of marine lites. Here are 
prices within reach of most boat owners. Yet the new Delta 
Marine Lites are built to rigid quality standards. Made of solid 





brass, with heavy Nickel and Chrome plating. They meet Coast 
Guard optical requirements for Class A and Class | boats. 
Available in 6 or 12 volt capacity. 

Delta has specialized in the manufacture of portable electric 
lighting devices for almost half a century. Production economies, 


advanced tooling, and modern equipment make Delta’s low 
prices possible. All Delta Lites are fully guaranteed, of course. 


MODEL A2544 SPOTlite 


Powerful, Handy, Quality—through and 
through. Sealed Beam unit stays bright. 
Keeps out water and dirt forever. This 
SPOTIlite gives you a 360° horizontal swivel: 
a 145° vertical swivel. Switch and wiring are 
waterproof. Switch is toggle type with extra 
built-in signaling feature. Solid brass; heavy 
Nickel and Chrome plating. Available in 


6 or 12 volts. Only.. $4 2 so 
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Write, wire, or phone for further details and free literature. 


DELTA ELECTRIC COMPANY, Marion, Indiana 


a ta. <2 » 4" 


MODEL A2543 BOWlite 


Looks like quality—and it is! Modern flow- 
ing design is in keeping with today’s marine 
styling. All solid brass, with heavy Nickel 
and Chrome plating. Fresnel-type red and 
green Plexiglas lenses give maximum 
strength, brilliance, and visibility. Has ¥” 
flagstaff socket. Available in 6 or 12 volts. 


ie 8 no TS 
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MODEL A2542-B STERNIite 


Has all the features you want in a stern light. 
All solid brass with heavy Nickel and 
Chrome plating. Fresnel lens in clear Plexi- 
glas resists shock and breakage—and magni- 
fies light! Model A-2542-B has 24-inch staff 
and is adjustable down to 4 inches. Avail- 


able in 6 or 12 volt. Only Ss €& 20° 


Model A-2542-A (20" staff) 
Model A-2542-C (30” staff) 








=... 


TREATED WITH RESIN & VINYL plus ALUMINUM 


Here is a completely new kind of tarpaulin . . . a tar- 
paulin that means extra sales for you! Here's why: 
The new Eagle Tarp treatment actually is two sepa- 
rate treatments. First, the canvas is treated with a 
RESIN bath implanting millions of particles through- 
out the fibers. Then the canvas is baked in a gigantic 
100 foot oven. This baking process actually seals the 
Resin into the canvas. Now the canvas gets the 
second treatment containing VINYL and ALUMINUM 
and is re-run through the oven a second time. The 
second baking process fuses the tough Resin finish 
and the Vinyls throughout and within the canvas to 
create a treatment never before available. This 
lj 5 C 0 ‘ p | T | 0 % A [ LY exclusive Double Treatment means that Eagle Farm 
Tarps and Truck Tarps are metallic tarps ... and are 


more water and rot resistant plus far superior in 


ruggedness and strength! 
Only Eagle Tarps have ail these Selling Features 
$ 


e DOUBLE TREATED FOR GREATER 
WATER AND ROT RESISTANCY 


+ e@ ALUMINUM TREATMENT REFLECTS 
ae 90% OF SUN AND HEAT RAYS 


eROPE BOUND IN HEM... TAKES 
STRAIN OFF CANVAS ...GROMMETS 
WON'T PULL OUT 


e INDIVIDUALLY PACKAGED AND 
ALSO AVAILABLE IN ASSORTMENT 
WITH FREE DISPLAY RACK 


e@ UNCONDITIONALLY GU4SRANTEED 
FOR ONE FULL YEAR 


| e TRIPLE SEWED SEAMS AND 
relat -h eal -) oe DOUBLE SEWED HEMS 


4 OUT OF 5S HAROWARE 
WHOLESALERS CARRY EAGLE TARPAULINS 


H. WENZEL TENT & DUCK COMPANY e ST. LOUIS 17, MO. 
Want more facts? Circle 127 p. 71 
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. i MPACT YOUR ELECTRICAL COUNTER WITH 


NEW SALES-BUILDERS FROM GENERAL ELECTRIC! 














Le 
NEW G-E LIGHTED | 
HOUSE NUMBER AND —y = 
DOORBELL BUTTON — As easy fo install 4 
as an ordinary doorbell. 
Suggested retail — $1.29 L 





NEW G-E AUTO MAP LIGHT — 
Plugs into dashboard lighter socket, 
stores neatly in glove compartment. 
Suggested retail — 39¢ 


G-E HEAVY DUTY OUTDOOR 
UTILITY CORD SET — 
Sturdy, long-life construction, “safety red” 
jacket. 
Suggested retail (for 50’ length) — $4.89 





Baiw | NEW G-E DECORATOR 
3] 1) BPecorator wane Puares 
| one 














SERIES ITEMS in a starter assort- 
c | gees = ment that includes free counter mer- 
a chandiser: new wall plates that 
0 te Oe SO Se a3 
fam eed os ag match any color scheme; new 4- 
{'| . ©)||-je| ele plug outlet and lighted pushbutton 
( a) LS Hes @ switch that add new convenience 





for “better living... electrically.” 











The demand for wiring devices and cord sets hits 
a seasonal peak in late spring and early summer. 
To take full advantage of this peak, fill out your 
General Electric assortment now. Give it fresh 
impact with the new items shown here, 
General Electric Company, Wiring Device 
Department, Providence 7, Rhode Island. 





Ye = 
4 < 
eerie” 





Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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How | sell 25,000 rods of fence a year 
by The Fence Man,” Frank Townsend, Greensburg, Indiana. 


X 


WAY 
: bj 


a 





This sign is you salesman 


_FEN 











“Get the right product. When all you 
do is sell fencing material, as I do, you’ve 
got to have products that move. You have 
to have a product the farmers will buy, and 
buy repeatedly. That’s always the product 
that cuts farming costs through long serv- 
ice. That’s why I’ve been selling American 
Fence exclusively since 1925. 


“Show the product. You can’t expect 
customers to come asking for a product 
that’s hidden under the counter. You have 
to have it out where they can see it. 
American Steel & Wire provides the display 
material I need . . . and they advertise their 
product to farmers so that the display 
means something to customers. 


“Sell the product. You have to know 
your product and its advantages. And you 
have to tell the customer why it will do a 
good job better for him. Selling is a lot 
easier when you have a product that farmers 
have learned to believe in—a quality prod- 
uct like American Fence.”’ American Steel 
& Wire Division, 614 Superior Ave., N.W., 
Cleveland 13, Ohio. 


AMERICAN FENCE — 
THE FENCE FARMERS WANT 


e It's “ENGINEERED for STRENGTH" to 
contain livestock because wires are specially 
selected to make the fence that will give max- 
imum service. The medium-hard line wires 
keep deep tension curves intact so they will 
act like springs—keeping the fence taut. 


e Hinge joints that permit the fence to flex, not 
distort, from pushing livestock. 


e Proper galvanizing that forms a chemical 
and mechanical bond between the molten 
zinc and the steel — giving extra years of 
weather resistance. 


USS and American are registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


Columbie-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & tron Division. Fairfield, Ala., Southern Distributors 
United States Stee! Export Company, Distributors Abroad 
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Important facts about dirt shovels: 


You can stock<> basic types 


TRUE TEMPER 


IMPROVED 


CROSS SECTION 


BRIAR EDGE leads in hollow-back value. A lightweight, 
low-cost shovel built with quality materials and attractive 
finish. Improved design, with correct lift and balance. 
High-carbon steel blade is hot-forged, heat-treated, prop- 
erly tempered. Good quality, clear lacquered ash handle. 


No. HELR Round pt., long handle No. HELS Square pt., long handle 
No. HER Round pt., D top No. HES Square pt., D top 


TRUE TEMPER 


aN ed od O11 C 18D 


DYNALITE 


CROSS SECTION 





DYNALITE is the best buy for average use. It’s taper- 
forged to keep metal thick at shoulders and center for 
strength and wear resistance, with strong tube shank and 
thin blade edges to keep weight down. Fire-hardened ash 
handle. Costs only pennies more than hollow-back shovels. 


No. DLR Round pt., long handle 
No. DR = Round pt., D top 


No. DLS Square pt., long handle 
No. DS Square pt., D top 
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TRUE TEMPER 


TAPER-FORGED 


BANTAM 


CROSS SECTION 





BANTAM is built for customers who want top strength 
and ruggedness. Taper-forging puts extra metal where 
wear is greatest, yet avoids unnecessary weight. Has 
precise “‘hang’’ and balance. FOX brand, preferred in 
some areas, is heavier gauge for even tougher service. 


No. BLR Round pt., long handie No. BLS Square pt., long handle 
No. BR Round pt., D top No. BS Square pt., D top 


RUE 





and sell every customer 


EMPER. 





Bar's RIGHT. Three basic types of dirt 
shovels will cover your market: True Temper’s 
improved HoLLow Back, taper-forged TUBE 
SHANK, and taper-forged SOLID SHANK. 

This realistic approach to shovel stocking 
simplifies ordering and selling, keeps your 
profits high, inventories low. 


Fill in your stock the right way: 
True Temper makes every 
shovel recommended by 

the NRHA Turnover Handbook 


True Temper shovels cover your market 
completely—with the shovels shown plus our 
low, low-price ‘“‘Comet”’ line for special 
promotions. These shovels match NRHA basic 
stock requirements . . . top to bottom. 

Send for free list of True Temper tools by 
number that match 116 basic stock items in the 
NRHA Turnover Handbook, “Lawn, Garden & 
Farm” and “Hand Tools” volumes. They’re 
basic best-selling types in all stores regardless of 
size or location, according to NRHA studies. 

No other source offers you so much help 
with these lines. Write ‘True ‘Temper, 

1623 Euclid Avenue, Cleveland 15, Ohio. 


Ask your True Temper wholesaler for 
complete information on True Temper shovels, 
spades and scoops. 


your basic line 
. your money line 
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DEARBORN STOVE COMPANY, DALLAS 


DALLAS, ATLANTA, CHICAGO, LOS ANGELES, SAN FRANCISCO 
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REGIONAL OFFICES 





. Life Lite’ never ndede nabtatlins be- 


| ‘ _ cause it recharges when plugged 
9 into any 110 AC outlet —it has 
FATHER +4 nl ae OS appeal to sportsmen, home- 


owners, car owners. Life Lite has a 
















D AY _ unique and compact shape which fits 
all pockets or glove compartment. It is 
handsome, in a two-tone gray with golden 


trim finish and each flashlight: is gift-boxed. | 


promotion’ | » MADE IN U.S.A. « USES STANDARD BULB | 


Life Lite 


RECHARGEABLE FLASHLIGHT 


.\ 
VAAAAA 
\ ~~." 









D5 Ba) iG 7 *Trode Mark 
J “ie 
GIFT BOXED ‘ 


ceo oR ’ REFUND o> 


>” Guaranteed by 
Good Housekeeping 
<vor 


aS 
AS Apyearised THEE 











: SILHOURTTE | 
e me 7 
€1O recnarceasre FLASHLIGHT 
In Pink with Golden Trim “& a 


Beautiful and compact, Silhouette fits 
easily into purse, pocket or glove 
compartment—never leaks or corrodes— 
recharges in any 110 AC outlet. 


|RECHARGEABLE e 


flaklicht 








Gulton industries, inc. cite 


she SG taes N. J. 
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Still time to 
WIN! 
WIN! 
WIN! 


FIRST PRIZE 


BUICK LESABRE 


(or a comparably priced U. S.-made car of your choice) 
The stunning LeSabre 4-door is the most popu- 
lar Buick. Equipped with heater and defroster, 
radio, white sidewall tires. Ultra-power Wildcat 
engine. Twin-Turbine automatic transmission. 
Delivered ready to drive. 


















7 sECOND PRIZES OF AN 


RCA COLOR TV S&T 


RCA’s sleek new Southbridge lowboy brings the ultimate in ‘“‘Natural 
Living Color.’’ Color-Quick tuning, all controls lighted. Three-speaker 
bere Ee < ae Panoramic FM Sound setup doubles as a stereo speaker unit. 


- 








a7 THIRD PRIZES OF A 447 FOURTH PRIZES 


PHILCO PORTABLE TV > SPORT JACKET 


The new 17-inch-screen 
Philco New-Matic 
Slender Seventeener is 
as light and trim as a 
brief case. New-Matic 
Remote Control changes 
channels with only a 
squeeze. A rotating 39- 
inch antenna telescopes 
out of handle. 





New featherweight, 
weatherproof nylon jack- 
et is ideal for all sports. 
Bright new colors and 
smart cut make it the 
most versatile jacket 
you've ever meso Zip- 
per front. Elastic back, 
Fully washable. 
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YOU WIN WHEN YOUR CUSTOMERS WIN IN THE 
DU PONT $100,000 “LUCKY 7” CONSUMER CONTEST 





BETTER THINGS FOR BETTER LIVING 
... THROUGH CHEMISTRY 


MAIL THIS COUPON 
TODAY to: 


FOR YOUR FREE 


DU PONT “LUCKY 7’ CONTEST 


PROMOTION KIT 








Here’s all you do: 


1. Ask your wholesaler salesman or send the coupon below to order your 
Contest Promotion Kit, including Official Entry Blanks and complete 
contest details. 


2. When you receive your kit, be sure to put your 
name, firm name and address in the coupon 
portion of the Official Entry Blank. This iden- 
tifies you with your winning customers so you “All RA 
can win, too. OU PONT 

3. Hand out Official Entry Blanks to all your cus- AUTO 
tomers. ‘The more you hand out, the greater POLISH 


your chances of winning. 


a 


AND CLEANER 
You profit from extra sales, too! Winning : 
customers also receive big bonus prizes when they 
have purchased a Du Pont No. “7” Product. This 
means sales are building to a peak as more and more 
people enter the contest. Make sure you have a full 
supply of all No. “‘7’”’ Products ready. Order from 
your wholesaler salesman today. 

The Du Pont “Lucky 7’ Dealer Sweepstakes is subject to 


federal, state and local regulations. Dealer Sweepstakes 
closes midnight, August 15, 1959. 


Vag oom renee _ 





R. H. Donnelley Corp. 
230 E. Sandford Bivd. 
Mount Vernon, N. Y. 


Rush FREE Du Pont ‘‘Lucky 7” Contest Promotion Kit consisting of: 
Official Entry Blanks, Display Material, Complete Dealer Sweepstakes Details. 


MAIL TO: 
DEALER NAME 





ADDRESS 





CITY ZONE STATE 


(This will be used as your shipping label. Please print carefully.) 








Contents: Merchandise—4th Class Matter 
HA-52] This parcel may be opened for postal inspection if necessary. 


Want more facts? Circle 133, p. 71 
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Back by Demand! 





















WRITTEN GUARANTEE 
AGAINST BREAKAGE 
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BOONTONWARE’S 


BIGGEST MONEY-MAKING 


PROMOTION! 


Bigger and Better Than Ever 


55-Pc. Service S Os Stock 
for 8 only 2 $60.47 


Back for a Third Sell-Out The same promotion that 
sold Boontonware Belle sets by the tens of thousands 
in ’57 and ’58! But bigger! Better! Now a 55-pce. 
service-for-eight selling for the same price as last 
year’s 47-pc. set! Your customers actually save half! 
It’s sure-to-sell-out, June through September. 
Free Sales Tools Ad allowance! Mats! Streamers! 
Cards! Racks! Boontonware goes all-out to supply 
you with everything it takes to make this the great- 
est promotion ever! 

YOU CAN ONLY ORDER ONCE! MAKE IT COUNT! Twice 
before orders have been returned unfilled, the demand 
was that great. Don’t be left out this year. Call your 
Boontonware supplier now! 


BOONTON MOLDING CO., Boonton, N. J. 


Want more facts? Circle 134 p. 71 















vq MORE SWINGLINE 
41.95 STAPLE GUNS SOLD 
THAN ALL OTHERS COMBINED! 








WITH 
BUILT-IN STAPLE 
EXTRACTOR AND EXCLUSIVE 

PUSH-BUTTON LOADING PLUS HANDLE LOCK! 

















Here’s the staple gun all your customers want PRE-SOLD TO 

N - ... sales prove that!...and at a sensationally low MILLIONS! Tie-in with 
CWS AUTOMATIC Qn! “yy , SWINGLINE’S Sprin 
$4.95! The rugged, heavy-duty steel SWINGLINE ; pring 

STAPLE DISPENSER 101 Stavle G deli wre Hardware Week Promo- 
aple Gun delivers as much driving power tion... andTie-up sales! 

Standthisnewdis- as machines twice its size and weight! Takes You Stainton neon 

° r - rs, 

eae a two staple sizes: 4/16” and 5/1s”...performs actually niente gr pion 
register...or hang it hundreds of tacking jobs including insulating, local publicity and na 
on 2 wall. Remem. carpentry and upholstering! Gun positively Pemed  ty be 
pet thang tt will not jam! Don’t delay. SWINGLINE offers Popular Mechanics 
with SWINGLINE’s you immediate delivery — acne rage op donrg 
101 enables you to for immediate profits! Farm Journal & others 








automaticall as 
~ Sees on all quantities, 


Q build a fabulous 
repeat business 3 colors! “ . 
a  instaples! 
ee | For complete information, contact i NC > 


WORLD'S LARGEST MANUFACTURER OF Long Island City 1, N. Y. 
STAPLERS FOR HOME AND OFFICE! in Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Canada 
Want more facts? Circle 135 p. 71 
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Clean, Smooth Threads 





Full Range of Styles and Sizes 
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° 
Easy-to-Grip Heads 
BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 


Export distrtbutor: 
Bethlehem Steel Export Corporation 





Easy-to-Identify Packages 





BETHLEHEM STEEL 


Want more facts? Circle 136 p. 71 
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This New Corbin Bag-Pac offers 





you ( 6 red 


(1) See all packaging 

(2) Better product display 
(3) Easier handling 

(4) Lost parts elimination 
(5) Cleaner merchandise 


(6) Improved customer 
Satisfaction 


.and the tag provides 
the sales features 


The bag-pac method of supplying Corbin cabinet 
locks, drawer locks, padlocks is definitely superior 
to the previous loose method of packaging. Seeing 
everything in the package ... the lock, the keys and 
the screws where used .. . reassures your customer 
and saves your clerk’s time. The tightly-sealed pac 
prevents parts from getting lost. 














Hitt 





ot advantages 


| FEEL SECURE! 


Lock: &3 


WitkH — 


FOR df 1 a @) eel ee AO eae ely 








Here is one more feature of the Corbin Cabinet 
Lock line to make it the line to push. The line has 
the reputation for quality, durability, good styling, 
good value and productive merchandising... now 
modern packaging is added. 

Check your stock today.. 
Cabinet Lock representative. 


. order from your Corbin 


CORBIN CABINET LOCK DIVISION 


The American Hardware Corporation, New Britain, Conn. 


Want more facts? Circle 137 p. 71 
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©1959, Ekco Products Co., Chicago 


Want more facts? Circle 138 p. 71 
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in housewares! 
Make Your Housewares Department 
As Complete And Profitable As Possible... 


FEATURE EKCO 


ST e in National Advertising 
e in quality 


e in name recognition by consumers 
e as a complete full line source 


e with profit making 
promotions 


e with new products 
and ideas 


SEE YOUR DISTRIBUTOR 


Want more facts? Circle 138 p. 71 
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Remember when YOU were a child? 


Maybe it seems a long time ago, that wonderful age when the world of toys was 

such an important part of growing up. It was a magical world of wishes and dreams 

and the culmination was always Christmas morning. 

Today, parents realize that toys are more than playthings. They know 

that good toys provide not only fun and interest but 

also awaken and stimulate young minds. 

Toy Catalog to: To that end, we at the A. C. Gilbert Company this year celebrate 

Send for Free . Gilbert CO-, a half-century of science toy leadership with the finest line 


Dept. H, ‘eonnecticul in our history—new, different, unusual and exciting sets. 
New Haven “— 


The Greatest Name in Career-Building Science Toys 


THE A. C. GILBERT COMPANY 
NEW HAVEN 6, CONNECTICUT 


Want more facts? Circle 139 p. 71 
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HARDWARE AGE 


MAY 21, 1959 


MERCHANDISING 
GUIDE 


HOW TO SELL TOYS FOR PROFIT 


About 30 per cent of the popula- 


tion wants toys and the number 


is growing. Hardware dealers 





build new traffic, encourage re- 
peat traffic, with a section filled 
with staple toys. Toys build your 
family-store appeal and carry 


high margins. 


Contents 

Why stock toys 
Your toy market 
Staples make sales 
Modern toys sell 
Best toy salesman 


Toys by age groups 





Why TOYS belong in your store 


Toys belong in your store because of their all-year profit potential 


and family appeal. But toys can be a tricky business. 


9 
Here S why e e by James M. Dixon, associate editor 


“Sure, toys can be a tricky business,” the dealer 
said, “but they’re worth the trouble, believe me. They 
bring in several hundred dollars in extra sales each 
month. 

“Toys create new traffic, and give my store a fam- 
ily trade appeal that adds up to big year-round 
volume in toys and non-toy items. And this makes 
toys a better profit and traffic line when the October- 
December rush begins,” the dealer added. 

The opinion of this dealer, who promotes toys all 
year, sums up the reasons why toys should be more 
important in your merchandising plans: 

(1) Family store appeal that profits from togeth- 
erness in family shopping habits. 

(2) Non-toy impulse sales to customers who are 
shopping for toys. 

(3) Impulse toy sales to customers who are shop- 
pers for other hardware lines. 

(4) A backlog of regular toy trade is built long 
before the Christmas rush begins. 

The dealer said that toys can be a “tricky” business. 

What did he mean? 

He meant that there is a growing importance at- 
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tached to TV-inspired fads, plus a steadily changing 
toy demand that’s stimulated by scientific developments 
and by fads such as the western characters. Some 
dealers invest too heavily in this sort of merchandise. 

“Slow turnover, caused by overbuying of lines, will 
make any type of merchandise ‘tricky’ or hazardous 
to stock and promote,” the dealer added. 

This Toy Merchandisng Guide spells out important 
basic ideas in toy management to help you aim for 
better turnover with a 12-month department. This 
Guide outlines the market to help you realize how much 
the toy potential has grown in recent years. 

You will find plenty of stock control, promotional, 
and selling ideas in this Guide. You'll find out why 
toys are vital to your daily operation as a family store. 

The toy business is booming. Sales will reach $1.5 
billion (retail) this year, for the 50% million youths 
under 15 years of age. That’s roughly $30 apiece for 
more than 50 million customers. 

The toy market is a constantly changing market. For 
you to succeed in it, you have to plan to devote extra 
attention to buying, merchandising, and stock control. 

There’s a big profit potential in new lines, above the 
































steady traffic and profit from such staples as dolls and 
wheel goods. But you have to be cautious. You will 
need enough new lines to satisfy this season’s demand 
for, say, a TV inspired gun set or costume, but not too 
much stock to be stuck after the fad has passed. 

Last year’s hoop craze is a good example. 

Dealers who bought enough, and early, sold hoops 
profitably by the hundreds and thousands, for months. 
Then dealers who held over too much stock saw prices 
dip and fade in a wildly competitive market. 

Toy profits are encouraging. An average margin of 
profit in a store where markdowns are held to a mini- 
mum (2 per cent) usually runs close to 45 per cent, 
with two to four turns a year. 

Hardware dealers account for some $100,000,000 a 
year in retail toy sales. The broad average breaks down 
to about $2500 for every store. For every store that 
doesn’t bother with toys, there is a dealer who counts 
his toy volume in the $10,000 a year range. 

These are the dealers who have learned the value 
of displaying and promoting toys as a limited Jan- 
uary-September department. This keeps the trade go- 
ing to the hardware store for its toy needs. Then, when 











ie ct 























the Christmas season begins, these dealers have a big 
backlog of toy customers. 

These are the dealers who think it is foolish to close 
down the toy section when Christmas is over. They 
feel the toy section should be cut back, not cut out. 

In every family there is a continuous need for toys. 
There are convalescent children, toys for birthdays, 
gifts, graduations, new arrivals, travel, rewards, and 
impulsive buying. This is where 12-month toy mer- 
chandising pays off. 

Then, there is the important year-long factor of 
children who buy for themselves, out of allowances and 
earned money. This is generally not a Christmas sea- 
son trade. 
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$1,500,000,000 TO BE SPENT ON TOYS 


The tabulous TOY market... 


What it means to you 


Toys are a mushrooming business. Do you realize how big this market 


is? Here are the facts that show you how important toys can be. 


Toys are big business. They have wide appeal to 
all income groups. Toys are a good market for 
dealers to cultivate. 

Here are some figures that show how big the over- 
all toy market is, and how it breaks down in your 
area: 

@ More than 50» million children under 15 years 
old, the prime toy-age group. 

@ A $1.5 billion toy sales volume predicted for this 
vear. 

@ A birth rate running around 4 million a year, all 
potential toy users. : 

In terms of your store, here’s what those figures 
mean: 

(1) About 1300 toy-age children in your trading 
area. 


(2) An average of $30 spent on each child this 
year. 


(3) A neighborhood sales potential of $39,000 this 
year. 


(4) About 100 new births in your neighborhood 
this year. 


This is your market. It’s big, growing, and chang- 
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ing. And it’s a lot different from what it was in your 
childhood. 

Today’s child gets more toys, year-round and at 
Christmas, than you did. Today’s average child is 
surrounded with a toy collection that would have 
satisfied several children a generation ago. 

Where are the toys purchased? 

The traditional outlets—hardware stores, depart- 
ment stores, toy shops—still account for the bulk 
of toy sales. Supermarkets, variety stores, auto and 
drug stores are finding toys increasingly more 
profitable. 

There are more children, and more toys per child 
now, but far more places where toys can be bought. 

On one hand, today’s toy market is growing fast. 
On the other hand, competition is blooming at every 
turn. 

If hardware dealers want to keep a fair share of 
this growth market they must: 

@ Stock toys all year, in proportion to other lines. 
@ Keep weeding out old models to make room for 
new lines. 


@ Promote toys in proportion to other lines. 


@ Give toys an equal break in store and window 
displays. 











TOYS AT A GLANCE 


502 MILLION 
CHILDREN UNDER 15 YEARS 


Why are these four rules so important? 

The answer is: Competition. 

The supermarkets, bargain houses and gasoline 
stations that are biting into the toy market have 
faany weaknesses that you can twist into assets. 

These outlets usually don’t try to keep full assort- 
ments or displays. As a rule, they feature only 
priced leader items and lines. These price competi- 
tors don’t promote toys. They depend on heavy 
traffic for sales. 

They don’t spend much time on maintaining good 
displays. 

They count on saturation traffic and dubious bar- 
gains to move merchandise. A visit to a nearby bar- 
gain house will show you how price promoters make 
money in toys. This is where you come into the 
picture. 

If you get a reputation for having full line assort- 
ments and up to date items, you’ll regain customers 
who have become disgusted with poor service, short 
selections, and off-brand bargains. 

There are two ways of getting a quality reputa- 
tion in toys. 

One way is by doing the merchandising job right. 
The other way is through promotion, and telling the 
trade that you deal in quality, service, and broad 
selections. 

Bargain items run a poor third. 

Almost half of the year’s total sales of toys are 
made at Christmas. The rest of the toys, about 
$700,000,000, are sold in the January-October period. 

Think of the 12-month sales opportunities that 
toys offer: 

@ Birthdays, every day of the year. 

@ Gifts, for newborn children, convalescents. 

@ Presents, for parties, going away gifts, thank-you 
gifts. 

@ Rewards, for good deeds, good report cards, etc. 
@ Graduations, kindergartens, lower grades. 

@ Promotions, sparked by television and movies. 


@® Gifts, bought by traveling men, tourists. 


4,000,000 NEW BIRTHS 


When you maintain permanent toy displays you 
have a permanent source of traffic through children. 
The kids in your neighborhood know which stores 
stock toys in reasonable assortments. They will beg 
and plead with parents to shop in these stores, and 
they will spend lots of their own cash there. 

When you maintain a permanent toy section you 
can tell the trade that you have a full-line family 
store. You can advertise a one-stop shopping center 
for all the family. A little family-store publicity 
and a small display area will build you a backlog of 
bonus traffic. 

Thousands of dealers report steady profits and 
extra traffic from toys with a single gondola, or 
6 ft wall section, as display area 10 months a year. 

These dealers find that 10 basic toy lines account 
for about 75 percent of all toy sales. These 10 lines, 
listed in this Guide, can be represented year-round 
on one display unit. 

Many dealers go all out for toy sales all year. They 
find that several gondolas, or a longer wall section, 
can boost toy volume up to the $10,000 a year range. 

The more space you can give to toys without 
weakening other staple lines, the more new traffic 
and profit you will build. 

The average unit toy sale is $4-5. 

The average margin of profit is more than 40 
percent. 

A $2000 yearly sales volume in toys means more 
than $800 in profit and hundreds of new customers 
in any store. 

Hardware dealers sell about $100,000,000 worth 
of toys each year. This averages about $2500 per 
hardware store. When you eliminate the stores 
which do not stock toys or make only a feeble once- 
a-year effort to sell toys, the average for remaining 
stores shoots up. 

The year-round toy market is growing at a fabu- 
lous pace. 

The toy market is changing, rapidly. 

If you will grow and change with it, you will find 
that toys are as staple as housewares in your store. 
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What lines sell best? 


A few key lines are the backbone for your toy section, 


accounting for most of your toy profit. 


Center your attention on these lines 


Just 10 basic toy lines account for about 75 per cent 
of your yearly toy sales. This is usually true, regard- 
less of how broad or thin you make your toy selections. 

These 10 lines should be the ones that get most of 
your attention in buying, promotion, and general mer- 
chandising. These 10 lines are reliable traffic and profit 
makers all year, and especially during the Christmas 
season. 

The basic lines, listed on the paye opposite, should be 
the first lines you consider for an ad or broadside. 
They should be the lines on stock control, and never 
be allowed to run out of stock. They should be the 
bedrock staples on which you gradually build better 
toy sales volume. 

If you merchandise toys year-round or only season- 
ally, there are two things you should do with the list 
on these pages: 


@ Check the list against presently owned stocks and 
buying plans for the Fall. Be sure that every line is 
getting full consideration, display space, and sales 
promotion. 


@ Post the list as a constant reminder of the value 
of staple lines, so that you never run out of them. 


Don’t ever let yourself be carried away in buying a 
new fad item, and running out of bicycles or dolls. Re- 
member always to reserve the biggest part of your 
budget and promotion for basic toy staples. 
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Toys are just like tools or housewares in merchan- 
dising. 

Less than half of the average store’s selection ac- 
counts for far more than half of sales. Yet, dealers 
often are dazzled by a special price or deal, and they 
sometimes overbuy specials to the point where they 
haven’t the buying dollars for basic staples. 

If you carry a $1000 toy inventory, basic staples 
ought to account for $750 if your stock is in line with 
consumer demand. 

When you shop your wholesaler’s toy show basic 
staples should occupy about 75 per cent of your time 
and buying dollars. Take the staple list along as a 
reminder. 











The right staple lines are money in the bank 


The information about basic toy staples listed here is 
given to you as a reminder of the everyday value they 
have in building traffic and profit. Concentrate your ef- 
forts in these lines for the best toy sales year ever. 


Basic staple line No. 1: Riding toys and 
accessories. 


Includes: Bicycles, wagons, spring-mounted and 
pedal toys, and fittings. 

Percent of yearly toy sales: 18°. 

Retail prices average: $15-16. 


Basic staple line No. 2: Dolls. 


Includes: Clothing, strollers, carriages, many small 
accessories. 

Percent of yearly toy sales: 17°,. 

Retail prices average: $4-5. 


Basic staple line No. 3: Sporting sets, items. 


Includes: All real and miniature sports equipment. 
Percent of yearly toy sales: 8°. 
Retail prices average: $5-6. 


Basic staple line No. 4: Garages, barns, 
vehicles. 


Includes: Non-riding autos, trucks, tractors, and 
accessories. 

Percent of yearly toy sales: 7%. 

Retail prices average: $2-3. 


Basic staple line No. 5: Modern toys, sets. 


Includes: Electronic, scientific, craft, art toys and 
sets. 

Percent of yearly toy sales: 6%. 

Retail prices average: $2-3. 


Basic staple line No. 6: Trains, accessories. 


Includes: All gages, accessories, related train items. 
Percent of yearly toy sales: 5%. 
Retail prices average: $8-9. 


Basic staple line No. 7: Housekeeping toys. 


Includes: Sets, kits, miniatures that duplicate 
modern housewares, appliances. 

Percent of yearly toy sales: 4°. 

Retail prices average: $2-3. 


Basic staple line No. 8: Guns, accessories. 


Includes: Pistols, rifles, sets, related items. 
Percent of yearly toys sales: 4°/,. 
Retail prices average: $2-3. 


Basic staple line No. 9: Construction toys, 
tools. 


Includes: Pounding, building sets and miniature 
tools. 

Percent of yearly toy sales: 3°. 

Retail prices average: $3-4. 


Basic staple line No. 10: Toy houses, 
furniture. 


Includes: Miniature homes and furniture, furnishings. 
Percent of yearly toy sales: 3°. 
Retail prices average: $4-5. 
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Don't try to outguess the kids 


Toys are for kids. Kids know what they want and they'll tip you off to 


streamlined versions of old favorites and new numbers that will make sales. 


Dolls that cry tears and sigh ... 

Rockets that blast off into the blue... 
Instruments that play music in perfect pitch ... 
Appliances that sew, tron, vacuum... 


These are average, popular toys for 1959. These 
are toys that make older folks wonder how they ever 
got along with simple rag dolls and pounding boards. 

This year’s crop of toys varies greatly from the 
1958 models. Next year may bring a new wonderland 
of electrically powered satellites and near-human 
dolis to your counters. 

It’s important that you be well informed on this 
subject. Having an up to date toy section is a sure 
way to keep adding new traffic. 

A brief look at some of the toy items in a Sears’ or 
Ward’s Winter catalog gives you a good idea of how 
modern ideas affect the toy market. For example, 
you'll see: 


@® Chain drive tractor and dump trailers. 

@ “Coke” dispensing machines. 

@ Electric Cartoon-O-Scopes. 

@® Three-octave pianos. 

@ Assorted electric games. 

@® Dolls that sit, kneel, pose, walk, cry, blow bubbles. 
@ Electric irons that heat, machines that sew. 

@® Guns that smoke, fire fake bullets. 

@ Trains that do anything a big train can do. 


Last year saw the introduction of a bumper crop 
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of rockets, satellites, and electronic and scientific 
toys. Electric, battery, and chemical power is com- 
monplace in toy items and sets. Many toy miniatures 
are exact, expensive replicas of missile-age wonders. 
Their future design changes will parallel growing 
scientific progress. 

The point is, the toy market has seen more change 
in the last couple of years that it had in decades 
before. Toys are changing just as rapidly as the 
world around them. Toys imitate the world of grown- 
ups for children. 

In this era of change, old toys remain popular 
through modern redesigning. Popular TV heroes are 
the basis for new dolls and, sometimes, for whole 
new lines of toys. 

But many lines that are popular and up to date 
today will be superseded by newer versions and 
wholly new concepts by year’s end, or before. The 
brisk rate of change in toy demand requires constant 
attention. 

Just what has this got to do with you? It’s profit- 
able to be well informed. 

Word of a new toy gets around the children’s 









































grapevine with the speed of sound. Children flock, 


parents in tow, to the store with a reputation for 


keeping new items on hand. 

More exactly, you cannot buy all of your toy needs 
this summer at your wholesaler’s toy show and count 
on their being all you will need to carry you through 
the season later. 

You can keep in touch with important changes and 
new items through your wholesaler, and through ser- 
vices such as the HARDWARE AGE Buying Check List. 
Watch advertising and department store promotions. 

Of course, last year’s best selling wagons, dolls, 
and handicraft sets may sell well again this year. 
Many basic toy lines are slow to change. 

But there will be thousands of new toys for you to 
select from at your wholesaler’s show. These new 
items represent a big opportunity for you to update 
displays and to iure new traffic. 

How can you buy enough of the right new lines 
without taking chances or weakening your basic 
staple selections? 


(1) Pay special attention to tried-and-true staples 

















that have been redesigned, even drastically. Don’t be 
afraid to buy them as you have in the past. 


(2) Set apart a certain part of your buying budget, 
say 10-20 percent, to invest in brand-new items that 
look saleable to you. Buy in variety rather than in 
quantity. You can order best items in depth later. 


(3) Ask your trade what new items they would 
like to see on your toy displays. 


(4) Take time off to shop larger competitors and 
department stores. See what items they invest in. 
Look over mail order catalogs. 


(5) Whenever you have the slightest doubt about 
a new toy, take your wholesaler’s advice. His buyers 
are well versed in toy merchandising. You can bank 
on their ability and experience. They will tell you 
what other dealers think of the new products. 

The average dealer who places Fall toy orders in 
the next few months will have a backlog that looks 
something like this: 


(1) Regular and redesigned key staple lines (see 
page 58), 65-75 percent of total budget. 


(2) Regular and redesigned secondary staple lines, 
15-25 percent of total budget. 


(3) Brand new items, 10-20 percent of total budget. 

Aggressive dealers don’t stop with orders placed 
at a Summer show. They are alert to new items that 
appear in local and national advertising. They’ll be 
willing to test order any new toy that looks good to 
them. 

The next time a supplier salesman says, “I'd like to 
show you a hot new toy item ” answer him with: 
“Be glad to take a look at it. New toys increase my 
traffic.”’ 
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Layaway... 


your potent extra 


Use layaway for a triple payoff. Get 
more sales, have a substitute 
for credit, and build reserves to pay 


off toy futures this Fall. 


Layaways “re bound to improve your toy business 
noticeably, especially from Labor Day through the 
holidays. 

Most dealers are familiar with the layaway story. 
Those dealers who make steady use of layaway in 
displays and promotions as a prime mover for tovs 
wonder how they ever got along without it. 

Layaway ts a triple-threat selling weapon. Dealers 
who don’t use layaways are missing: 


(1) Bigger toy sales. Layaways sell more toys al! 
year and particularly in the holiday season, a fact 
proven by thousands of dealers. 


(2) More budget-minded customers. Layaway is a 
good substitute for credit in non-credit stores. 


(3) Bigger cash reserves. Early layaway promo- 
tion builds up a backlog of cash to meet dating terms 
on future orders. 

There are other advantages to layaways: More big 
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salesman 





ticket sales and tie-ins; small! initial inventory; early 
season guides to best sellers in time for reorders: 
repeat traffic each time payments are made. 

Most dealers will be attending their wholesaler’s 
Summer toy shows soon. Toy purchases for Fall de- 
livery will be made. Layaways ought to be among 
your first considerations when you’re planning your 
store’s pre-season toy promotion. 

If you place late-Summer and early-Fall delivery 
futures for toys, you will probably be given generous 
dating terms as encouragement to buy. This dating 
usually means you won’t have to pay toy invoices 
until around Christmas, and yet receive cash dis- 
counts. 

Buying your toy assortments from full selections 
means you'll be sure of having the right toys on your 
shelves when the demand for them is at its greatest. 

Dealers who wait until November to buy have to 
take pot luck on selection. Here’s where layaway 
comes into the picture. 

Although there are many benefits to buying early, 
toy future orders mean obligations. You will have in- 
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voices to meet before you have sold the bulk of your 
stock, under normal conditions. 

How can you build up a cash reserve to help offset 
those bills? 

It isn’t difficult: Get into the layaway business early, 
right after Labor Day. 

Layaways bring in a surprisingly large number of 
early sales if promoted in displays and ads. You get 
an early inflow of cash for merchandise that is still 
on your shelves. 

When you visit your wholesaler’s toy show, be pre- 
pared to get started early in layaways. How? 

Take along a special order pad or memo book marked 
“layaway items.” Items to be considered for early 
layaways ought to be in the $10-and-up price range. 
Better dolls, trains, wheel goods, kits and sets, and 
mechanical toys fit this description best. 

When you see an item at the toy exhibit that has 
layaway potential, make a note of it in your special 
layaway book. After you have checked all of the dis- 
plays and placed orders for regular Fall deliveries, 
review the layaway book. 

Chances are you'll find you have listed dozens of 








As a service to readers HARDWARE AGE has designed special materials to 
start and maintain your toy layaway program. These materials have 
-~ helped hundreds of dealers boost seasonal sales. 


Everything you’ll need to make up to 100 toy layaway sales comes com- 
plete in the HARDWARE AGE Layaway Kit. 


al This kit is available for fast delivery. It has 111 pieces, including: 
= @ 100 three-part layaway tags, serially numbered in red ink for easy 
—- identification. 

@ 6 round red and white spinners, punched to hang on thin string. A 
slight breeze in your store will swirl them about. Spinners are printed on 
both sides, may be hung for window or store trim. 

@ 5 red and white layaway posters (8% x 11 in., red and black) for 
store or window mounting. These posters build customer interest by ex- 
plaining the basic idea behind toy layaways. 

The HARDWARE AGE Layaway Kit costs you $2.40, postpaid. 

Of course, all of the items in the kit are available separately. Layaway 
tags (form No. 7) are $1.65 per 100. Layaway posters (form No. 8) are 
5 for 50¢, and layaway spinners cost 50¢ for 6. All prices postpaid. 

To order layaway materials, send check or money order to: HA Reader 


Service Dept., HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Pa. 
Please specify form numbers. 


items that have strong layaway appeal. Make certain 
you haven’t duplicated items, and be sure you have 
enough display and stock room for as many items as 
you have listed. 

Place a sample order for layaways, just one or a few 
of each layaway toy, for earlier delivery than normal 

. Say Sept. 1. 

This layaway order will be the basis for your first 
toy display, right after summer ends, You will find 
that you are a month or more ahead of competition. 
And you’ll find a surprising volume of layaway sales 
before October rolls around. These are all sales that 
vou otherwise would not have gotten. 

You can use materials such as those in the HARD- 
WARE AGE Layaway Kit (see illustrations) to take care 
of displays and bookwork. 

You allocate a few bins in the stockroom for storage 
after you make the first sales. You take deposits of 
from $1 to 20 per cent of total cost as a binder for 
layaway sales. 

You urge multiple purchases on layaway. A doll, a 
couple of handicraft sets, and a bicycle can easily build 
your layaway sales up to $50. 

You keep notes on items that begin to show selling 
strength, and think about boosting your initial show 
order to have enough stock for the seasonal peak. 
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HARDWARE AGE 
qloy Merchandising Guide 


Ask the customer... 


Sell TOYS by age “How old is the child?” 


...and you'll sell more toys 


There are six age brackets where toy selections vary. When you know the right 
toy to suggest for children in these different brackets, your selling problem is ended. 


Customers will respect you for your product knowledge. Post this list on the wall in 
the toy section as a guide for your salesmen. 


Up to 2 years... 
Characteristics of toys: No corners or rough edges, too big to swallow, light and washable. 


Recommended toy types: Soft stuffed animals, dolls, balls, pull-push toys, blocks, bath toys, take- 
apart-put-together toys, pounding toys, rattle and chime toys, big picture books, sand toys. 


2 to 4 years... 


Characteristics of toys: Toys for activity, easily handled, varied in size and shape, easy to under- 
stand for this formative age. 


Recommended toy types: Push-pull and pedal toys, rocking and swinging toys, beach toys and 
balls, animals, building blocks, all kinds of small vehicles, pounding and assembly toys, dolls and 
furnishings, simple musical instruments, painting and drawing sets, simple story and picture books. 


4 to 6 years... 


Characteristics of toys: Group play becomes more important, more attention to details, children 
imitate adults. 


Recommended toy types: Wheel goods and sleds, simple gym equipment, construction toys, dolls 
and furnishings, doctor and nurse outfits, costumes, guns, musical instruments, simple counting 


games, painting and drawing sets, precision farm and city vehicles, planes, books, adding machines 
and registers. 


6 to 8 years... 
Characteristics of toys: A wider range of interest and skill, more group play. 


Recommended toy types: Wheel goods and sports items, construction sets, handicraft and puzzles, 
train sets, miniature equipment that runs on batteries or electricity, dolls and furnishings, painting 
(drawing) and modeling sets, number and skill games, advanced musical toys, books. 


8 to 10 years... 
Characteristics of toys: Collecting and hobby ave, with emphasis on scientific toys. 


Recommended toy types: Hobby and collecting kits, scientific and electronic sets, advanced handi- 
craft, dress-up clothes, better dolls, playhouses and camping, advanced games using numbers and his- 
tory, more difficult puzzles, wheel goods and sporting items, books. 


10 years and over... 


Characteristics of toys: Competitive play and well developed skills. 


Recommended toy types: Hobby and collecting kits, advanced handicraft, electronic kits, camera 
and carpentry kits, sporting lines, do-it-yourself kits for furniture building etc., advanced games 
and puzzles, communication sets, books, bicycles, painting and modeling sets. 
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Mass merchandising 


_ boosts garden line sales 


Do you want to extend your lawn and garden 
selling season? Do you want more of the 
potential market around your store? Then 


check this dealer’s merchandising ideas 





Mass merchandising inside the store. 
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Mass merchandising outside the store. 


MARUWARE AUC, May <i, '727 * OS 


You don’t make sales in your 
stockroom. You make them on the 
sales floor. 

This is the philosophy behind the 
success of chain stores with mass 
merchandising of lawn and garden 
lines. Object: clear out stockrooms ; 
put merchandise on display where 
it will be seen and bought in greater 
quantity. 

Many dealers feel that mass mer- 
chandising is most successful when 
used to move lawn and garden lines. 
It’s dificult to mass merchandise 
gifts or canister sets, for example. 
But outdoor items lend themselves 
to bulk displays. 

When you get garden supplies 
exposed to the maximum, and then 
couple this with services and pro- 
motion, traffic grows. A new flow 
of profit begins. 


Looks to a 14% sales gain 


This has been the successful ex- 
perience of Gene Siscos, owner of 
Eden Best Hardware, on Chicago’s 
northwest side. His sales have been 
increasing for six years, and he 
looks forward to a 14 percent sales 
gain for 1959. 

Eden Best’s neighborhood is one 
of substantial middle class homes, 
spaced singly on lots averaging 
about 100 x 125 ft. This kind of 
neighborhood is tops for lawn and 
garden potential, for the 
homesites are big enough for power 
equipment and plenty of repeat 
sales of tools, seeds, and chemicals. 

Mr. Siscos stretches the lawn and 
garden season far past the March- 
July peak that satisfies many deal- 
ers. Related lines, such as patio and 
barbecue items, serving accessories, 
lighting devices, etc., are a basic 
part of lawn and garden displays. 
Each tends to lengthen the selling 
season a little. 

Eden Best starts displays and 
promotions in February, and the 
season is stretched through late 
fall. 

Owner Siscos begins his promo- 


sales 


tion before spring by turning over 
the entire front half of his store to 
outdoor lines. Shelves, islands, and 
gondolas are packed full of stock 
early, and kept that way through- 
out the season. 

Mr. Siscos believes in building 
goodwill with customers by empha- 
sizing services and product knowl- 
edge. He will lend instead of rent, 
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Use mass merchandising 
to boost garden sales 


(Continued ) 


heavy-duty items such as lawn roll- 
ers to customers. These customers 
are so pleased that a dealer will 
give them something for nothing, 
they develop a loyalty that is hard 
to duplicate. 

Eden Best is well known for the 
product knowledge it dispenses to 
every customer with a lawn or gar- 
den problem. Price is never an ob- 
ject when a customer wishes to 
spend a lot of time talking about 
his lawn difficulties. 

Mr. Siscos feels that a 20-minute 
chat that helps a customer improve 
his roses or tomatoes can’t be mea- 
sured by the pennies the first small 
sale may produce. He feels that the 
payoff comes in big repeat sales 
that almost always follow, once 
goodwill is established. 

Here’s the scope of Eden Best’s 
market: some 2000 homeowners 
who spend an average of $25 a year 
each for lawn and garden needs. 
This represents some $50,000 yearly 
to the store, or about one-third of 
store volume. 


$25 sales per homeowner 


How about your market? Would 
you say that $25 per year per home- 
owner is a reasonable sales figure 
for lawn and garden needs? 

Why not drive around your trad- 
ing area and make an estimate of 
your sales potential on this basis? 
Multiply the number of homes you 
could serve by $25, or any other 
amount you think is realistic. 

You’ll soon discover your sales 
of outdoor lines are far from their 
potential. 

If you write this off to the fact 
that you compete with Sears or 
Ward’s, or a big department store, 
remember that Eden Best Hard- 
ware has the problem too. It com- 
petes directly with a nearby Sears 
outlet, and a branch of Marshall 
Field & Co., the biggest Chicago 
department store. And Eden Best 
Hardware has been boosting sales 
every year. 
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Eden Best has a definite adver- 
tising schedule that attracts old 
and new customers. The neighbor- 
hood newspaper is one medium, and 
a community newspaper published 
by a church is another. Both papers 
are avidly read because of the per- 
sonal angle local newspapers ex- 
ploit. 

Mr. Siscos believes any dealer 
can boost lawn and garden sales 
quickly, if he will: 

@ Concentrate on repeat traffic 
through friendliness, services, 
product knowledge. 


@ Promote the store, services, and 
merchandise on a regular basis with 
local ads. 

@ Mass merchandise the depart- 
ment, so that customers will buy 
more tie-in items. @ End 
E'ditor’s note: The mass merchan- 
dising theme was thoroughly ex- 
plored in the Feb. 12 Lawn and 
Garden Merchandising Guide issue 
of HARDWARE AGE. A 32-page re- 
print is available, Send 25¢ to: 
Reader Service Dept., HARDWARE 
AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa., for your copy. 





How to sell more hand tools 


Hand tool sales went up when a special display was put in the 
front window of Village Hardware Co. store in Aurora, Colo. 

The display was made with several lengths, about 5 ft of pipe 
plus about 20 ft of copper wire. The pipes were strung horizontal- 
ly in the window, held from the ceiling by chains, with the copper 
wire holding the lower pipe lengths. 

Some 20 hand tools were suspended from the horizontal pipes 


or held on by their own jaws. 


The display was put in by Milton Tappan, store owner, to attract 


the attention of pedestrians, 
store’s line. 


and to remind customers of the 


Mr. Tappan was pleasantly surprised by the sales increase in 
hand tools. For instance, hammer sales were at a peak in Novem- 
ber which he attributes to impulse sales. 





Window display that boosted sales of hand tools. 




















Buying Check List 


of new hardware items 


Keep up to date. Check the new items and 


selling aids in following pages and keep 


posted on new ideas for making money. 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 71, and mail. 
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[) Scraper-shaper putty tool ................. 68 
[] Submersible cellar drainer ................. 68 
[] Sprinkler for 70 ft lawn area............... 68 
[] Silverware, cutlery holder ................. 68 
[] Metal sash glazing product................. 68 
[] Waterproofing, repair putty ............... 68 
[] Frozen food container deal ................. 69 
(] Offset wrench for hex nuts.................. 69 
[] Gas-powered .22 cal. pistol................. 69 
[] Assorted tape rules in rack................. 69 
[) Drive-nail furniture rests ................... 69 
[] Cushion tool grips display.................. 69 
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[] Spray attachment for mower ............... 78 
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BUYING CHECK LIST 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


Item 1 
Scraper-shaper putty tool 


This two-way window tool fea- 
tures a scraper blade at one end 


impeller and strainer are 
made of corrosion-resistant Byrite. 
Goulds Pumps, Inc., Dept. HA, 55 
Brook Rd., Falls, 


open 


slack Seneca 


fe £ 


Item 3 


Sprinkler for 70 ft lawn area 
Sherman’s 1959 Jet Stream 
sprinkler sprays an area up to 70 
ft in diameter with a long, uni- 
form throw even at low pressure. 
Slow rotation of its impulse-type 
head saturates plant, grass and 
shrub roots. Its rounded, die-cast 
base slides easily without tipping 





and a special shaper at the other 
end. A slot in the shaper end per- 
mits excess putty to slip away from 
the working surface. This carded 
tool has a stainless steel blade and 
a sturdy handle. Suggested retail 
is $1. Red Devil Tools, Dept. HA, 
Union, N. J. 


Item 2 


Submersible cellar drainer 





A submersible cellar drainer, 


ve . or damaging lawn. Retails at 
called the Figure 3880 Drainette, 


$5.95. H. B. Sherman Mfg. Co., 
Dept. HA, Battle Creek, Mich. 


Item 4 


Silverware, cutlery holder 

The Artistic No. 121 extra ca- 
pacity Dryer-Caddy holds kitchen 
tools and tableware. The polyethy- 





can be used with sumps having a 
diameter of 12 in. or more. Its top 
side suction strainer eliminates im- 
peller clogging. This 1% hp, 115 
volt, 60 cycle AC motor has a built- 
in switch and attached three-prong 
grounding plug. The drainer is cor- 
rosion-resistant. Casing and base 
are made of brass and the semi- 
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lene container has compartments 
for each type of tableware and cut- 
lery. It attaches to dish drainers 
or stand by itself. The open mesh 
dryer is packaged in a polyethylene 
bag. Comes in assorted yellow, red, 
white, pink and turquoise, 12 to a 
carton. Suggested retail is $1.29. 
Artistic Wire Products Co., Dept. 
HA, East Hampton, Conn. 


Item 5 


Metal sash glazing product 


DAP ‘1012’ glazing compound’s 
aluminum-gray color blends with 
the color of aluminum sash and 
doesn’t require painting. It can be 
used for inside or outside glazing 
work. The compound remains semi- 
elastic to resist damage by expan- 
sion, contraction, shock, moisture 
or temperature changes. It is easy 
to apply and_ sets firmly and 
smoothly. DAP ‘1012’ can be used 


GLAZING 


Compound 
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to glaze all types of metal sash. 
Dicks - Armstrong - Pontius, Inc., 
Dept. HA, Richmond, Calif. 


Item 6 


Waterproofing, repair putty 


Men who hunt and fish will find 
Duro’s Tan Plastic Rubber useful 
in waterproofing shoes and cloth- 
ing, sealing tent leaks, repairing 
rubber boots, and caulking boat 
seams. Canvas and fabric repairs 
can be made with this latex rubber 
in putty form. Comes in a 4 oz 
tube, bubble-packed on a card. The 








ITEM NUMBER ON FREE POSTCARD, P. 7! 





price is $1. Also available in pint, 
quart and gallon cans. Woodhill 
Chemical Co., Dept. HA, 1390 E. 
34th St., Cleveland, Ohio. 


Item 7 


Frozen food container deal 
Republic’s Freezette display rack 
is offered free with a $99.73 dealer 
order. A complete assortment of 
polyethylene containers, boxes, 
bags, paper and tape fits on this 
sturdy steel rack. It is 27 in. wide 


paeezer res 


& = 





x 23 in. deep x 64 in. high. The 
rack is worth $17.50. Republic 
Molding Corp., Dept. HA, 6465 N. 
Avondale Ave., Chicago 31, Ill. 


Item 8 


Offset wrench for hex nuts 

The Ridgid No. E-110 offset hex 
wrench is handy for hard-to-get-at 
sink and tub drain nuts. Its non- 
slip, multi-sided grip gives extra 
leverage on all hex nuts, square 
nuts, valve packing nuts, unions 


and gas cocks. This wrench elimi- 
nates rounded nut shoulders and 
bruised knuckles. Jaws have maxi- 
mum opening across flats of 2, in. 
The wrench has alloy malleable 





housing and comfort-grip I-beam 
handle with hang-up hole. Ridge 
Tool Co., Dept. HA, PO Bow 670, 
Elyria, Ohio. 


Item 9 
Gas-powered .22 cal pistol 


This gas-powered .22 cal single 
action Pellgun pistol can be fired 
as fast as the hammer is fanned or 
cocked. Crosman’s Single 6 “fron- 
tier’’ styled revolver holds six 
Super Pells in its positive-stop re- 
volving cylinder. One Crosman 
giant Powerlet furnishes the gas 
power. A precision button rifled 
barrel and long spur hammer with 
positive safe position are other fea- 
tures. Comes in blue-black finish 





and dark staghorn plastic grip, 
priced at $15.95. Crosman Arms 
Co., Dept. HA, Fairport, N. Y. 


Item 10 


Assorted tape rules in rack 
Twenty-two accu-rules in six 
sizes are held in Disston’s colorful 





display rack. The rack is included 
free with your order for the 22 
rules. Total retail price is $40.20 
and your net price is $26.80. In- 
cluded in the assortment are 6%, 
Slo, 10%, 10%4 and 12%4 ft rules. 
Disston Div., H. K. Porter Co., 
Dept. HA, Unruh and Milnor, Phil- 
adelphia, Pa. 


Item 11 


Drive-nail furniture rests 
Four No Mar drive-nail type 
rests for wooden furniture legs are 


Bassick ® 
NOMAR 
FURNITURE RESTS 
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LIFETIME PROTECTION FOR CanPrtTs & #065 


contained on these two-color self 
service cards. These cards, which 
contain installation steps, are suit- 
able for display on perforated pan- 
els or in glass bins. Bassick Co. 
Dept. HA, Bridgeport 5, Conn. 


Item 12 
Cushion tool grips display 

All Kraeuter chisels, drills and 
punches now feature red vinylite 
Cushion Grip at no extra cost. The 


Cushion Grip absorbs shock and 
makes the tools easier to hold. A 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 71 











self service display rack, with No. 
WRCG-34 assortment, can be used 
for counter or wall. The assortment 
contains a balanced stock of the 
company’s fastest-selling steel 
goods. Tools are identified by use 
and size for customer selection. 
Kraeuter & Co., Dept. HA, 583 
Fighteenth Ave., Newark 3, N. J. 


Item 13 


Heavy duty builders saws 
Stanley’s line of heavy-duty 
builders saws includes two 61% in. 
and one 7 in. ball-bearing models. 
These saws can carry through long 


ripping cuts and wet 
wood. 


resinous 
Blades are set forward of 
the motor. Rear position controls 
are right at the fingertips at the 
back of the saw. The three saws 
will be priced regularly at $49.95, 
$64.95 and $79.95. A special intro- 
ductory offer includes complete saw 
kits for all three models at $8, $12 
and $15 off for a limited time. 
Stanley Electric Tools Div., Stanley 
Works, Dept. HA, 111 Elm St., 
New Britain, Conn. 
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Item 14 


Multi-stage jet system line 

This line of high-pressure, multi- 
stage water systems offers five 
series available for shallow and 
deep wells. Jacuzzi’s jet systems 
are self-priming for lifts to 400 
ft. Engineering improvements pro- 
vide automatic performance. Little 


or no increase in cost over previous 
single stage models. Jacuzzi Bros., 
Inc., Dept. HA, 4100 Bayless Ave., 
St. Louis 23, Mo. 


Item 15 


Furniture webbing stand 


Ru-Son’s Handy T-Stand counter 
merchandiser is offered free with 
your first order of four rolls of the 
firm’s Firestone Velon lawn furni- 
ture webbing. The deal No. 41 
stand is 20% in. high and 14% in. 
wide and has a lithographed metal 


oe 


sign. Each roll contains one 50 yd 
piece, free of splices. Ru-Son 
Products Co., Dept. HA, 278 Johns- 
ton Ave., Jersey City, N. J. 


Item 16 


16 oz spray degreaser can 


Do-it-yourself fans and home- 
makers will be traffic for this 
| 


ready-mixed Degreas- Master de- 
greaser in a 16 oz spray can. The 
multi-purpose cleaner is self-emul- 
sifying, self-scouring and non- 
caustic, nontoxic and nonflammable. 
It cleans metal, wood, concrete or 
painted surfaces. Useful also in 
degreasing engines, mowers, mo- 
tors, barbecue grills, bicycles, cars, 
boats and floors. Rust Master 
Chemical Corp., Dept. HA, 56 
Creighton St., Cambridge 40, Mass. 


Item 17 
Adjustable night light card 


General Electric’s adjustable 
night light is available packed five 


on a 11 x 14 in. merchandiser card. 
The 4-color card displays three 
pink and two blue lights, is sturdi- 
ly easeled and has a hang-up hole. 
Lights sell for $1.29. A 9 x 12 in. 
merchandiser card with 20 G-E 
Safety Guide lights is also avail- 
able. These tiny neon 44 watt units 
sell for 29¢. Wiring Device Dept., 
General Electric Co., Dept. HA, 
Providence, R. I. 

(Continued on page 74) 
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FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


\A/I 


When you want more information on any of the items or ideas in the 

advertisements or in the Buying Check List, just circle the corresponding 

number on the Quick Check Postcard below and mail. We pay the 

postage as a service to readers. Your request will be promptly passed 
n to the manufacturers involved. 











CARD 


We 
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HARDWARE AGE 
Post Office Box 60 


Village Station 
NEW YORK 14, N. 


BUSINESS REPLY 


Firm 


Street 


City 
State 


My wholesaler 

















HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


> Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 


the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideos if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
tor you to keep posted by using this Free Quick Check 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 


on everything that will help you do a better selling job. 


Re sure to also check with your wholesaler about new items 


Se 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 


2 Oe ee 


| HARDWARE AGE 
| . 3 











United States 


7he 
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REPLY CARD 


s+ Office Box 60 


HARDWARE AGE 


Po 
NEW YORK 14, N. ¥ 


BUSINESS 

















The complete Challenger Line of store 
fixtures, available in 44 color combi- 
nations, contains scores of standard 
units not illustrated here and hundreds 


of accessories...to effectively display STORE FIXTU RES 


merchandise of any size or shape. 





Make every square foot of display => 
space produce maximum dollar sales. FO R HAR DWAR E STOR ES 


M & D is famed for modern store plan- 


ning and for the complete flexibility OOOO OHO OS $0? Oo 


haan M & D STORE FIXTURES, INC. 
M & D Store Fixtures are dis- 6 No. Michigan Avenue, Chicago 3, Illinois 


tributed nationally by selected 245 Vineland Avenue, City of Industry, California Dept. 9! 


hardware wholesalers. ! am interested in: 


[-] Complete Store [| Upgrading or [| Gondolas [) Wall 
Write for new brochure showing hard- installation _ Remodeling [ } Show Cases Units 
ware store fixtures and prices. 


M & D Store Fixtures gecnm 


STREET 











Sp Ae a Ae a De 


Manufacturing Plants in the East and West CITY STATE 


Offices in all principal cities $0 OH OHHH HHH HHH OHS 


Want more facts? Circle 140, p. 71 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 71 


(Continued from page 70) 
Item 18 
Vertical jet pump models 


Single and two-stage vertical jet 
pumps have been added to Tait’s 


line of low cost Rapidayton Jet- 
stars. The single-stage model is 
available in 14 and % hp for wells 
20 to 80 fet deep and delivers up to 
810 gph. The two-stage pump has 
l4,, 3, and 1 hp motors, reaches to 
150 ft and gives up to 965 gph. 
Two impellers give full capacity at 
40 lb pressure. All motors are 
heavy -duty capacitor type. Tait 
Mfg. Co., Dept. HA, Dayton, Ohio. 


Item 19 


Plastic model sailboat kit 


Children of all ages will want 
this plastic model sailboat kit which 
retails for 98¢. The Skip - Jack 


pe 


<> i 


Carrie Price contains 55 pieces. It 
is a replica of the skipjacks used to 
dredge oysters in Chesapeake Bay. 
This kit features a folded mainsail 
and foresail of plastic and two 
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small dinghys. When completed it 
is 12 in. long and 13 in. from 
stand to mainsail. Pyro Plastic 
Corp., Dept. HA, Pyro Park, 
Union, N. J. 


Item 20 


Kitchen ensemble gift box 

This star-studded gift box at- 
tracts shoppers to Lustro-Ware’s 
Elegante 8-pe kitchen ensemble. No 
additional wrapping is_ required. 
The box is a safe and sturdy ship- 
per. The KSA-1 ensemble contains 
a large hinged-top bread box, four 
square canisters, matching square 


cookie jar and chef size shakers. 
Retails at $10.95. Columbus Plastic 
Products, Inc., Dept. HA, 1625 W. 
Mound St., Columbus, Ohio. 


Item 21 
Children's portable table 


Four youngsters can sit at 
Kusan’s_ portable all-metal Tea 
Table. The top and seats are of 
furniture steel covered with chip- 


and-stain resistant baked enamel. 
The table is 22 in. high and the 
seats, which are attached to the 
base, are 1 ft high. Retails for 
about $12.95. Kusan, Inc., Dept. 
HA, 3206 Belmont Blvd., Nashville, 
Tenn. 


Item 22 


Melamine dinnerware set 


Another pattern, called Wheat, 
is added to the Watertown line of 


Lifetime Ware Melmac melamine 
dinnerware. This pattern features 
an off-center sheaf of wheat in gold 
and gray on a white background. 
The accessory pieces are white. The 
cup has been designed to accent 
this table setting. A 45-piece set, 
with 25 pieces decorated, retails 
for about $49.95. Watertown Mfg. 
Co., Dept. HA, Watertown, Conn. 


Item 23 


2 hp electric chain saw 


Milwaukee Electric Tool’s 2 hp, 
2000 ft per minute heavy duty elec- 
tric chain saw is portable and 


easily maneuverable. This Sweet 
Sixteen model has a saw-tooethed 
gripper cleat that digs deep into 
woood and acts as a stop and ful- 
crum. The 16 in. saw features a 





FITS sey 
SCR 
“J1TO % ows 


It’s crystal-clear why your customers can’t resist the appeal of this bright new 
“see-through” packaging! 
Sets are skin-packed directly on attractive, informative cards . . . easy to 


display on peg board rack, assuring fast turnover! And your profits stay high, 
because there’s 


NO INCREASE IN PRICE! 


For full-line catalog, and name of nearest jobber, write: 


INDUSTRIES, Inc. Upland 7, Penna. 


Want more facts? Circle 141, p. 71 


Terms: 2% 10 days, net 30, F.O.B. factory. 
Full freight allowance on 100 Ibs. on hex 
keys. All other wrenches 150 Ibs. or more. 
Other items F.O.B. factory. 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 71 


17% in. guide bar with a *% in. 
pitched chain. The chain can be 
oiled without removing hands from 
the saw. Operates on 115 volt AC- 
DC or with portable generating 
equipment. It is priced at $125 net. 
Milwaukee Electric Tool Corp., 
Dept. HA, West State St., Mil- 
waukee 8, Wis. 


Item 24 
Steel garden pick mattock 
This True Temper one-piece 


forged steel garden pick mattock 
has a heat-treated and tempered 





head with a bright red finish. Its 
36 in. hickory handle is fire-hard- 
ened. The mattock blade is 3 in. 
wide, 5 in. long and has an overall 
head length of 15 in. True Temper 
Corp., Dept. HA, 1623 Euclid Ave., 
Cleveland 15, Ohio. 


Item 25 
3 hp, 16-in rotary tiller 


Lawn-Boy’s 16-in., 3 hp rotary 
tiller features complete finger-tip 
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control. It is powered by a Briggs 
and Stratton four-cycle engine. The 
RT-1LB has enclosed chain-drive 
transmission and handle-mounted 
rotor clutch control. The gold and 
black rotary urit has 16 heat-re- 
sistant, non-winding tines driven 
by a V-belt. An oversized, low-tone 
muffler is also featured in the 125 
lb unit. This model retails for ap- 
proximately $155.95. Lawn-Boy 
Div., Outboard Marine Corp., Dept. 
HA, Lamar, Mo. 


Item 26 


Satin-black house numbers 


Orna-Metal house numbers are 
offered in a satin-black finish. Each 
3 in. high number comes individual- 
ly skin-packaged with two match- 
ing nails. The numbers are zinc- 
cast and hammer-finished. They 
retail at 25¢ each. An attractive 
display carton holds 120 numbers, 
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12 of each numeral. Your cost is 
$18. Southern Fabricators Corp., 
Dept. HA, 225 Aero Drive, Shreve- 
port, La. 


Item 27 


Professional paint brushes 


One hundred percent Taper 
Tynex nylon is featured in Linzer’s 
Golden Age line of professional 
paint brushes. Each nylon filament 
tapers in diameter to help form a 
pointed and flexible chisel tip for 
painting accuracy. The brush is 
banded by a gold-finished metal 
ferrule. Comes in metal bound wall, 








leather bound stucco and flatting 
models. David Linzer & Sons, Inc., 
Dept. HA, 10-20 Astor Place, New 
York, N. Y. 


Item 28 


Square automatic skillet 
GE’s new square automatic skil- 
let, Model C-111B, is completely 





immersible in water. The suggested 
retail price is $18.95. This unit has 
a cast aluminum body with handles 
and feet of heat resistant black 
plastic. The cover has an adjustable 
steam vent. A cooking temperature 
chart and hanging ring are on the 
skillet’s handle. The skillet can be 
carried easily when full. Tempera- 
ture control can be used on other 
GE appliances. General Electric 
Co., Dept. HA, 1285 Boston Ave., 
Bridgeport, Conn. 


Item 29 


Magnetic cabinet catches 


Cabinet doors can be kept closed 
tightly with this magnetic catch 
for wood or metal cabinet doors. 
A 12 lb pull is needed to open the 
doors. Comes in a neutral brown 
beige color to harmonize with 
modern trims. Catches are packed 
individually with wood and tapping 









































PLENTY OF TURNOVER 


with £6 sB0ARD panels and fixtures 


Traffic builder and profit builder, too—that’s 
Masonite’s self-service dispenser for famous Peg- 
Board” panels and fixtures. For fast turnover, 
healthy profit on these self-selling products, 
feature either the floor model (261%” x 24” x 76”) 


Once your customers start using Peg-Board, 
they come back for more (buy more of your 
other products, too). 

Each dispenser carries a line of various Peg- 
Board panels of Masonite® hardboard, assorted 


or counter model (26!%5” x 24” x 36”) dispenser — 
or both for a complete Peg-Board sales center. 


fixtures and utility starter sets. They bring you 
good profit! Just mail the handy coupon. 


-| 


Masonite Corporation 
Dept. HA-521, Box 777, Chicago 90, Il. 


MASONITE 6On, 


CORPORATION 


Ouresonite Corporation—manufacturer of quality panel products. 





Please rush facts on Peg-Board dispensers to: 
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Address. .. 


“es ee ee *# @@8 
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Want more facts? Circle 142, p. 71 
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SHYSTER 


weighted spinner 





OVER 3-MILLION SOLD 
they must be GOOD! 


Sizes for casting, trolling, spinning 
and fly rod use .. . In many color 
patterns and blade finishes. For any 
fish — anywhere! 


ASK YOUR JOBBER 


Write for... 
FULL COLOR CATALOG PAGES — "H" 


YleuL. Evans.Guc 


an oly: ee an @, 
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Want more facts? Circle 143, p. 71 
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Want more details? Just circle item number on p. 71 
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screws in a_ sealed polyethylene 
bag. Catches also work mounted on 
the inside of cupboard doors. C. 
Hager & Sons Hinge Mfg. Co., 
Dept. HA, 2447 De Kalb St., St. 
Louis, Mo. 


Item 30 


Zinc-plated expansion shield 


Silver King, a self-drilling ex- 
pansion shield, has been added to 











' 


the Arro line. Comes in sizes from 
3/16 in. to %g in. and in four dif- 
ferent types for various applica- 
tions. The shield is made of case- 
hardened steel and is zinc-plated. 
Arro Expansion Bolt Co., Dept. 
HA, Marion, Ohio. 


Item 31 


Spray attachment for mower 


This jet-operated lawn sprayer 
attaches to rotary mowers and ap- 
plies fertilizers, weed killers and 
insecticide to lawns as the mower 
cuts. The Dietz Spray-Mow is a 
flexible plastic bag that attaches 


to the mower handle. A vinyl tube 
runs from the 6 qt capacity bag to 
two jets that attach to the under 





side of the mower blade housing. 
It sells for $8.95. R. E. Dietz Co., 
Dept. HA, 225 Wilkinson St., Syr- 
acuse, N. Y. 


Item 32 


Child's kitchen gadget set 

Little girls will beg their parents 
for Mirro’s 14-pe kitchen gadget 
set with its assortment of alumi- 
num gadgets for make-believe cook- 
ery. The set is packed in a color- 





ful display box with plastic show 
window and retails for $2. Mirro 
Aluminum Co., Dept. HA, Mani- 
towoc, Wis. 


Item 33 


5 models in sump pump line 
Three upright sump pumps and 
two submersible models are added 
to Red Jacket’s line. The upright 
units have 14% hp electric motors 




















driving non-floating brass impellers 
to pump at 3100 gph at 5 ft head 
and 2700 gph at 10 ft head. The 
submersible models put the pump 
and motor down in the sump. All 
units include brass strainer screen 
and stainless fasteners. Red Jacket 
Mfg Co., Dept. HA, Davenport, 
Towa. 


Item 34 


Special on six tool sets 


Six Oxwall tool sets have been 
reduced from 10 to 33 _ percent. 





Shown is an 8 point, 26 in. cross- 
cut hand saw of tempered steel 
with wood handle regularly $1.69, 
now $1.19. Other featured items: 
29 pe twist drill set, 3 pc hammer 
set, 8 pc home and auto wrench set, 
11 pe drive chrome ratchet socket 
wrench set and a 6 pe magnetized 
screwdriver set. Oxwall Tool Co., 
Ltd., Dept. HA, 928 Broadway, 
New York 10, N. Y. 


Item 35 


Paint and varnish remover 

Here’s a new paint and varnish 
remover for vinyl, epoxy, urethane 
and regular marine finishes. Savo- 
gran Marine Remover is for pro- 











fessionals or small boat owners. 


Went more facts? Circle 144, p. 71 > 


colorfull pre-priced cards for self-service 
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WESSEL 


PIONEERS 


with long-wanted 


REPLACEMENT 


GYM SWING BEARINGS 


FOR THE 18 MILLION PLAY 
SWINGS THAT NEED THEM NOW 


At least 18 million of the 28 million play 
swings now in use need replacement r- 
ings—for SAFETY! e Since their intro- 
duction last year, the phenominal sales 
success of WESSEL ball bearing gym 
swing sets proves that families every- 
where want to replace dangerous, rusty 
hangers! 


All around you ... where ever swing-age 
children live . . . ready, PROFITABLE 
sales—extra profits—await you. Just 
show WESSEL gym swing ball bearings 
on your counter; display the sales-making 
window banner that comes in every Car- 
ton; you'll sell WESSEL Gym Swing 
Bearings fast. 































Wessel ball bearing gym swing sets are 


No. 808 attractively skin packed on handsome, 





tening cap. Both easily, quickly installed 
—both zinc plated to resist weather. 


Stock both styles NOW for spring and 
summer sales, Call your jobber, or write to 
WESSEL HARDWARE CORP. 
919-931 N. 5th St., Philadelphia 23, Pa. 


In Canada: Geo. S$. Hall Co. 25 Grenville. St., 
Toronto |. Export: Hall & Reis, Inc., 165 Broadway, 
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This non-flammable remover takes 
off tough marine finishes without 
scraping. Loosened paint can be 
washed away with water. Introduc- 
tory offer available. Savogran Co., 
Dept. HA, Box 58, Norwood, Mass. 


Item 36 


Socket wrench tool boxes 
Wright socket wrench sets are 

available in steel tool boxes with a 

modern two-tone gray metallic fin- 





boxes 


ish. These have oversize 
handles and extra heavy catches of 
advanced design. Two nameplates 
draw attention to the box. Wright 
Tool and Forge Co., Dept. HA, 
Barberton, Ohio. 


Item 37 


Plastic wire plant ties 

Three different consumer pack- 
ages of Plas-Ties, plastic-covered 
wire plant ties, are displayed on 
this Shopper Stopper merchandiser. 
The new wire rack displays $35 
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worth of Plas-Ties in less than 1 
sq ft of shelf or table space. Seven- 
inch envelopes, 50 ft spools in poly 
bags and 200 ft spools in display 
included. 


cartons are Individual 





packages are printed in four colors 
and refill units are available. Plas- 
Ties Co., Dept. HA, PO Box 27 
Santa Ana, Calif. 


, 


Item 38 


Low priced sewing machine 


Housewives, brides, and students 
will be traffic for electric sewing 
machines priced from $39.95 to 
several hundred dollars in cabinet 
models. This leader-priced portable 
has carrying case, electric foot 
pedal control, round bobbin, tension 
dial, backward-forward controls, 
stitch regulator, full-sized head. 
It carries the Good Housekeeping 





seal of approval and long-term 
guarantee. Brother Sewing Ma- 
chine Corp. of Pennsylvania, Dept. 
HA, 3701 No. Broad St., Philadel- 
phia, Pa. 


Item 39 


Concentrated colorants line 


This new line of concentrated 
colorants may be used to tint in- 
terior or exterior emulsion paints, 
oil base paints, alkyd flats, enamels 
and other special air-drying coat- 
ings. There are 15 Pittsburgh Uni- 
versal Tinting Colors which can 
produce most colors. Colors come 
in quart and half-pint friction top 
cans. Pittsburgh Plate Glass Co., 
Dept. HA, 632 Fort Duquesne 
jlud., Pittsburgh, Pa. 


ltem 40 


Carbide masonry drill set 

Star Peak carbide masonry drills 
penetrate masonry, brick or stone 
to make clean, accurate holes up to 
5 in. deep. These drills have self- 
cleaning spiral flutes. A set of four 
comes in a plastic case with a cover 
that folds back for display or work 





bench use. The set contains 1,4, 
5/16, 38 and '% in. size drills. The 
shanks fit standard 3/16 in. elec- 
tric or rotary hand drills. These 
drills come separately from 3/16 
in. to % in. Star Expansion In- 
dustries Corp., Dept. HA, Moun- 
tainville, N. Y. 


Item 41 


Barbecue grill brush set 

You can promote Father’s Day 
gift sales with Empire’s barbecue 
grill brush set. The set includes a 
grill cleaning brush, barbecue but- 
ler and basting brush. Each item 
has a rawhide hanging thong. The 
basting brush has nylon bristles, 
the butler has brass bristles and 
both have walnut-finished hard- 
wood handles. The grill brush has 
crimped brass wire bristles and a 
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AN IMPORTANT MESSAGE FOR YOU 
“MIRACLE PAINT” OR “MIRACLE ADVERTISING?” 


Dear Friends: 








The old maxim “ALL IS NOT GOLD THAT GLITTERS” comes to mind whenever 
we see the glittering ads for muracle”’ outside house paints. Such claims as “Easy to apply... 


faster application,” may impress the casual observer. 


But since you, with a reputation to uphold, cannot afford to be casual, you must look beyond the glitter. 


Before you sell the new “miracle” outside house paints, take a long, searching look at the labels. 


“Easy to apply”, say the claims for “miracle” paints. T hey are indeed —under ideal conditions. 
HOWEVER, most houses in need of repainting, have a heavily chalked wood surface, and 
on these the label recommends a prime coat first. WHY? Because “miracle paints’ won't 


wet a chalky surface thoroughly cnough to insure good adhesion. 


“Faster application” zs another claim of the “miracles”... BUT two finish coats are recommended 


for best results. With linseed ot] outside house paint one coat will do the job! 


The claims also boast “50% longer wear” for the “miracle” paint. The obvious, unanswerable 
question ts “longer than what?” This old advertising dodge of “tastes 50% better, “grows 84% 
faster,” 75, as usual, backed largely by fancy. 


In the Spencer Kellogg Research Laboratories our chemists are constantly testing all types 

of outside house paints for use on wood surfaces, including a number of those most recently placed 
on the market. Not « single one has been found to contain the combined values sxherent 

in a good linseed oil outside house paint: application without costly preparation... 
one-coat hiding power... excellent adhesion to wood ... excellent adhesion to weathered, 
chalky surfaces... elasticity ...and gloss retention. 

You know better than we that customer satisfaction built your reputation. Your good name ts the 
life of your business. And linsced oil has proven itself to be the life of outside house paint. 
Your reputation will stand the test of time when you stock and sell linseed oil outside house paint 


—a time-tested, time-proven product. 


Sincerely, 


Kl ankle bac 


LINSEED OIL— “The Life of Paint” 
Want more facts? Circle 145, p. 71 
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NEW. 
PRODUCT 


now on cards 








: for 
: 44 . your 


Pick -N- | 
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Shoppers 








New Bassick “Nomar” furniture rests 
give beautiful rugs, carpets, other mod- 
ern floor coverings excellent protection. 

Wide flat base spreads weight, bevel 
permits easy sliding even on deep pile 
rugs. Strong, smart, polished base won’t 
mark floors. Flexible joint accommo- 
dates slant or straight legs. 

Carded packaging for peg board or 
glass bin display makes this item a 
self-seller. Cards (above) include sales 
points, suggested applications and easy 
installation instructions. 

How about setting up a “Floor Pro- 
tection” display board in “House- 
wares”? These “Nomar” rests and 
other carded Bassick glides and casters 
will stop customers and make sales. 
Grouped together, they’ll be easier to 
see and offer a selection. Write for new 
bulletin NTN-59. THE BASSICK COM- 
PANY, Bridgeport 5, Conn. Jn Canada: 
Belleville, Ont. 


























9 .27 
I] Bassick |e 
“STEWART-WARNER CORPORATION 








Want more facts? Circle 146, p. 71 
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steel scraper set in a polystyrene 
block. Sells for $3.49. Available as 
separate items. Empire brushes 
Inc., Dept. HA, 200 William St., 
Port Chester, N. Y. 


Item 42 


Crystalline wall cleaner 
Dry Muric Acid Crystals offer a 
safe way to clean walls and mason- 





ry. These crystals are kept in dry 
form until ready for use. There are 
no irritating fumes from the crys- 
tals. They are mixed into warm 
water in the proper solution for 
each job. DeMert & Dougherty, 
Dept. HA, 5000 W. 41st St., Chi- 
cago, Ill. 


Item 43 


22 cal rimfire cartridge 


The 22 Winchester Magnum Rim- 
fire cartridge (shown at right) is 
an inexpensive intermediate range 
cartridge with higher muzzle ve- 
locity and energy and uses a spe- 





cial jacketed bullet. This 40-grain 
jacketed hollow point expanding 
bullet is for handguns and rifles. 
The diameter of this bullet is .2245 
and it is driven at a muzzle velocity 
of 2000 ft per second from a 24 in. 
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rifle barrel. A box of 50 cartridges 
sells for $2.60. Olin Mathieson 
Chemical Corp., Dept. HA, 460 
Park Ave., New York 22, N. Y. 


Item 44 


Compressed air sprayer line 


Universal’s new line of oval tank 
compressed air sprayers come in 
2 and 3% gal. The 3% gal model 
has a shoulder strap and the 2 
gal size is held by its handle. The 
oval-shaped Easy-Carry tank adds 
to handling ease. These models 
have 65-ft, non-corroding, light- 
weight hoses that recoil with 
spring-like action. Other features 
are an easy-grip pump handle and 





| 
| 


valve. 


discharge 
Universal Metal Products Co., Div., 
Air Control Products, Inc., Dept. 
HA, Saranac, Mich. 


a pistol-grip 
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Item 45 
Screw driver merchandiser 
Sixty-six Red Cap screw drivers 


are displayed on Vaco’s counter 


























and wall merchandiser. Included in | 
the unit are popular size regular | 
slotted and Phillips type blades re- | 
tailing at $33. The colorful unit | 
occupies an area 6 x 12 in. The RC | 
660 display unit is free. Vaco Prod- 

ucts Co., Dept. HA, 317 E. Ontario | 
St., Chicago 11, Ill. | 


Item 46 


Enamel line in aerosol cans 
Seventeen colors of Jet-Dri spray | 
enamel are availabie in 16 oz aero- | 


Take complete-line ATLAS 
GET QUICK RELIEF FROM 


TACK AND NAIL PROBLEMS! 


The full Atlas line is equivalent to roughly 12 scat- 
tered sources of supply. So with just one source, you 
eliminate 11 extra orders, 11 extra invoices, 11 extra 
shipments, 11 extra brands to inventory. And these 
economies can increase your profits as much as 59! 





sol containers. This enamel dries 
in less than 10 minutes. Jet-Dri Relieve headaches... save time, trouble, and money 
sprays, with conventional valves, ... with complete-line Atlas, mn of ~~ industry 
plastic applicator buttons and steel on pear gp gpa ne yee ry — 
overcaps, retail for $1.79 per can. Stock the line in self-sell displays ... all from one source. 
Consolidated Chemical & Paint | the Comeus cod Genes. 

Mfg. Co., Dept. HA, 456 Driggs | 


Ave., Brooklyn, N. Y. 








Stock Atlas — it makes good dollars — and sense! 


ye ry TACK 
ATLAS CORP. 


C1 Hk FAIRHAVEN, MASS. * HENDERSON, KY. 
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Item 47 
Gift set of 3 appliances | 


Hamilton Beach’s First Three 
gift set will help you sell the idea 
of more than one appliance for a 
single gift. An electric fry pan and 











Packaged for 


MORE SALES! 
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PLASTISKING 


Yusured | 


eterna > eee HOSE 














30,000,000 AUTOMATIC WASHING 
MACHINE OWNERS ARE YOUR PROSPECTS! 


Only PLASTI-KING rubber automatic 
washer hose has these exclusive selling 
features ! 


® $300,000 insurance against damage 
caused by failure-in-use ! 


® Clear plastic bag for clean stock, easy 
handling! 


® Free installation instructions on each 
package ! 


® Molded-in ground wire to eliminate 
electric shock danger !* 


® Engineered to fit all standard thread 
water faucets. 


© BIG MARK-UP GUARANTEES EXTRA 
PROFITS FOR YOU! 


Stock up now! Insist on the money-making 


PLASTI ™ KING 


AUTOMATIC WASHER HOSE! 
* 






Also available without 
molded-in ground wire 


Cleveland 


RUBBER & PLASTIC CO. 


104th St. 
















GARDEN HOSE 
‘'Y'’ MIXER HOSE 
AUTOMATIC 
WASHER HOSE & 
RELATED PRODUCTS 












4120 E. 
Cleveland 5, Ohio 
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rough surfaces and rollers for tex- 







si tured effects. The floor display 

a oy ee uses slanted shelves and is con- 
4 Judie structed of large-diameter steel 
“qt * wire. The unit has a large bottom 









roller trays. <A 
Roto-Roller mer- 
Both 


section area for 
counter display 
chandiser is available also. 


ae 


Se 


Bre eR 


ae 
oe 


cover, toaster and Mixette portable 
mixer are pre-packaged. The sug- 
gested retail price of $59.95 is $10 
less than if the three appliances 
were purchased individually. The 
First Three set is guaranteed for 
five years. Hamilton Beach Co., 
Div., Scovill Mfg. Co., Dept. HA, 
Racine, Wis. 





the 


CoO., 


with 


free 

Glidden 
Ave. and Berea 
Rd., Cleveland, Ohio. 


display racks are 
initial assortment. 
Dept. HA, Madison 
Item 48 


Low-cost laminating kit 
Licenses, credit cards, snapshots 
and newspaper 


Item 50 
Rustproof laminated padlock 


Slaymaker’s No. 66 laminated 
padlock has a double-locking solid 
brass bolt. The case, which is 1% 
in. wide, is composed of heavy 
wrought steel laminations and is 
cadmium-rustproofed. The solid 
brass cylinder, pin tumbler locking 
mechanism secures both ends of the 
case-hardened steel shackle. This 
lock is available keyed-alike, mas- 


clippings can be 


x saeat® 


< wert 
PLASTIC i mPEAT IG OFF 
DO-IT rOURen * 


* 





preserved permanently with the 
Save-It laminated kit. A 3 x 4 in. 
kit retails for 25¢ and a set of 
three kits retails for 59¢. Larger 
sizes are available. Cleaveland & 
Taylor, Inc., Dept. HA. 2610 W. Le- 
high Ave., Philadelphia, Pa. 


Item 49 


Roller coater merchandisers 
Glidden’s roller center contains 

an assortment of color-coded roller 

coaters for smooth, rough or very 





ter-keyed and with a 9 in. chain. 
Slaymaker Lock Co., Dept. HA. 
Lancaster, Pa. 





Item 51 
Plumb bob kits in 5 sizes 


Exact’s plumb bob kit combines 
a brass-finished precision plumb 


EXACT 


ber 








bob, slack adjuster and_ strong 
mason’s line on a wall or perforated 
panel display card. These plumb 
bobs introduce an easy-thread fea- 
ture for quick string insertion. The 
kit comes in five sizes: 4, 6, 8, 12 
and 16 oz. A complete unit is pro- 
vided for all string plumbing jobs. 
Exact Level & Tool Mfg. Co., Dept. 
HA, High Bridge, N. J. 


Item 52 


Repackaged monofilament 


Sunset’s two and six packs of 
Flexon monofilament have been 





switched back to a sliding-lid clear- 
plastic container. Sizes from 2 to 
24 lb test are included in the change 
over from the low silhouette con- 
tainers. Sunset Fishing 
Dept. HA, Petaluma, Calif. 


Lines, 


Item 53 


Adjustable lawn sprinkler 

This B-Line sprinkler for con- 
fined areas is adjustable and can 
be set to cover all or any part of 
a circle. At 25 lb pressure home- 


Q: what’s better than 50% markup? 


A: 6673%... 


SELL and PROFIT with the AMES LINE, 
even more complete now with the newly 
market proven... 


L\GRA@eS 
ROTOQ-EDGER 


ROTARY LAWN SHEARS 























No. 10 STANDARD 





No. 20 UNIVERSAL 


for your customers.... 
QUICK, CLEAN, EASY TO OPERATE 
and for you..... 


j QUICK, CLEAN, EASY TO SELL 
i 66%A% markup - full 40% profit 


IT’S PRESOLD.. 
© Better Homes & Gardens 





No. 30 DELUXE 


. POWERFULLY SO... IN 
© House & Garden 








WHY NOT STOCK THE COMPLETE AMES LINE? 


Shovels, Garden tools, Snow tools, Post hole diggers and handles 
PARKERSBURG 


0. A ae E a) ¢ 0. WEST VIRGINIA 
FINER PRODUCTS THRU HIGHER STANDARDS 
Ames also manufactures the famous lines of Ames Aire ‘ 
Casual Furniture and Ames Maid Metal Household Furniture 
Want more facts? Circle 149, p. 71 
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Want more details? Just circle item number on p. 7! 


owners can water a circle 50 ft in 
diameter. Model #55-B has a fine, 
misty spray. It is built for heavy 


use with lifetime bearings, work- 
ing parts of bronze and carries a 
life-time guarantee. Each unit is 
packaged individually and priced at 
$6.95, including base $10.75. Buck- 
ner Mfg. Co., Dept. HA, 1615 
Blackstone Ave., Fresno 8, Calf. 


Item 54 
Adjustable fishing lures 


Here’s a lure that can be ad- 
justed to handle anything from a 


J 


small trout to a 40 lb fish. A-Lure’s 
Keel-Fish is packed in a plastic box 
with three hooks. An imbedded 
metal bar provides strength and 
serves as a keel to prevent the lure 
from turning over. Hook extends 
beyond tapered tail to prevent 
short strikes. Comes packed in 12 
assorted colors on display easel or 
in counter box of 24 and lists for 
$1.25. A-Lure, Inc., Dept. HA, 118 
N. E. 24th Ave., Portland 12, Ore. 


86 «© HARDWARE ACE, May 21, 1959 


Item 55 


Plumbing goods service kit 
Forty-five different parts for ser- 
vicing Harcraft’s line of plumbing 
brass goods are offered in a metal 
kit for wholesalers and _ retail- 
ers. A series of compartments are 
labeled with part numbers and 
description. The parts are wrapped 


in transparent Pliofilm bags. Chan- 
nel slots are provided to re-label 
any bin. The A-300 kit is shipped 
with parts catalog and price list. 
Harcraft Brass, Dept. HA, 19200 
S. Western Ave., Torrance, Caltf. 


Item 56 


Medium-priced orbital sander 
This medium - priced Cummins 

orbital sander has a direct drive 

motor plus an enclosed counter- 


weight for vibration-free sanding. 
Model 469-01 is of die-cast alumi- 
num with mirror-polished finish. 
Coarse, medium and fine abrasive 
paper comes with the sander. The 
sanding pad extends beyond the 


sander housing for flush sanding. 
Retail price is $39.95. Cummins 
Portable Tool Div., John Oster 
Mfg. Co., Dept. HA, 5055 N. Lydell 
Ave., Milwaukee, Wis. 


Item 57 


Pine trellis merchandiser 


This multi-colored merchandising 
display for ponderosa pine trellises, 
called Trello-Fan, is free with a 
basic order of 18 each of three 
sizes. These trellises are disassem- 
bled and are individually wrapped 
in an envelope. Die-cut slots in 
front and back of the display hold 
two assembled trellises. Trello- 
Fans come in 17 in. size for 49¢, a 


24 in. model for 69¢ and a 30 in. 


size for 89é¢. 
Dept. HA, 
Wis. 


Craft wood 
Box 87, 


Corp., 
Oconomowoc, 


Item 58 


6 bushel outdoor incinerator 


Homeowners will be traffic for 
Alsto’s low-cost, 6 bushel outdoor 
incinerator. Its scientific draft con- 
trol principle permits safe burning 
of damp, green and dry refuse in 
any weather. No auxiliary fuel is 
necessary. The burner is alumi- 
nized steel with a hinged hood and 
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CHAN Nida Ole 


You'll hear this profit-sound often when you stock the 
Channellock No. 420. Hundreds of thousands of hardware 
customers lay their money on the line every year for this 
popular plier. They like its pipe-wrench grip... its all 
’round usefulness. 


That’s why it will pay you to put the Channellock No. 420 plier 
out front for your customers to see...“‘heft’’... buy. You'll 

be profitably pleased how many times they'll tell you 

to “‘wrap it up’. Let us send you our new catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 





SKILLED HANDS REACH FOR 


CHAN yrs LOCK 


NA 


It’s easier to stock just ONE line of pliers 
It’s PROFIT-WISE to stock the genuine CHANNELLOCK line. 


oH 
gee Ss Te aera 
“ “5G iy, 2. sae 
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for 
over 
75 years 


McGill 
“OUSE TRAPS 


rue oanet “oust 


oe 4 wy | 


ae PREFERRED 


the McGill PYLKG 


Over 75 years of customer preference 
attractively packed in this convenient, 
self-service 2-PAC. Eye-appealing, buy- 
appealing, pre-priced two for fifteen cents, 
and transparent package are proven traffic 
stopper features. Easy dependable, four-way 
trigger action build customer satisfaction. 


ALSTEEL 2-PAC 


This attractive, nickel- 
plated Alsteel 2-PAC 
sells itself. Easy and safe 
to set, sanitary ejection 
plus fast, dependable 
action features trap 
more sales. 


For business and home 
use, this attractive, five 
position, razor blade 
type scraper and cutter 
has sure-fire sales ap- 
peal. Each scraper sup- 
plied with blade .. . 


ready to use. 


acne 


MARENGO ° 


METAL PRODUCTS 
COMPANY 
ILLINOTS 


Want more facts? Circle 151, . 71 
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a 14 in. square opening on top. The 
interior is double-wall construc- 
tion with replaceable inner panels. 
Price is $66. Alsto Co., Dept. HA. 
4007 Detroit Ave., Cleveland 13, 
Ohio. 


Item 59 


Aerosol paint assortment 


An assortment of 24 cans of 
Ilibronze Spray-O-Namel Patio- 
Finish Wrought Iron colors in 16 


oz aerosol] cans are displayed from 
an all-metal rack furnished free. 
Color cards are attached to the 
rack for customer handout. These 
paints come in seven satin flat 
pastel patio colors. IJllinois Bronze 
Powder Co., Dept. HA, 2023 S. 
Clark, Chicago, II. 


Item 60 


Stem assembly for faucets 
Do-it-yourself plumbing custom- 

ers will want this Push-Tite stem 

assembly that stops leaky faucets 


permanently. Washer pivots are on 
stainless steel, ball-bearing assem- 
bly. This stem assembly has stand- 
ard washers and fits all handles. 
Comes in all standard washer sizes. 
The assembly is individually pack- 
aged. Display board is free with 
original order. Roll-Tite Co., Dept. 
HA, 215 S. Parker Ave., Olathe, 
Kan. 


Item 61 


Plastic housewares items 


Four items added to Harvell’s 
plastic housewares line include a 
large and a small wastebasket, a 
laundry basket and a rubbish can. 
The 10 gal rubbish container, 
shown, has a lock lid and a free 
swinging metal handle. This 
weatherproof can comes in red, yel- 
low or gray and sells for $5.98. The 
44 qt wastebasket retails for $4.50, 


‘ 
the 28 qt wastebasket and the laun- 
dry basket are $2.98 each. Harvell 
Mfg. Corp., Dept. HA, Hubbard, 
Ohio. 


Item 62 


Freezer container shows date 


Homemakers will be customers 
for these molded _ polyethylene 
freezer containers. A red plastic 
pointer on the lids of Plastomatic’s 
Date Pak containers provide freez- 
ing time records. Charts enclosed 
with the containers list safe freez- 
ing periods for foods. Date Pak 
comes in 14, 24 and 32 oz sizes. The 
quart size retails at two for 98¢, 





the 14 oz size retails at 3 for 89¢ 
Plastomatic Corp., Dept. HA, Mal- 
vern, Pa. 


Item 63 


Redesigned sprayer units 
Smith’s 3'% and 4 gal compressed 
air sprayers have been redesigned. 


Capacities remain the same but 
these tanks are now shorter and 
wider to provide greater handling 
ease. The Ritesize 2 gal compressed 
air sprayer has an extra long hose 
so that the sprayer can be set on 
the ground. D. B. Smith & Co., 
Dept. HA, Utica, N. Y. 


Item 64 


Rug-shampooing appliance 
Homemakers will be traffic for 
this rug shampooing appliance that 


Ten for the Money 


Dealer-Tested Profit-Makers — 
Spring, Summer, Fall, Winter 


W Check your stock of Anchor Brand items now. 





























| | No. 5930'2 Hook 
and Eye Display Box 
COUNTER DISPLAY SELLS all- 


purpose, tamper-proof item, 


carded. 


|_| No. 0110 Door 
Button 
FASTENER IS galvanized gray 


iron, in 142”, 134”, 2” sizes. 


| No. 5310 Titeline 
Clothesline Holder 
BOX TELLS ALL: colorful box 


holds 24 pieces with screws. 






































| No. 0178 Pulley 
POPULAR DOUBLE PULLEY for 


awning or tackle, swivel eye, 
iron, 2”, %”, 1”, 12”, 2”. 


| No. 440 Davis 
Oarlock 
DROP-FORGED STEEL Horn can 


be turned down out of the way 
when not in use, 


| | No. 1 Fish Scaler 


KNUCKLE-SAFE handle is angled 
away from sharp steel teeth. 
































| | No. 162 Double 


J 


| No. 231 Open End 
End Snap Snap 

MEDIUM WEIGHT in cast malle- MULTI-PURPOSE: cast iron, 3'/2” 

able iron is 34° over-all, has long, 4%” open eye, ring size. 

V4" ring. Available in lightweight 

No. 161; heavyweight No. 163. 


| No. 7 Snap Assort- 
ment Display Box 
RIGHT IN VIEW, brass, bronze, 


non-rusting snaps. 5 styles or 
Also available in other sizes. sizes. 





If your check shows this Anchor Brand stock is “up 
to snuff,” you’ve got “Ten for the Money.” North 
& Judd’s Anchor Brand convenience hardware is 
packaged to appeal, priced to sell. It’s a year- 
around profit-maker. If your check shows your 
stock is getting low, let your North & Judd jobber 
help you fill in. Keep sales steady as they go, 











a a ~.r, Curry O 
rWO.WAYS HELPFUL steel curry NORTH|JUDD 
Manufacturing Company 


comb has eight bars, mane comb 
New Britain 





with 34” teeth, red enameled 
wood handle, 


Connecticut 


New York ¢ Boston «¢ Philadelphia « Atlanta ¢ Jackson (Miss.) ©* Buffalo ¢« Detroit ©¢ Chicago 
Minneapolis ¢ St.Louis ¢ Dallas -¢ tLosAngeles « Sanfrancisco ¢ Seattie °« Montreal 
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also scrubs hard surface floors. The 
Pam Master-Matic rug shampooer 
has a full head of bristle brushes 
that restores matted-down dirty rug 
nap to original luster. A trigger 
handle controls flow of rug-cleaning 
solution. This steel, cadmium-plated 
unit has a 40 oz container and a 
full length handle. It lists at $5.95, 
with a three-year guarantee. Re- 
placement brushes are $1.85. Mas- 
ter Mfg. Co., Dept. HA, 9200 Inman 
Ave., Cleveland, Ohio. 


Item 65 


Air speedometer for boats 

The Sea Guard Speedector, a 
new aviation type air speedometer 
for small boats, retails for $5.95. 


The device records relative air 
speeds from 0 to 50 mph. It can 
be mounted to the deck forward of 
the windshield with two bolts. It 
is made of plexiglass and is 
chrome-trimmed. Sinko Mfg. & 
Tool Co., Dept. HA, 7310 W. Wil- 
son Ave., Chicago $1, Ill. 


Item 66 


Portable coffee-making kit 
Metal Ware’s Kar’-N-Home 5-cup 
Perc-Kit comes with a plastic carry- 
case, automatic percolator, four un- 
breakable cups, four spoons, two 
plastic covered boxes, plastic coffee 
bag and a measure. Two cord sets 
are included for 12 volt or 115 volt 
currents. A swinging bracket, eas- 
ily-installed on car dash, holds the 
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percolator in place. Kit No. 071TK 
sells for $17.95 and a 2-cup Perc- 
Kit No. 069TK retails for $15.95. 
Metal Ware Corp., Dept. HA, Two 
Rivers, Wis. 


Item 67 


Rack for rules and squares 

This colorful display rack is of- 
fered free with your order for 52 
assorted Fairgate items including 
straight-edges, rules, squares and 


T-squares. Merchandise hangs from 
hooks on the display. The alumi- 
num display is 15% x 11 in. with 
coral and blue colors. Fairgate 
Rule Co., Dept. HA, Cold Spring- 
on-the-Hudson, N. Y. 


Item 68 


Electrical outlet display 


Perma-Plug display units show 
the permanent, simplified 4-in-1 
electrical outlet mounted on an 
11 x 13 in. card. Six plugs are 
mounted on each of these easel 
cards. The Perma-Plug retails for 
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69¢. Vocaline Co. of America, Inc., 
Dept. HA, Old Saybrook, Conn. 


Item 69 


Folding chair and chaise 


Goldtone finish and white and 
turquoise Velon webbing are fea- 
tured in Arvin’s Golden Group 
aluminum casual furniture. The 
finish on the folding chair and a 73 
in. chaise is a synthetic metallic 
base enamel. The chair is of 10- 
web construction with steel arms. 
The chaise has 23 webs and is ad- 
justable to six positions. Both are 
packed four to a carton. Arvin In- 
dustries Inc., 18th and Big Four, 
Dept. HA, Columbus, Ind. 


Item 70 


Tapered-wood leg carton 
Here’s a new display package for 

Gerber’s line of Do-It-Yourself 

Legs. This colorful, illustrated red, 


white and blue display carton is 
useful for self service. Gerber 
Wrought Iron Products, Inc., Dept. 
HA, 2540 Farrar St., St. Louis 7, 
Mo. 





Turn to page 92 for a listing of 
new aids to help you sell better 





1. Phone your 
nearest Simonds 
Jobber 


for details on the new Chrome 
Plated ‘‘Si-Clone’”’ Saw Line 
with ‘“‘See-Saw”’ merchandis- 
ing display. C 


Steps to 
mportant 


Protits 


3. Get Immediate 
Delivery 


from the largest selection 
of highest quality, 
popular priced 

saws on the 


market. ‘ ~ 
1 pa 
¢ z i 
é # a « 


Factory Branches in Boston, Chicago, Shreveport, La., San Francisco 
and Portland, Oregon 
Canadian Factory in Montreal, Que., Simonds Divisions: Simonds Steel Mill, 
Lockport, N. Y., Heller Tool Co., Newcomerstown, Ohio 
Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Canada 


A Lo _—_ — “7 ‘ = 
; * a 


2. Set up the 
“See-Saw”’ 
display 


in your store 
with a basic 
stock of 
blades. 


You'll find that Simonds Chrome Plated 
**Si-Clone’”’ Saws are preferred for home work- 
shop use because they are the best value 
and they bring you the most profit! They sell 
themselves in their bright new package. And 
the line includes rip, cross-cut, combination 
and dado saws with round or special shape 
centerhole guaranteed to fit all popular makes 
of table portable or radial arm machines. 

Call your Jobber now or write to the near- 
est Simonds branch office for full information. 


SIMONDS 


SAW AND STEEL CO. 


.. FITCHBURG, MASS. .__ 
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ENGINES 





ELECTRIC 
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5841 West Dickens Ave.., 








NEW AIDS TO HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 


literature to keep posted. Circle number on p. 7! for your copy 


Item 80 Brass plumbing line fold- 
er—The full line of Mansfield brass 
plumbing goods is described. Every- 
thing from ballcocks to relief val- 
ves is included in the 48 items cov- 
ered in the 4-page folder, form 
LL-9479. Mansfield Sanitary, Inc., 
Dept. HA, Perrysville, Ohio. 





Item 81 Soil preparation chart— 
full information on why, 
when, where and how to use peat 
moss for proper soil preparation. 
This 11 x 17 in. wall chart and a 
window streamer plus 3 x 6 in. 
leaflets (for handouts) are avail- 
able free. Premier Peat Moss 
Corp., Dept. HA, 535 Fifth Ave., 
New York 17, N. Y. 


Gives 


Item 82 Swivel plate caster folder 
the newly expanded 
900 of Faultless medium 
heavy-duty swivel plate casters 
with load capacities of 175 to 700 
lb each. A variety of wheel types 
come in five sizes. The 9700 series 
is also described in this form, No. 
1759. Faultless Caster Corp., Dept. 
HA, Evansville, Ind. 


Describes 
Series 


Item 83 Wrench and tool catalog 

Socket wrenches are featured in 
the 24 pages. Special emphasis is 
put on the Wright Ten Point socket 
Ww aich fits hex or square nuts. Com- 
plete wrench sets, loose sockets and 
handles, and stud and 
wheel puller tools are described. 
Wright Tool & Forge Co., Dept. 
HA, Barberton, Ohvo. 


remover 


Item 84 New design catalog on 
pumps—Twelve pages in color are 
with all pump 
information on facing pages. Olym- 
plan pump and accessory selection 
is simplified by color coding and 
numerical and letter coding. A 
sample specification work sheet is 
included. F. E. Myers & Bro., Co.., 
Dept. HA, Ashland, Ohio. 


sectionalized basic 


Item 85 Galvanized steel sheet 
manual—‘‘Industrial Procurement- 
Galvanized Steel Sheets” is the 
title of this 36-page book. Contains 


up to date data on procurement of 
galvanized steel sheet for indus- 
trial applications. Contains speci- 
fications, charts, drawings and sup- 
plier lists. Available free. Amer- 
ican Zine Institute, Inc. Dept. HA, 
60 E. 42nd St., New York 17,N. Y. 





Item 86 Housewares price catalog 
—About 2000 of the 3000 Ekco 
housewares items are illustrated in 
this price list. The Ekco-Flint and 
Ekco-Autoyre divisions each have 
a separate book in the combined 
price list catalog of 145 pages. 
Freight terms, ordering require- 
ments, claims and many other pro- 
cedures are covered. Illustrated 
retail price lists without trade in- 
formation are also available. Ekco 
Products Co., Dept. HA, 1949 N. 
Cicero Ave., Chicago 39, Ill. 





Item 87 Open-end V-belt bulletin 
—How to determine belt lengths, 
replacement charts for endless V- 
belts and other information on the 
use of Alligator V-belt fasteners 
are featured. Charts and number- 
ing systems are included. Flexible 
Steel Lacing Co., Dept. HA, 4607 
Lexington Ave., Chicago, Ill. 





Item 88 Two wheel goods catalogs 
—Murray’s 1959 Speed Weight line 
of 34 bicycles is covered in one 
book. The expanded 1959 line of 
velocipedes, cars and other wheel 
goods is covered in the other book. 
Adjusto-matic five-position pedals 
are featured on the juvenile items. 
And, a new American Air Lines 
Jet Crew Car and Atomic Missile 
lead the line. Murray Ohio Mfg. 
Co., Dept. HA, 635 Thompson Lane, 
Nashville, Tenn. 





Item 89 Plastic repair material 
catalog—The Duro line of 30 dif- 
ferent specialty items are described 
in four colors. Duro products cov- 
ered include; Plastic Aluminum, 
Plastic Rubber, E-Pox-E Chem- 
steel, Plastic Porcelain and Plastic 
Handy Patch. New products fea- 
tured are Rust Remover and Plastic 
Mender. Displays are also offered. 





Woodhill Chemical Co., Dept. HA, 
390 E. 34th St., Cleveland 14, 
Ohio. 





Item 90—Rigid plastic pipe answers 
—‘Questions and Answers about 
Rigid Plastic Pipe made of ABS 
Plastics” is the title of this folder. 
Benefits, performance and installa- 
tion facts are fully covered. Mar- 
bon Chemical Div., Borg-Warner, 
Dept. HA, Box 68, Washington, 
W. Va. 

Item 91 Bathroom accessories cat- 
alog—General Chrome’s full line of 
bathroom accessories is described 
and, either sketched or _  photo- 
graphed in use. Installation dia- 
grams and instructions for each 
item is also shown in the 12-page 
book. General Chrome, Dept. HA, 
Bridgman, Mich. 

Item 92 Revolving light catalog— 
Describes the Trippe Welcome- 
Light in four-color printing. The 
light is a revolving unit inside a 
black satin finished, period piece 
mounting. It is used for doorways, 
patios and commercial displays. 
The unit flashes a different color 
every second. Several models shown 
in catalog with — specifications. 
Trippe Mfg. Co., Dept. HA, 133 
N. Jefferson St., Chicago 6, Ill. 
Item 98 Insecticide sprayer cata- 
log—Describes the new Smith line 
of compressed air sprayers for in- 
secticides, paint and other spray 
work. Other models in the line in- 
clude every type of unit from hand 
to power sprayers. D. B. Smith & 
Co., Dept. HA, Utica 2, N. Y. 
Item 94 Water systems bulletin— 
A new line of high-pressure, multi- 
stage water systems, called Star- 
line, is described. The 4-color, &- 
page promotion piece gives the 
complete story on construction and 
sales features of these units. Ja- 
cuzzi Bres., Inc., Dept. HA, 5237 
Jacuzzi Ave., Richmond, Cal. 

Item 95 Brass plumbing parts 
catalog—F ull details on all Har- 
craft brass plumbing goods are 
given. Parts service all production 
units and discontinued models of 
Harcraft items. Harcraft Brass, 
Dept. HA, 19200 S. Western Ave., 
Torrance, Cal. 














PROTO’S SECRET FOR 
PROFIT...PER SQ. FT. 


Tool sales are 70% impulse sales. That’s why you can’t beat the com- 
bination of Proto Professional Quality Tools, on colorful rotary mer- 
chandisers, in good traffic spots. Easy to service, these self-selling 
displays take up a small fraction of your floor space...pay bigger 
dividends in profit per square foot than many times the same wall space. 


SAVES THIS MUCH WALL SPACE 
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Proto SD-4 (left) and SD-11... bright red and yellow rotating merchandisers...stock up 
to 373 most popular sizes and types of tools...tool outlines and stock numbers for 
quick, easy restocking...price and size markings permit customer self-service... min- 
imum floor space required, 42” diameter for SD-11...saves 48 square feet of wall space 
... fits any good traffic spot... kit of Sales Helps Catalog with each merchandiser. 


Your Proto Wholesaler has a 90-Day-Pay-As-You-Go-Plan so that 
Proto Merchandisers pay for themselves while they work for you. 


PROTOTOOLS 


PROFESSIONAL el tia 1 e lek 


2213 Santa Fe Avenue, Los Angeles 54, California 
513 Allen Street, Jamestown, New York 
1713 Oxford East, London, Ontario, Canada 
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JEFFERSON 


Stocks Everything in 


MARINE FASTENINGS 
for Shipment Today! 


MONEL © NAVAL BRONZE 
SILICON BRONZE 
BRASS © ALUMINUM 
STAINLESS STEEL 


-..and America’s Most Complete 
Stock of Galvanized Bolts! 


® Industry's easiest-to-use catalog 
places all your Fastening needs at 
your fingertips! Large, clear listings, 
helpful illustrations. Use your 
Jefferson catalog today and every 
day. Additional copies available 
free on request. 


© Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 
after it arrives . . . for same-day 
shipment of most orders. You can't 
beat Jefferson service — anywhere! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 172, N.Y. 
$Pring 7-8400 


























NSGA elects four sports pioneers 


to membership in Hall of Fame 


. eee hae 


These men are accepting posthumous awards for men who pioneered 
in sporting goods’ design and manufacture. They are (from left): 
A. J. Carlson, general manager of H. Harwood & Sons; C. W. Davis, 
vice-president of the Shakespeare Co.; Carl J. Benkert, vice-president 
of Hillerich & Bradsby Co.; and Sheldon Coleman, president of the 


Coleman Co. 


Four men who were pioneers in the design and manufacture of 
sporting lines were recently elected to the National Sporting Goods 
Assn. Hall of Fame. All of the men are deceased. 

These four join 14 others cited for “outstanding achievement 
and pioneering contributions to the improvement of sporting 
equipment,” over the last four years. 

Plaques commemorating the elections were accepted by execu- 
tives of the companies which owe their success to those pioneers 
(see photograph). The name of each man honored has been en- 
tered on the Hall of Fame honor roll in the foyer of the NSGA 
building at Chicago. 

The four men elected to the Hall of Fame, and their contribu- 
tions to the industry, are: 

(1) Harrison Harwood, founder of H. Harwood & Sons, Natick, 
Mass. He “formed the first baseball manufacturing plant, stand- 
ardized today’s official ball, invented a machine to wind the ball’s 
yarn, and manufactured the first double-covered baseball.” 

(2) William Shakespeare, Jr., founder of the Shakespeare Co., 
Kalamazoo, Mich. He “was the first to patent and manufacture 
the levelwind fishing reel, and invented the reel brake which pre- 
vents backlashing.”’ 

(3) John Andrew Hillerich, first president of J. F. Hillerich & 
Son, Louisville. He “‘created the famous Louisville Slugger base- 
ball bat.” 

(4) William Coffin Coleman, founder of Coleman Co., Wichita, 
Kan. He “invented such outdoor cooking devices such as instant 
lighting for gasoline pressure appliances, and the GI pocket stove 
for World War II.” end 
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NY-O-LITE SPINNING REEL utilizes 
ZYTEL nylon resins. It operates silently 
and smoothly and is light in weight. 
Fishermen testify to its ease of han- 
dling and durability. (Molded by 
Plano Molding Co., Plano, Ill., for 
Waltco Products Co., Chicago, III.) 


NOZZLE AND SNAP-ON COUPLING 
for garden hose cannot rust. Molded 
of ZYTEL nylon resin, they are tough, 
lightweight, low in cost. Quick, easy 
coupling is assured. (By Franklin 
Metal & Rubber Co., Hatboro, Pa.) 





V-BELT FASTENERS use bushings 
molded of Zytet for high strength. 
ZYTEL also provides tremendous wear 
resistance and a smooth, low-friction 
surface. (By Flexible Steel Lacing Co.., | 
Chicago, III.) BALL-POINT PEN has thin-walled barrel, thanks 
to the high strength of ZyYTEL nylon resin in thin 
sections. Use of a larger ink cartridge is made 
possible. Parts of ZYTEL resist abrasion and shock 
...can be molded in rich colors. (Made by 
Scripto, Inc., Atlanta, Ga.) 


Better made...better selling... 
| hardware of Du Pont ZYTEL 


NYLON RESINS 


When a hardware product is made with a 
Du Pont ZyTEL nylon resin, you know it 
offers all the ruggedness and durability your 
customers demand. If it’s a plumbing fix- 
ture, you know it won't be affected by hard 
water or chemical additives that might cause 
corrosion in a metal. And it gives you such 
sales-winning extras as lightweight and at- 
tractive appearance. In electrical hardware, 
the excellent insulating properties of ZYTEL 
nylon resins, together with their durability 
and good heat resistance, are your assurance 
of a product you can recommend with con- 
fidence. 

So take advantage of the extra values and 
the extra saleability built into products made 


with ZYTEL. Look for ZYTEL in the products 
you sell, and tell your customers about it. To 
help you answer your customers’ questions, 
send for your copy of a new, fact-filled book- 
let ““Du Pont ZYTEL nylon resins in Hard- 
ware Applications.”’ Write to: E. I. du Pont 
de Nemours & Co. (Inc.), Advertising Dept., 
Room Z-19-5-21, Nemours Building, Wil- 
mington 98, Delaware. 


® ‘é j 


BETTER THINGS FOR BETTER UVING ... THROUGH CHEMISTRY 
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CREDIT 


= 





PUMPS! 


Here’s what you can do about it 
. . » and how Goulds can help! 


In the U.S. today, credit spells big 
money! $40 billion 
goods alone last year! 


in ? consumer 


What’s happening to the small 
dealer who can’t offer his customers 
credit? Look at the facts: last year 
78°; of all furniture sold was bought 
on credit; 63°; of all appliances sold 
was bought on credit. 

You figure it out. Credit plans are 
attracting the greater share of 


GOULDS @ PUMPS 
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almost every market! If credit has 
been your competition in the water 
system market, here’s what you can 
do about it . and how Goulds 
can help you. 


1. Talk to your Goulds distributor 
about making arrangements for a 
credit plan. He can help you find 
the system that’s best suited to your 
business and locality . . . and most 
useful to your customers. 






a ened 


2. Offer service...plus easy terms! 
Did you know that 9 out of 10 
“credit customers” for water sys- 
tems are forced to install and service 
their own—or make other arrange- 
ments. If you can offer service plus 
easy terms, you can win more cus- 
tomers over to your side! 

Mention this advertisement the 
next time you talk to your Goulds 
distributor. He can follow it up by 
arranging for a special presentation 
of the facts about a credit system for 
you. Get in touch with him soon or 
mail in the coupon on this page. 
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GOULDS HELPS YOU TIE IN your local 
ads to big full-page Goulds ads that 
appear in magazines like these. The 
new advertised message is “‘service plus 
easy terms.’’ Goulds new Co-operative 
Advertising Plan for dealers pays half 
the cost of your local newspaper, radio 
and TV ads to make it economical for 
you to tie in! You can also get ad mats, 
TV slides, radio scripts and billboard 
posters from Goulds. 


, 1836-1910 
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GOULDS HELPS YOU DISPLAY AND DEM- 
ONSTRATE with new point-of-sale sell- 
ing aids! You can get demonstrators, 
like this one, that actually do the selling 
for you. Goulds also can provide eye- 
catching displays and signs that get 
attention on your floor. Distinctive 
Goulds dealer identification pieces for 
outside your store or in your window 
emphasize ‘“‘service plus easy terms!” 
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GOULDS PUMPS, INC. 


Dept. HA-59, Seneca Falls, New York 


Please send me more information 
on the following: 


[] Co-operative Advertising 

booklet —free! 

[] Credit Plan presentation 

[} Goulds displays and demon- 
strators 

[] Name of nearest Goulds dis- 

tributor 
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Tape it easy, Mac! 


Schooldays over for nine dealers 
learning builders’ hardware 3 R’s 
Russwin School graduates look forward 


to a brighter future in builders’ 


hardware following intensive training. 





Nine dealers recently graduated from six weeks of builders’ 
hardware training at the Russell & Erwin Div., American Hard- 
ware Corp., at New Britain, Conn. 

The Russwin School, directed by Robert O. Miller, instructs 
students in all phases of builders’ hardware. 

Here are the students, R. & E. executives, and teachers 
: : (standing, from left): Jack Fisher, R. & E.; Eugene Bukowski, 
Gold Seal Tape B. Urich Co., Milwaukee; Tony Gonsalves, J. B. Lumber, South 
Dartmouth, Mass.; K. W. Oberling, Barrison & Clarke, Inc., 
Indianapolis; J. E. Adams, Jr., Greenwood Supply Co., Green- 
swings easily in tight places wood, 8. C.; Clayton Stuckey, Schlatter Supply Co. Fort Wayne, 
Ind.; Frank Carlton, Jr., R. & E.; Charles Gadsey, Clark Hard- 
ware Co., Nashville, Tenn.; and Elmer Knoblock, Knoblock Hard- 





For making a neat splice in cramped 


quarters recommend Gold Seal Plastic ware, Flint, Mich. 

Tape, in handy 20 ft. rolls. It’s made- Seated (from left): O. J. Manochi, advertising manager, R. & 

to-order for making neat splices in ter- E.; V. H. Verby, sales promotion manager, R. & E.; E. H. Mc- 

minal boxes and other confined areas. Culloch, general sales manager R. & E.; David Muirhead, execu- 

Easy to hang onto. . . easy to “swing” tive vice-president and treasurer, American Hardware; R. O. Mil- 
. easy to mold into a neat, thin wrap- ler, sales training director R. & E.; and J. R. Meagley, contract 


ping. And Gold Seal sticks and stays 

. it’s a quality tape that builds re- 
peat sales. Jenkins Bros., 100 Park Ave., 
New York 17. 


sales manager R. & E. end 











Plastic 


IN HANDY 
20 FOOT ROLLS 





Ten 20 ft. rolls in the 
Handy Pack can 
Single 60 ft. rolls in 
individual metal cans 








Gold Seal FRICTION — RUBBER — PLASTIC Tapes . . This graduation portrait includes nine dealers, their instructors and 
Commercial and Specification Grades executives of Russell & Erwin and American Hardware Corp. 
Want more facts? Circle 159, p. 71 
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Buy (YODER AIR HORNS / ‘ LWAYS 


The Best Value and The Consumer's Choice \ 10 BLOW , 
‘S 4 


Colored EAGLE WATER BAGS in 
new eye-catching point-of-sale 


Meese 





Increase ane "Reduce Selling Clie 


BETTER VARIETY 








Provides a TOOT for Everybody 





BETTER QUALITY MUSICAL TONES + PLENTY OF VOLUME 


@ Tempered sphor bronze reed for permanent tone 

@ Easy action and 2-way pressure bulbs 

@ Full size clamps with ample clearance 
WEATHERPROOF VINYL FENDER FLAPS — Assorted Colors 
~ Prism Design — Full Size 
. MADE IN U.S.A ® WRITE FOR CATALOG AND PRICE LISTS 
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There’s a 3ANPPROOF Arrow Tacker 
for Every Purpose 

















= x > ALL-PURPOSE Hea 
vy duty Staple aS 
HEAVY DUTY Gun for light \— y) 
STAPLE GUN 






nailing jobs! 












I} je A List: 


%e,. , 
woe 


e Ideal for do-it-your- 



























selfers; fastens anything . . . ceiling tile, e Used in display, 7 $10.50 
insulation, upholstery, etc. upholstery, WV antenna wiring, etc. 
e Takes 6 staple sizes: 1/4”, 5/16”, 3/8”, Locks to fit into pocket. 
1/2”, 9/16” and CEILTILE staple for ceil- e Screen and window shade attachments 
ing tile. available. 
e Individually boxed; 3 per beautiful coun- e Takes 3 staple sizes: 3/16”, 1/4”, 5/16”. 
salamat List: $12.50 
NEW ! No. HT-50M HEAVY 
NEW! DUTY HAMMER TACKER 
No. JT-21 : ie 
JUNIOR _ 
STAPLE GUN we 









~~LOADS ~S 
FROM List: © 
g TOP $16.50 ~"*” 
e Perfectly balanced; staple without strain. 
e Loads 1/0 staples (two full strips). 


© Takes 4 (T-50) staple sizes: 1/4”, 5/16”, 
3/8”, 1/2”. 


e For light utility use. 

e Handle locks in place 
for easy carrying. 

e Loads 100 JT-21 1/4”, 
9/16” staples. 

e Individuall xed; 

6 per ag " $4.95 








Haaraw FASTENER [o../nc 


AN JANI ONE JUNIUS ST., BROOKLYN 12, WN. Y 
a ' — 
ACA SOO IAEA, 


Write for new catalog SOLD ONLY THROUGH TRADE! 
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IT ... ALL DOWN THE LINE IN '59! 





how do you hit sales 
on the rise? 


lead with this new 





vent-rib pump by 
Savage for $82.50! 


Our new 30 is the kind of value sportsmen instantly 
recognize. A fine shotgun with ventilated rib... priced 
to make the sale to the shooter who’s itching for custom 
features. And . . . Model 30AC with Savage Adjustable 
Choke sells for just $87.50! (12 ga. only). These new 
shotguns are two more examples that prove that Savage 
has it... all down the line in ’59. Write us on your 
letterhead, mentioning your jobber, and we'll send you a 
Jree set of handsome game prints suitable for framing. 
Savage Arms Corporation, Sporting Arms Division, Chic- 
opee Falls 201, Massachusetts. 


$82.50, retail. Model 30 illustrated. 
12 ga. 26" imp. cyl., 28" mod. or full, 30" full choke. 
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Hardware Age 


Readers 


“40 Years of Hardware”’ 


Dear Editor: 

I am interested in securing, if 
possible, a copy of Mr. Norvell’s 
book titled “Forty Years of Hard- 
ware.” If you will be so kind as to 
mention this in your “Letters to 
the Editor’ column it will be very 


much appreciated. One copy will be 


all I need at this time, but would 
take two if they can be made avail- 
able. 
Your very truly, 
F. EB. Barkley 
Assistant Secretary and 
Assistant Treasurer 
C. M. McClung & Co. 
501 W. Jackson Ave. 
Knoxville 1, Tenn. 





Editor’s note: This classic of the 
hardware industry has been out of 
print a long time. If a reader has a 
copy he does not need and would 
like to sell it he can write directly 
to Mr. Barkley at the address above. 


Wholesalers’ 
responsibilities 


Dear Editor: 

In a recent editorial about whole- 
salers going out of business you 
shifted a part of the blame on the 
retailer. Perhaps we retailers are 
to blame in a small measure, but I 
must insist that the majority of 
the blame lies with the wholesalers 
themselves. 

Since my store is located in Chi- 
cago, I believe I can prove my point 
very easily. 

I have five hardware wholesalers 
calling on me and only one of them 
is fulfilling a wholesaler’s duty to 
his accounts. Let me list what I 
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SELLING 
KIT! 
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STEELMARK PROGRAM HA 
United States Steel 
Pittsburgh 30, Pa. 


Piease send my FREE STEELMARK Display Kit. | would 
like to put these U. S. Steel selling aids to work for me. 


Name 





Firm 





Address 





City State 








Type of Store 











Lightens 
your work 


Brightens 
your leisure 


Widens 
your world 











The smartest ai s 4 
wear this be 4 F| 
















STEELMARK displays help you sell more gifts 


Mother’s Day, Father’s Day, June weddings, graduations— 
they’re all coming up and they all mean extra merchandising 
opportunities for you. Make the most of the midyear gift 
season with STEELMARK displays. They put you at the 
payoff point of a major national promotion. 


PROMOTED IN LIFE, SATURDAY EVENING POST, 
U. S. STEEL HOUR, ARTHUR GODFREY TIME. 
Gifts of steel are getting the big push in 
Life (32,000,000 readers), The Saturday 
Evening Post (21,000,000 readers), the U.S. 
Steel Hour (22,000,000 viewers) and on 
Arthur Godfrey Time (2,200,000 viewers). 
Hundreds of thousands of consumers in 
your shopping area are being told that 
gifts of steel are their smartest buy—smart 
in style, smart in value—and that the 
STEELMARK identifies products of steel. 
They'll be looking for the STEELMARK 
when they shop in your store. Make sure 
it shows. 








Send for your 


free tie-in kit today! 


Your free STEELMARK Tie-in Display Kit — including 
easy-to-assemble mobile, window/wall banner, tags and 
labels, “‘How to Sell’? booklet and Sales Plan Folder — is 
ready for you now. Use the coupon provided to order yours 
today. And contact your local newspapers for ready-to-use 
ad mats that let you incorporate the STEELMARK in 
your own local “gifts of steel’ advertising. 


ss) United States Steel 


TRADEMARK 
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Mr. HARDWARE DEALER... 
















The SATISFIED 
CUSTOMER ALWAYS 
COMES BACK 
oe. SMILING... 








ell Him 
MORE 
TANDARD 








UALITY MELMAC® CENTER at MACY’S, 


SAN FRANCISCO, CALIFORNIA 


Take advantage of consumer familiarity with the name, 
MetmaAc”. Bring your MELMAC quality melamine 
dinnerware patterns together in a MeLMAc CENTER. Try 
it, even if you carry only two or three lines. Stock should 
move faster—profits soar higher. 





COOLS 






MELMAC is the registered trademark of American Cyanamid Company. 


PIN-POINT attention to his drill needs with Want more facts? Circle 166, p. 71 


| 
, | 
STANDARD’S Wall or Pegboard Display! @ PROVEN in SALES! PROVEN in USE! 


Compare! Compare! Compare! 












Satisfied customers are NOT casual shoppers. 


They're craftsmen, who have used, know .. . and | 
will ASK FOR, STANDARD'S Quality Drills. Make > ‘s T + “ T — q \ —- 
them aware that you carry their favorite brand. § | 


You will save their time—and yours—making faster | self-chalking CHALK LINE BOX 


sales—longer profits, by using this... “ 
O 





COLORFUL, ATTENTION GETTING DISPLAY! 






nd «decal 


CUED 



















e Durable 
white cardboard. 





15% x 1H, x 115%, [Rr more nes # 125-50 
Red lettering. fixe Receesey 200 c= $1.25 list with 


® Displays Three 90 foot line. 


No. HS-13 and 
Three No. HS-45 sets. 


e Beautiful 
Plastic Containers. 
Lots of sales appeal. 


© All drills will fit 
144" chuck. 


#125-100 with 
100 ft. line $1.50 list. 


RUGGED! SIMPLE! DURABLE! 
Strait-Line Boxes are precision molded of light- 
weight aluminum alloy. They are long lasting, 
leak-proof, non-fouling and GUARANTEED 


against all defects. 
NEW STRAIT-LINE NO. 66 
ADJUSTABLE TRY-SQUARE: 


A time saving, durable tool for 
carpenters, sheetmetal workers, 
. \ builders and home shops. Long 
LOCKS AT lasting, thoroughly guaranteed. 


ANY ANGLE List $4.80 each. 
STRAIT-LINE PRODUCTS, INC. 


It's the BEST 
PERFORMING 
“Silent Salesman” 
you can employ! 


























STANDARD |OOL (10.8 





3950 CHESTER AVENUE mtay-t Pee 


BRANCH WAREHOUSES IN: NEW YORK - DETROIT - CHICAGO - DALLAS - LOS ANGELES - SAN FRANCISCO P.O. Box 577, Costa Mesa, Calif. 
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( Continued) | 





think a wholesaler’s obligation is to | 


their accounts. 


(1) To instill confidence in their 
dealers. 


(2) To service their accounts 
with helpful suggestions and to en- 
courage the dealer to feel that his 
business is important. 

(3) To be flexible in meeting 
their dealers’ demands and/or 
complaints. 

(4) Placement by wholesalers of 
responsible people in key positions. 


| 


(5) To see that key wholesale | 


personnel visit their dealers twice 
a year or more if necessary. 

(6) To see that all salesmen have 
an attitude toward their dealers 
that shows warmth, friendliness, 


suggestive, helpful concern for the | 


dealer’s welfare. 

I hope that these suggestions 
start the few wholesalers on the 
road to recovery. 


Let them remember: As we deal- | 


ers have to compete for the con- | 


sumer’s dollar, so does a wholesaler 

have to compete for the retailer’s 

dollar. 

The era of easy sell is over. 

Sincerely, 
Bernard Grengus 

Atlas Hdwe, & Paints 

Chicago, Ill. 
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"Ten for a penny! Give me 3 cents 
worth,” 


GOOD NEWS tetter toma RDa 














CHURN FIXES ANYTHING 
BUT A BROKEN HEART... 


The line is fine and there’s no better time for you to 
promote our stuff. DURO PLASTIC ALUMINUM’s the 
fastest selling fix-it item in the country today. It’s so 
good that everybody tries to copy our package and 
product. Notice, | said “tries.” 


PLASTIC MENDER ana 
rust REMOVER 


newest items. PM-1 repairs all vinyl plastics, 
and RR-1 is just about the slickest rust 
remover and chrome cleaner you've ever 
seen. The packages are so beautiful that 
even my mother-in-law can’t contain herself 
when looking at them! Buy now! 


Cordially, ,> 
Vie 


DAD SAYS. “You never Sales Manager and Son-in-Law 


| happi- , ;, 
— oy fg no (CURD is the only mother-in-law approved line. 
married ... and then 


it's too late.”’ ORDER FROM YOUR JOBBER OR WRITE 


THE WO ODHILL CHEMICAL CO. 


‘‘Originators and world’s largest manufacturers of Plastic Aluminum’’ 
1390 East 34th Street Cleveland 14, Ohio 
Want more facts? Circle 168, p. 71 
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(DAMS. hh 


TYPE 


“SOURCE 
for FOUR Complete Lines 


Now all these fine old familiar lines 
are under one roof, at one address. 
Send one order. Receive one in- 
voice. Check one inventory. 
Get more satisfaction at 

SAFE ... since 1849. 4 . 





a ; - ORDER FROM YOUR JOBBER 
PADLOCK AND HARDWARE COMPANY @ LANCASTER, PENNA.) 
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Convention 


Another new and exclusive 
a sreeatatia: Calendar 





Convention Check List—— 


For complete details about the conven 
tions listed below, see the alphabetical! 
isting starting on p. 121 May 7 issue. 
The next complete listing will be in 














} rhe 
June 4 issue. 
May 
18to American Hardware Supp'y 
June 12 Co., Toy Show Pittsburgh 
No. 330 24-25 Morley-Murphy Co., Dealers’ 
for Beaver Get-Together and Merchandise 
and Otter a. Se ey 
June 
1-11 Cotter & Co., Toy-Gift & Fall 
Goods Show, Chicago 
A new model, the No. 330 Victor Conibear trap for 7-8 United Hardware Distributing 
a beaver, otter, and other animals of similar size is Co., Toy & Gift Show, Minn 
; now available. This humane, body-gripping trap 1s apolis 
No. 110 Victor Coni- ideally adapted for water sets. It has large, 10’’ x 10” 7-9 Ace Hardware Corp., Sum 
CR NE CaN jaws and double spring for fast, powerful killing mer Convention and Toy Show 
. : action. Equipped with safe-setting device and 19” Chicago 
mink, skunk, weasel, chain with ring. 7-12 Geo. Worthington Co. Toy 
barn rat, wharf rat, The Victor Conibear trap has proved to be every- show, Cleveland 
squirrel, civet cat, thing it was said to be. Trappers demand it because 11-13 Texas Wholesa e Hardware 
and similar size it eliminates wring-off of valuable fur-bearers. Only Assn. & Texas Hardware Boost 
satiate you, as a Victor Dealer, can offer it! So don’t wait ers Club, Austin 
. order the new No. 330 Victor Conibear trap from July 
your wholesaler. 











6 to Janney, Semple, Hil! & Co. Toy 
Sept. 12 and Gift Show, Minneapolis 

ANIMAL TRAP COMPANY OF AMERICA 13-17 National Housewares Exhibit 
Lititz, Pa. ¢ Pascagoula, Miss. « Niagara Falls, Ontario 13.04 eevee ih  # , er 
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Co.. Gift Show. Pittsburah 
19-23 National Reta Hardware 
Assn., Congress, Los Angeles 
19-29 Geo. Worthington Co. Toy 
and Gift Show, Cleveland 
26-28 Our Own Hardware Co., Sum 
mer Convention and  Stock- 
holders’ Meeting, Minneapolis 


Sale Speeder No.10 


‘Sit me coll mr: th ae ol elal slalei—ig 





» ks! 
colame leilet amt. tlt wor August 


2-5 Combined Wholesale Hara- 
wore Exhibitior Dinkins-David 
son Hardware C King Hard 
ware Co., Sharp-Horsey Hard 
ware Co., Atlanta 

10-15 Long - Lew Hardware C 
Wholesale Trade Da ys Birm 


No. DLR 
““Dynalite”’ 
'@ iia me—ieleh s-1 


RRO 






inaham 
10-15 Wimberly & Th mas Hordwore 
Co. Inc. Wholesale Trade 


Days, Birminghan 
31 to Walter H. Allen Co.. Stock- 
Sept. lh riders’ Meetina ana Mer 


rm 


> ‘ ~ | 
Wortt Freeze’ 
ont freeze chandise Show, Dallas 
Outdoor water service 
the year around without 
: danger of freezing or 
“i | bursting pipes. Shutoff 
> valve is below frost line. 
All brass and copper. 


September 
6-9 Beck & Greaqg Hardware Co. 
Fall Merchandise Show, Atlanta 
13-15 Midwest Hardware & WHouse 
wares Show, Chicaa 
27-30 Nationa Builders’ Hardware 
Convention, New Orleans 





. : 28 to National Hardware Show, New 
6 e - . 
VET CUSTOMERS FEEL the Write today - Order Oct. 2 York 
for Bulletin ~. from your ; 
iaallel.4-|g@ueel-be> (mele), serheal-r ie -laba—ia ° 
. October 
cela 340 —lale hear callalal-ia@m-lelel_)- mace) 4.7 American Wordware Manufac 
asy penetration TELL them turers Assn.—National Whole 


aper-forging makes it strong sale Hardware Assn.—National 
Assn. of Sheet Metal Distribu 


tors, National Convention, At 


olen ightweight Call your Seael- 


Temper wholesaler today 


lantic City 
t : , 8.10 Mid-America Lawn, Garden & 
RUE [EMPER STRATAFLO PRODUCTS, INC Se eee eee 
’ ° Internationa Amphitheatre Chi- 
Your basic line...your money line FORT WAYNE, INDIANA cago 
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fable... 


The gay, exotic calypso theme of this new pilsner caddy 


set will turn thoughts and talk to exciting things wherever friends get 
together. It’s a party “‘natural’’ and an ideal gift. The frosted white 
background accents the brilliant orange and 22K gold figures and rims. 


description eight, 11-ounce pilsners in 
brass-finished carrier 
calalog-—vo. > X0908/Z-3393 oid no. 80908/Z-3393) 


packing » 


each set in gift carton 
' two sets per shipping case 
wt/ship. case» 19 pounds 





LIBBEY SAFEDGE GLASSWARE 


AN (I) PRODUCT 





Owens-ILLINOIS 
GENERAL OFFICES TOLEDO 1, OHIO 























pg 54 Paice SKS £2 as : 
 Saae = Sees BS 2 ay 
Pie Se ee ee os 3 








the excitingly new 
_ electric can opener 





% 
ne 
> 
< es ea 
- a 





Shoutable (shout’-ab’1) adj., coined from 
the English, “to shout,” to describe the 
new Dazey Electra can opener. And there’s 
plenty to shout about, like the push button 
operation that opens cans — all shapes and 
sizes, the automatic can puncture, the auto- 
matic shut-off, the exclusive grease-sealed 
cutting wheel, the cutting mechanism that’s 
removable for easy cleaning, the self-storing 
cord, the built-in carrying handle and the 
magnetic lid-lifter. Give your Dazey Distrib- 
utor a shout for the Dazey Electra can opener, 
model 2EM, $27.95 retail. 








Be sure 


All Dazey Products are guaranteed, in writing, free of defects in workmanship and material. MANUFACTURED BY THE DAZEY CORPORATION, ST. LOUIS 7, MO 
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How's the Hardware Business? 





Booming hardware store sales near record level 
as total for first quarter approaches 1956 top 


With a sales gain in March of 
8.42 percent over March last year, 
retail hardware stores have a good 
chance of matching the record sales 
totals of 1956. 

Retail hardware store sales in 
March totaled $193 million. That’s 
$15 million more than in March, 
1958, the Commerce Dept. reports. 

Sales totals for the first quarter 
this year amounted to $534 million. 
That’s $30 million or about 6 per- 
cent more than totals for the same 
period last year. 

The 1956 yearly sales total was 
a record high, but first quarter to- 
tals for that year were $553 mil- 
lion, slightly below sales for the 
same period in 1957. This year’s 
first quarter sales figures were $31 
million or 5.5 percent below 1957, 
and $19 million or 3.4 percent less 
than totals for the first quarter 
in 1956. 


Here are the Commerce Dept. 
unadjusted estimates of retail hard- 
ware store sales for the last three 
years: 


(Millions of dollars) 








1959 1958 1957 
January $174 $172 $183 
February 167 154 174 
March 193 178 208 
Three-month 
total $534 $504 $565 
April me A 224 221 
May er 257 253 
June ca 238 248 
July cas 227 238 
August ee 223 234 
September wea 225 225 
October ce 242 240 
November pis 225 229 
December eas 288 283 
Total $2,653 $2,736 





More small businesses 
seek loans from SBA 


March was the second highest 
month for small business loan ap- 
plications in the history of the 
Small Business Administration. 

A total of 1083 loan applications 
were made to the SBA in March. 
That’s 16 loans less than during 
the record month of May, 1958. 

For the first nine months of this 
fiscal year, 7661 business loan ap- 
plications were received, compared 
with 5144 for the same period last 
year. 

The SBA public report on busi- 
ness loans approved in March, re- 
lease No. 466, includes nine to hard- 
ware dealers. 

Two loans were made to dealers 
in Alabama, one to a store with 
eight employees for $40,000, the 
other to a store with 12 employees 
for $26,000. 

A loan was made to a Florida 
dealer with three employees for 
$15,000. 

An Indiana dealer with two em- 
ployees had a loan approved for 
$15,500. 

A Michigan dealer with 31 em- 


ployees received a loan for $250,000. 

A Montana store with four em- 
ployees had a loan approved for 
$15,000. 

Two loans were made to dealers 
in New Jersey. Both stores had two 
employees. One loan was for $10,- 
000, the other for $15,000. 

A loan was made to a Texas 
dealer with three employees for 
$15,000. 


Manufacturers expand, 
move to new facilities 


Ace Rubber Products, Inc., has 
started construction on a_ 10,000 
sq ft addition to its main plant in 
Akron, Ohio. 

Loma Plastics Inc. has started 
building a 75,000 sq ft warehouse 
in Ft. Worth, Texas. 

Atlas Screw & Specialty Co. has 
moved to new quarters in Newark, 
N. J. The size of the present plant 
is more than double that of the pre- 
vious one. 

Kenco Pump Div. of The Ameri- 
ean Crucible Products Co. is mak- 
ing a one-story, 2160 sq ft addi- 
tion to its plant in Lorain, Ohio. 


Sears sales up 11.8%; 
Ward's up 14% in April 

April sales of Sears, Roebuck & 
Co. and Montgomery Ward & Co. 
showed sharp gains over April, 
1958. 

Record sales for the month, and 
for the first quarter of its fiscal 
year, were reported by Sears. April 
sales were $339.6 million, a gain 
of $38.9 million or 11.8 percent 
over the same month last year. 

For the first quarter of Sears’ 
fiscal year sales were $875.5 mil- 
lion, up $98.3 million or 12.7 per- 
cent over the first quarter in 1958. 

Montgomery Ward’s sales dur- 
ing April rose $12.4 million or 14.2 
percent to $100.2 million. Ward’s 
sales for the first quarter were 
$260.2 million, up $38.3 million or 
17.3 percent over the same period 
last year. 


Montgomery Ward & Co. has 
announced that it is launching a 
five-year, $500 million expansion 
program this year. 

Under the new program the 
company expects to open 10 retail 
department stores, 45 catalog 
stores, two distribution centers 
and four hardline stores this year. 

In 1960, 20 retail department 
stores, about 40 catalog stores, 
two distribution centers and a 
“substantial” number of hard line 
stores will be opened. 


Construction in April 
up 15% over last year 


New construction in April 
brought the total value of work 
put in place to $4.2 billion for the 
month, according to estimates by 
the Departments of Labor and 
Commerce. The April figure was 
up 15 percent from April, 1958. 

Total construction activity for 
the first four months this year was 
$15,130 billion. That’s $1,720 bil- 
lion or 13 percent more than for 
the same period last year. 

Private construction was 11 per- 
cent higher than last year during 
the four month period, mainly be- 
cause of a 29 percent increase in 
residential building. 

Public construction was up from 
last year due to increased highway 
and non-residential building. 


i_pe_meeenessAa es ae so oa o-z _- -— =— 











OUR APOLOGIES 


The instant demand for this new Eagle product exceeded the supply. If you have 

not received your supply please be patient a little while longer. Stocks are now 

being rushed to wholesalers. Many thanks for your kind indulgence—we appreciate 
your patience. If you haven't placed your order—do it now. 








CONVERTS 
ANY 
RECEPTACLE 
TO A 

SAFE 
GROUNDED 
OUTLET 





UNDERWRITERS’ LISTED 


TAKES NEW GROUNDED CAPS 
AS WELL AS STANDARD CAPS 


Millions of old receptacles can now be converted 
instantly, permanently—to take the new grounding 
caps of portable electric appliances required by the 
National Electric Code for use on grounded circuits. 
Tap this rich potential—get your share of this lucra- 
tive business—AT FULL PROFIT. Tie in the #880 
with appliance sales or sell the #880 by itself. 
Remember everyone needs 2 or 3, or more. Sol 


through wholesalers only. Order now! FAST SALES—AT FULL PROFIT 
EAGLE ELECTRIC MFG. CO., INC., LONG ISLAND CITY, N. Y. 





INDIVIDUALLY CARDED FOR 
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NO MATTER HOW YOU 
LOOK AT IT... 


. . « there's nothing just like X-l-M FLASH 
BOND to make paint adhere fimly and longer 
to almost any type of surface. Yes... 


USING 












FIRST 
MAKES PAINT LAST 


eNO SANDING REQUIRED. It saves 
sanding and tacking off time between the 
primer coat and finish coat. 


e ACTS AS A RUST INHIBITOR. When 
applied over slightly rusted surfaces or 
where loose rust has been removed it 
stops progressive action of rust. 


@ IMPARTS FLEXIBILITY TO FINISH 
COATS. Resists damage to finish due to 
weather changes. Helps to resist dulling, 
chipping, peeling, flaking. 





YOU CAN CONFIDENTLY RECOMMEND X-I-M FLASH BOND! 


it is not “just another primer’ .. . it's in a class by itself, has been for 
more than 20 years. Next time any customer asks you for something that 
will make paint ‘'stick,"’ will stop peeling, popping, blistering ve confi- 
dently recommend X-l-M FLASH BOND. Ask about our Special Dealer 
Assortment and Sales Helps. 


Thre SS oeaa ee See © ae - 


OHIO 


H. FORSBERG COMPANY 


CLEVELAND 14, 
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Study proves stability 
of hardware businesses 


One of the most significant, and 
gratifying, features of the hard- 
ware trade is the fact that hard- 
ware is a stable business. Relative- 
ly very few hardware stores go 
bankrupt. 

This fact was graphically pointed 
out by Dun & Bradstreet, Inc., in a 
study of business failure records 
through 1958. 

Of 22 kinds of business, hard- 
ware ranked fourth lowest in the 
rate of failures in 1958. 

Out of every 10,000 operating 
retail hardware concerns, 35 failed 
last year. 

The retail hardware business has 
been, along with drugstores, 
groceries, and farm implement 
stores, at the bottom of the rate 
failure list ever since these statis- 
tics have been compiled. 


SBA licenses another 
small investment firm 


The third small business invest- 
ment firm has been licensed under 
the Small Business Investment Act 
(See HA Mar. 12, p. 229 and Apr. 
9, p. 143). 

The third company licensed was 
the Allied Small Business Invest- 
ment Co. of Washington, D. C. The 
Allied SBI Co. has initial operating 
funds of $450,000, including $150,- 
000 received from the SBA. Allied 
plans to operate in the mid-Atlantic 
region in cooperation with a group 
of correspondent banks on the East 
coast. 


Water system shipments 
increase 20% in March 


Factory shipments of domestic 
water systems in March totaled 
62,774 units. That’s 10,574 units 
or 20 percent more than in Febru- 
ary, the Commerce Dept. reports. 

For the first three months this 
year, shipments totaled 168,006 
units. That’s 18,050 units or 12 
percent more than shipments dur- 
ing the same period last year. 

The 62,774 units shipped in 
March included 14,220 deep-well 
systems, 22,676 shallow-well sys- 
tems, 20,326 convertible jets, and 
5,552 submersible pump systems. 








3, eo > Ge we Se ee Ot 


SPINNING NEW 
SALES RECORDS 
EVERY MONTH! 


=) 744) (015 | 


BRANCHELL | 
| Alglec 


Clip here-to start your own sales records spinning. 


Please rush me descriptive catalog material on the 
fast-moving BRANCHELL and BRANCHELL/AZTEC 
Melamine Dinnerware lines. 


BRANCHELL and BRANCHELL/AZTEC are leading this 


year’s Melamine Dinnerware hit parade! Store Name 


. . Address 
Record sales and re-orders are proving overwhelming 


acceptance of the fast-moving BRANCHELL line for ’59. my 


Signed 
Are you tuned in to this profitable volume opportunity ? 


LENOX PLASTICS, INC., OLEATHA AVE., ST. LOUIS 16, MO. 
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SEND FOR 
CATALOG AND 
JOBBER’S NAME 











CITY/STATE | 





ONE-PIECE NON- 
PINCH HANDLE 


VISE 


HARDENED STEEL 
JAW INSERTS 


FEATURES 


HARDENED STEEL 
CUT-OFF TOOL 








GLEAMING 
RED FINISH 


SWIVEL BASE 


PIPE JAWS 


THAT 





STEEL CHANNEL SLIDE 
PROTECTS SCREW 


BUILD PROFITS 


Well-made, well-finished Simplex 
vises bring you higher profits be- 
cause your customers see value. 
All 5 vises in the line feature 
quality for fast turnover. Attrac- 
tive discount schedule. Get top 
profits by selling the best. 


‘ | 
x 


erp = 


(Coe Sb Ae I ee 
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Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Ace Spring mailer has 
five coupon specials 


Five coupon specials are featured 
in a 16-page Spring mailer from 
Ace Hardware Corp., Chicago 
dealer-owned wholesaler. 

The mailer is printed in orange 
and blue and has a 2-page rural sec- 
tion inserted for country stores. 

The coupon specials are an alu- 
minum butter dish for 41¢, an iron- 
ing board cover for 66¢, an alumi- 


“- 


IGA NS 


*\05 SPECIAL 





num drip tray for 37¢, an aluminum 
cookie pan for 37¢, and a clothes 
pin bag for 29¢ 

A complete kit of window and 
store decorative material, price 
cards and ad mats is furnished with 
the mailer. 


Steinman Hardware has 
215th birthday mailer 


Celebrating the 215th anniver- 
sary of its first sale, Steinman 
Hardware Co., Lancaster, Pa., 
wholesaler, sent dealers a mailer 
of its birthday specials. 

Steinman Hardware Co. is at 26 
and 28 W. King St., Lancaster, the 
same address at which it has been 
doing business for the past 215 
years. 

Steinman’s mailer includes a 
full-page institutional ad run in 
the Lancaster News giving a short 
history of the company along with 
a copy of the first ledger entry in 
Steinman’s _ books. The entry 


Sale Speeder No.11 


Use this fast 
celmme Silo: @mt-tl-1_s 


ro1elah slelei-ie 


it works! 


No. RE2 
New 
Rotary Edger 


SHOW customers this rotary 
Telel-ias-Mal-i.m-)4b 4-10 -lel-1- ign. londlole 
rs telem-t- 0-10 -i@eeelaleliale maal-leial- tallies 
o}ae-) olialaliale mm sal-mu del -)-1 me Jide peels 
hand. TELL them it trims grass 
Call 


IR -lealel-iam 2elell-t-1- li -1aeecelel- kr 


RUE TEMPER. 


Your basic line...your money line 


elelgel-1a-mns-e_3' your True 
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AN 


ORIGINAL 


6651 


STEAM IRON 
CLEANER 


A MUST for 30 million 
steam irons in use today! 


e Cleans INSIDE steam iron 

e Ends sluggishness, 
sputtering 

« Gives more steam 

¢ Safe. non-toxic 

[ POWERFUL ADVERTIS- 
ING on TV, RADIO, 
MAGAZINES and local 
NEWSPAPERS bring 
customers to you! 


FOR TOP SALES . . . INSIST ON SSS-T ! 


FAST CHEMICAL PRODUCTS CORP 
411 Walnut Street «+ Yonkers, N. Y 
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STEAM 1IROP 
CLEANER 
wuPER C0 
LONG LasTin 
CLEANINGS 























With the Yale ''33"' Series, you can offer a door closer 
that can do the work of 3 different sizes. Thanks to 
the special TENSION ADJUSTMENT SCREW, closer readily 
adapts to power requirements of sizes *2, *3 and *4. 
You can sell this versatile Yale Door Closer for most 
applications—standard, corner bracket, top jamb and 
parallel arm installation. 








ORDER through your jobber or contact The Yale & Towne Manufacturing Company, Lock & Hardware Division, White Plains, N. Y 


me YALE & TOWNE ke 


PAT OFF 
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Troubled with 


INVENTORY -ITIS? 


Did you ever think that on o 
30% profit basis you have to 
sell the first 9 pieces out of 
each dozen planters just to 
cover your purchase cost? So 
the last three 
pieces represent your other 
costs — and PROFIT. 

And those last three 

pieces are often 

hardest of all to 
sell, 


THE CURE! 


Use the Stanford 


remaining 


Minimum-Inventory Plan! 


It’s simple—you can buy just 2 or 3 
each of a large variety of designs, 
styles, colors of planters, ash trays, 
vases, cookie jars, range sets, etc., in 
beautiful highly glazed Stanfordware. 
They will sell faster, your investment 
is less, your capital is kept free, and 
you replace quickly those pieces that 
move fastest. Your nearby Franchised 
Stanfordware Distributor will usually 
supply you in 24 hours or less. You're 
not overstocked, have no breakage 
claims or big freight bills. Write to- 
day for details. 


EVER TRY A 
POTTERY CORNER? 


The wide vari- 


ety of STAN- ~ 
FORDWAREQ? Oa Ss 
. £ 


vases, plant- 

ers, ash trays 

and figurines 

are beauties, 

and will at-ggum « 
tract lots of = =: 
attention g 
—and SALES! —_y—~ 
You can dis- . 
play a big va- @ (fg 
riety in just 

a few square’ 
feet. They sell 


‘like hotcakes.” Write us today. 


STANFORD POTTERY, INC. 


Creative Manufacturing Potters 


Dept. A SEBRING, OHIO 
Want more facts? Circle 182, p. 71 
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_bitious promotional 
| Stanley Works, New Britain, Conn., 





ley’s 
hardware divisions. 





shows that on May 7, 1774, George 
Keyse, shoemaker, purchased one 
new bell for one shilling and six- 
pense. 

The mailer also includes a spe- 
cial offering of basic toys to deal- 
ers. 








Promotions 


Manufacturers’ New 
Merchandising Plans 


Thermos will sponsor 
Father's Day promotion 


The American Thermos Products 
Co., Norwich, Conn., will sponsor a 








| Father’s Day promotion. 


Suggested gift items are picnic 


| jugs, ice chests, desk sets, ice pre- 
| servers, 


outing kits and _ oval 
coolers. 
The promotion will be backed by 


an ad in the Saturday Evening 


_ Post, June 6. Consumer newspaper 
| “a ° 
| advertising will also be used. 


Display material consists of easel 


_display cards, Father’s Day stream- 


ers, store signs and bottle collars. 


| Big Stanley ad program 
to include farm market 


In what it calls its most 


program, 


am- 
the 


is conducting a national advertis- 
ing campaign. The campaign in- 
cludes Stanley’s first big appeal to 
the farm market. 

A full-page ad in the April Farm 


Journal magazine started Stanley’s 


farm promotion. The ad described 
the role of hand and electric tools 
on the farm and also aluminum 
windows and drapery hardware for 
the farm home. A similar full-page 
Farm Journal ad will 
September. 

First in the Stanley promotion 
was a 12-page, two-color, Spring 
Spectacular folder describing the 
principal items produced by Stan- 
hand and electric tool and 


appear in 


The Spring Spectacular was used 
as an insert in the March issue of 
Popular Science, and was sent to 

(Continued on page 116) 


STARRING today in the 


nation’s most interesting 
homes! Your most profitable 
cabinet hardware line! 


4: STARS * 


FAST SELLING 
a 


American 


-_ . 
4s . ae 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper, 
Nickel or Prime Coat. 


SWEPT-WING 
HINGE 

519 

Flush Type 

2516 
Semi-Concealed 


Type in %", ‘2", 
yee 


#518 
Offset Type in %" 


DRAWER SLIDES 


#652 

All-steel 

sturdy drawer 

slide, mounted 
under drawer 

in center with 
only four nails 


2595 

3'' Centers 

(not avail- 
able in nickel) 


SEMI- 
CONCEALED 
HINGE 


7416 

For overlaid 
doors up to % 
of an inch thick 





ALWAY MAGNET 
CATCH 
#232 


Only catch in its 
price class that can 
be used on lipped, 
flush or overlay 
doors (Aluminum 
only) 


Ask for complete 
catalog & i 
list TODAY. 
tractively finished 
Birch Plaque 
11'/2"*x 15/2" x /,"* 
to display 
mounted samples 
available upon 
request. 


STAR 


380 Butler stre 


METAL P 
et, Brookly® ' 





Sold through wholesalers oaly 
Want more facts? Circle 183, p. 71 





Y yre First: at the 1959 
MIDWEST HARDWARE 
and HOUSEWARES SHOW 


SEPTEMBER 13-16 
NAVY PIER—CHICAGO, ILLINOIS 


j - 
You re First! with the opportunity to showcase your mer- 
chandise ahead of the pack—to the dealers in Mid- 
America, your No. 1 Hardware-Housewares market. 


A billion dollar market, including approximately 7,500 
—_ hardware-housewares stores ... 3,300 building supply 





dealers ... 2,200 lawn and garden centers. 


You’re First! in the hearts of your dealers—the hard- 
ware-housewares retailers who sponsor and support this 
Show. Under the sponsorship of the Illinois, Indiana, 
Michigan, and Wisconsin Retail Hardware Associations, 
all proceeds are used to help your dealers become better 
dealers. 





You’re First! in the only all-industry Show. Major 
wholesalers will be on hand with service-conference 
booths; not to exhibit merchandise, but to explain their 
merchandising services to their dealers. Both you and your 
wholesalers can write orders. 


You’re First! with outstanding new attendance pro- 
motions— including the industry’s first ‘Package Show 
Trip” for dealers. Advertised, merchandised, promoted, 
in co-operation with the participating wholesalers. 


You’re First! At the right time—Sunday, September 
13 thru Wednesday, September 16. The days the dealers 
have time to visit your display—the month that’s perfect 
for introducing and selling your 1960 lines. 











Yes, you are first at the Midwest Hardware & Housewares Show, with a single-cost, a 
single-effort. Join the industry’s leading manufacturers by selecting your space now in 
Mid-America’s Hardlines Showcase. Call, write or wire... 


MIDWEST HARDWARE & HOUSEWARES SHOW 


1451 MERCHANDISE MART PLAZA + CHICAGO 54, ILLINOIS 
PHONE: Michigan 2-2331 
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the power tool 


The first quarter results for 1959 are just in. Skil 500 Line 
Sales are up a full 36% over 1958—and 1958 was the 
biggest sales year in Skil history. This is proof that 
the 500 Line is HOT—the only kind of proof 
you can depend on—actual sales. 

Yes, the tools in Skil’s short but complete 500 Line— 
designed for high turnover—are moving fast and selling 
at a profit for dealers from coast to coast. 


@ The 500 Line concept is the kind of success story that 
produces imitators—but no one can match the quality 

of Skil products, Skil brand name acceptance, Skil 
service, Skil’s field sales force, and Skil’s continuous, 
aggressive merchandising and advertising. 
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SALES UP 


success story of the year! 


HERE ARE ACTUAL, VERIFIED SALES FIGURES FOR THE FIRST QUARTER OF 1959: 


Skil belt sanders up 10% * Skil orbital sanders up 12% + Skil hedge trimmers up 
200% * Skil jig saws up 210% ¢ Skil circular saws up 40% - Skil drills up 19% 


These figures dramatically demonstrate how dealers are 
ordering and reordering Skil 500 Line tools. Don't lose another 
day without having these fast-moving profit makers in your 
store. Get the SKIL 500 LINE story today—and 

start profiting tomorrow. 


SKIL CORPORATION, 5033 Elston Ave., Chicago, Illinois 
3601 Dundas St., W., Toronto 9, Ont. 








ATTENTION DEALERS 





Magic / 
PLASTIC ALUMINUM 
and MAGIC RUBBER 


AMERICA’S FASTEST SELLING “DO-IT-YOURSELF” 
REPAIR PRODUCTS. PACKAGED IN SELF-SELLING 
PLASTIC BUBBLE CARDS * 





.DEAL #HW 59 / 


BIG FREE GOODS OFFER! 


Baker's Dozen — 13 for 12 
Retail 


HERE IT IS.. 


8 — $1.00 size tubes 
Magic Plastic Aluminum ...... $8.00 


5 — $1.00 size tubes 


\ don’t miss this.. 
extra profit... 


MAGIC PLASTIC ALUMINUM 
mender! It's real metal in paste form, 
sticks fast to all metals, 
glass. No heat or tools needed. Hardens 


. the most sensational 
introductory offer 


Binh “om 


| 


i] 





} 
¢ 





ing metal 


wood. concrete, 


Ee 5.00 into real metal. It's waterproof and heat- 
f. 1001 
Plus Free Wire Display Rack _ ee _— — 

Fetal Retell Velie sovecne-ue.$1300 A) NEW APPLICATOR CAP FOR EASY 
DEALER COST ONLY .................. $7.20 ° PLUNGER ELIMINATES CLOGGING 
I el $5.80 MAGIC RUBBER — tough. elastic rubber in 

paste form. Dries to real rubber. Repairs 
A HUGE 801. % PROFIT FOR YOU all rubber or fabrics without heat or tools. 
. “ Stops leaks, repairs. seals, insulates, wa- 





NATIONALLY 
ADVERTISED ! 
Magic backs you with consistent 
advertising and promotion on 
TELEVISION, newspopers, and 
in popular consumer magazines. 








terproofs. 1001 uses. 


ORDER FROM YOUR JOBBER NOW! 
Magic IRON CEMENT CO., INC. 


5403 Bower Avenue 


Cleveland. Ohio 
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Sale Speeder No.I2Z 


‘SET Me call mes. tt amelelalslalet-ig 


folmmelSilel am -t-1(-1 MEL a— lela 4-2 


rs 


No. BBA 
Jet Rocket 
=T-\ haw. 4.) 


LET CUSTOMERS WEFT this 
ol -7- UU ah eUl ih mm el-tl-talel-lemmal-talemm-6 4-F 
LO —5 Ghd) teeth del -Mial-|-leMll Mel -lgeal- = 
el -2en4) gm lelel.4 lemme cenmdal-maaelel ell. ta 
steel shaft, the grip won't slip 
even when wet. Call your True 


Ae Teale! iam galell-t-1-ll-lamcelel- t's 


RUE TEMPER 


Your basic line... your money line 
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your BEST SELLER 
WONDER HORSE 


THE ORIGINAL SPRING HORSE 


Look for the brand name (your customers 
do): THE WONDER HORSE—the original 


spring horse—often imitated—but never 


equalled. Six models to choose from 


Advertised 


Wonnes 


MANUFACTURERS ¢@ COLLIERVILLE, TENN. 


Vationally 


PRODUCTS 
COMPANY 
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Manufacturers’ Promotions 
(Continued) 





hardware dealers for distribution 
to customers. 

Backing the folder during the 
year will be 11 full-page ads in the 
Saturday Evening Post, and 11 ads 
each in Popular Science and Popu- 
lar Mechanics. 

Other Stanley ads will appear 
in Better Homes & Gardens, House 
Beautiful, Readers’ Digest (western 
edition), Sunset, Flower Grower, 
and Home Craftsman, 


Republic promotes line 
in national magazines 


The Freezette line of polyethylene 
containers for freezer use made by 
Republic Molding Corp., Chicago, 
is being advertised in forthcoming 
issues of McCall’s, Ladies’ Home 
Journal, Progressive Farmer and 
Farm Journal. 


Allen sled ads feature 

12 key selling points 
Emphasis on the “dynamic 

dozen” selling points considered 

most important to Flexible Flyer 

sled and Flexy Racer sales will be 


the basis for promotions in the 
1959-60 season. 
S. L. Allen & Co., Philadelphia, 
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you want a set of tools that 


cf ae 
are strong, yet light enough for your 
wife to handle.” 








Le gn a en, I a 
ie lillie 
ur.eavs CT = ” 


See 
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MELMAC®* CENTER at RICH’S 
ATLANTA, GEORGIA 


Take advantage of consumer familiarity with the name, 
Metmac”. Bring your MELMAC quality melamine 
dinnerware patterns together in a MELMAC CENTER. Try 
it. even if you carry only two or three lines. Stock should 
move faster—profits soar higher. 


MELMAC is the registered trademark of American Cyanamid Company. 
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Ogres NEW ROD REST 


The Angler's 
Third Hand 


Protects rod and reel... 
frees both hands for row- 
ing, changing bait, light- 
ing a Cigarette, or to carry 
“catch” and tackle box. 












Another Dayton 
Product with 


Order Display Carton 
No. 720 


~, 


LIST $1 EACH Individually packed 12 to carton. 


Daglon BAIT CO. 


2701 S. Dixie Drive, Dayton 9, Ohio 


In Canada: Dayton Bait Reg., 11580 Poincarre Ave., Montreal, Quebec 
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WHY TRY TO 
“TIE TOGETHER” 
A LINE?... 





‘This neatly packaged 
line does it 


W 





Ever figure what it really costs to “wrap up” a 
sale? The more brands of sporting goods you 
carry, the higher your costs. So, why not save? 
Stock and sell the one complete line of sporting 
equipment your customers know . . . Draper- 
Maynard. You reduce inventory headaches, brand 
confusion, duplication of orders and effort, and 
paperwork. In their place you get a complete 
line, quick delivery, faster turnover and higher 
profits. Get the full story. Write today for com- 
plete information, catalogs and name of your 
nearest Draper-Maynard wholesaler. 


DRAPER-MAYNARD 
Sports Equipment 


4861 Spring Grove Ave. ° Cincinnati 32, Ohio 
Want more facts? Circle 191, p. 71 
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Manufacturers’ Promotions 





(Continued) 


will back the 12-point promotion 
in consumer magazines with ads 
that will reach 33 million people. 

These magazines include: Look, 
Parents’ Magazine, Boys’ Life, and 
Harvey Comics. Dealer point of 
sale aids and display units will be 
available to tie in with promotion. 

The 12-point promotion includes 





points about construction, design, 
variety of models, and national ac- 
ceptance of the product. 


Film on plastics will 
help train salesmen 


The many widely varied uses and 
characteristics of plastics in home 
products today have made the im- 
portance of product knowledge more 
vital than ever. Accordingly, a 10 
minute color film with sound has 

















Kalamazoo, Michigan jobber! 


‘More closer sales in one month 
than during entire previous year’”’ 


A dealer reports... “Just put 
display in view . . . and get 
impulse sales.”’ 


NEW 
NEWELL 
DISPLAY 


Marketing tests prove it 


DOUBLES DOOR CLOSER SALES 


DIAL-A-MATIC! CLOSER 


Colorful new display creates 
volume impulse sales. 


Closer #006-D just $944" 


Display free with order of 6 


Newell offers the MOST 
COMPLETE LINE of closers 
from $1.33 to $16.00* 





ATTENTION 
Builders Supply Wholesalers 





NEW ATLAS 
does hydraulic-sized jobs 
for Y2 the cost. 

Precision-engineered, rugged- 
ly built for heavy, high- 


frequency doors. Send for full 
details today! 











Cover the entire consumer market for door closers with just one 
reliable source. Six closers from an economy model to new heavy 
duty Atlas. Also hardware kits, matching locks, door stops, hinges. 


Send today for catalog pages and name of nearest jobber. 


*Suggested list prices 


Newell Manufacturing Company Chatham St., Lowell, Michigan 








seintal 
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been produced to help you train 
store salesmen. 

The film, How Plastics Serve 
Home Furnishings, is available 
without charge to dealers who 
write: the Society of the Plastics 
Industry, Inc., 250 Park Ave., New 
York 17, N. Y. 

Needed for showing the film: A 
standard 35 mm film projector with 
phonograph. 


Consumer ads promote 
3-In-One Oil sales 


Consumer magazines and Sunday 
newspaper supplements are being 
used in a new promotion of 3-In- 
One Oil by Boyle-Midway, Div. of 
American Home Products Corp. 

Large ads, showing home prob- 
lems such as lazy fans or jerky 
sewing machines, point out how a 
drop of oil in the right place can 
work wonders. 

Magazines being used include: 
Life, Saturday Evening Post, Bet- 
ter Homes and Gardens, and many 
farm, sports, and science publi- 
cations. 


D & D Penta products 
get promotion campaign 
DeMert & Dougherty, Chicago, 
has started a consumer campaign 
promoting Penta brands of wood 
finishes and preservatives. 
Consumer advertising featuring 
listings of dealers handling the 
D & D Penta line will be in news- 
paper markets, starting in the 
Chicago Tribune. Ads in other 
markets will follow. 





Liberty Distributors 
offers lawn sprinkler 


Dealers served by Liberty Dis- 
tributors’ wholesalers Item-of-the- 
Month promotional program will 
be offering an oscillating lawn 
sprinkler as their June bargain 
for consumers. 

The sprinkler, a $6.95 value sell- 
ing at $4.77, has a one year guar- 
antee. 

Dealers will be furnished a dis- 
play kit consisting of two banners 
and two window pennants in fluor- 
escent ink, at cost. 








CAL-DAK 





LAUNDRY SORTERS 


Meet your customers’ needs! 


Every woman SORTS her laundry 
whether she washes at home, 
at the Laundromat 

...or sends it out 


































Bee ees ee ee 




















































‘ 
. - | Triple- / 
oe ee ewe Re ee eee ee we ee weewe-- | Compartment 
|, WE'RE MAKING BIG MONEY Now THAT WE'RE SUGGESTING ‘ LAUNDRY 
SCOTCH BRAND MASKING TAPE WITH EVERY PAINT SALE / | SORTER 
Three clothes containers for 
“SCOTCH” and the plaid design cre registered trademarks of 3M Co., St. Paul 6, Minn. whites, colors, “special care” fabrics. 
“o> Each holds a full washer load. Sturdily 
“& 
iiwwesora [finine ano [\/fanuracturine wee 3M braced, bronze-tone frame with swivel wheels. 
a Removable clothes containers of Sanforized drill 
Want more facts? Circle 193, p. 71 with brown binding. Item No. 563......... $9.95 
‘ Fair Trade Price 
Duo-Compartment 
LAUNDRY 
SORTER 


TOOL BOX 
| OF THE 
» > MONTH 


Seamiess, deep drawn 
steel box: 21"' x 7'/2'' x 
". 2 cantilever trays 
with 6 patented, adjust- 
able dividers; electro- 


Same as above with two 
clothes containers. 


Item No. 562... .$7.95 
Fair Trade Price 





BOTH MODELS 
FOLD FLAT 
FOR STORAGE 


i Af CR Aa RRR ROR Get OOO 0 a” 
A necessity for modern 


drip-dry laundering! hy 


Adu. | 


f) 
IRONING CADDY® 


RYN VV 
Woy 
| \\\ 
Holds up to 24 garments, folds 


welded piano hinges; 
durable baked enamel 
finish, bright, zinc plat- 
ed hardware; hasp ar- 
rangement for padlock. 


Also in 16" baal ia” SIMONSEN INDUSTRIES, INC. 
(1427). 1414 S. Michigan Ave., Chicago 5, Ill. 





‘tg , ji Oo pegetet gg. siping, ee ORR case 
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INTERCHANGEABLE HOOKS 


rence al J 
fish 
SALES APPEAL ce IS 








It has Terrific 


Made with an imbedded metal keel eo. @ 

biNk APPEAL gives strength and prevents line flat to fit in a drawer! Rust- 
twist. Hook sizes may be changed ; ; 
without changing action. Packed in resistant zinc-plated steel. 
plastic box with three hooks—list 
$1.25. Counter display card, with Item 553 IRONING CADDY, 
12 assorted colors or display box . . 
of 24. A fast selling item for year with swivel wheels... . . $4.95 
‘round profit. Fair Trade Price 
© Metal Keel—prevents twisting | 
® Hollow Construction—floats Item 550 IRONING CADDY, 
®@ Terrific fish-like action . 
© Effective for trout, perch, steelhead, stationary base....... $3.95 

pan fish, salmon, pike, muskie, bone- Fair Trade Price 


fish, mackerel and salt water species. 
© Ideal for drifting, casting, trolling, 
if $ 25 spinning or still fishing. 
Pes, Pend. List £ A-LURE, Inc. Work-Saving Quality Housewares 
, —— Ww d 118 N. E. 24th Avenue FOUR FACTORIES: 
Swot Cassar Naps Wants Pertend 12, Greges sata Lancaster, Pa. © Chicago, Ill. © Little Rock, Ark. © Colton, Calif. 
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How small is small 
is defined by SBA 


A new size standards regulation 
for small businesses will be adopted 
by the Small Business Administra- 
tion. The new standards will be- 
come effective May 22. 

Under the new standards, deal- 
ers are considered small for loan 
purposes if their annual sales are 
$1 million or less. Wholesalers are 
small if their annual sales are $5 


firm is small if it has 250 or fewer 
employees. 


Paint, wallpaper stores 
increase turnover rate 


An increase in the average 
turnover rate for retail paint and 
wallpaper stores from 1.57 times 
a year in 1957 to 3.63 times in 
1958 was reported by the Retail 
Paint & Wallpaper Distributors of 


In the summary and report of a 
1958 cost of doing business sur- 
vey, paint and wallpaper stores 
were advised to further increase 
turnover by better stock control 
and by increasing the volume of 
sales. To help accomplish this, 
stores were also advised to “drop 
one line in 1959.” 

Paint lines should be reduced 
even further, the report said, to 
help increase turnover. 


million or less. A manufacturing America, Inc. 


Camera maker reduces 



































price to fight imports | 
Here is a company meeting for- 
eign competition by making sub- 
iy stantial cuts in prices. 
. The Argus Cameras Div. of Syl- 
7 < vania Electric Products Inc., Ann 
° » Arbor, Mich., has reduced the 
price of its Argus C3 camera to 
at a $39.95. The reduction is a 29 per- 
€ cent decrease from the former 
price of $55.95. | 
| 2 | Photographic equipment imports 
‘ | “ reached $28 million in 1958, up | 
¢ 3 | | é from about $15 million in 1953. 
% iy Py Gaels) Business failures down 
Nag Business failures declined to 275 
yi 7 in the week ended April 30, down 
eet from 300 in the preceding week, 
according to Dun & Bradstreet, Inc. 
Failures were considerably below 
the same week last year when there 
were 366 casualties. 
HARDWARE HUMOR 
——==—> 
— > 
1 Die Mode Lid for Perfect Fit HORTON PORTABLE WATER COOLERS 
2 All Seoms ore Double Locked pack a value as big as all outdoors. a Tas — 
D Revnded Scomiors Borter That's why demand is growing in every 
ee ee field — construction, oil, farming, truck- 
cleaning ing, sports, etc. Check these features: 
@ Solid tertem suppers boteoee Strong, corrugated galvanized steel 
Pg apa e Standard Dead Air or Heavy Duty 
i= : Vermiculite Insulation ¢ Purolining, 
| @ Replecosble,recossedchrome non-toxic inner coating ¢ Riveted, easy- 
{ pens wigs — grip handles ¢ 14% gal. to 25 gal. cap. 
oa © Available with stainless steel liner. 
= ———_ HORTON ...more cooler for the money! 
See your hardware 
woo Sle Competition's so keen | think we'll 
"ae 2. ae On OF OF Ee a. o— HORTON EQUIPMENT CO. start giving a lawn mower with every 
P. O. Box 2611 © Houston 1, Texas 50 pounds of grass seed.” 
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the BIG name 
in Gun Cleaning 








CLEANING OUTFITS 


Sell on Sight! — 


Display Them on Your Counter 


Everything a man (or woman) needs to keep his guns in 
prime condition ... famous Hoppe’s No. 9 Solvent, oil, 
patches, wipers, nylon bristle brush, cleaning rod, 
instructions! All in a beautiful redwood chest (Deluxe 
$3.50 retail) . . . or in a sturdy green-enameled steel 
tote box (Utility: $3.25 retail). Fast movers the year 

‘round ... “naturals” for gifts! Display 
them and watch them go! 


FRANK A. HOPPE, INC. 


2314-A N. 8th St. 
Phila. 33, Pa. 






“UTILITY’’ 


ASK YOUR 
JOBBER 











FOR HOPPE’S | 
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MARKSMAN air pistol shoots all 3 


ALL METAL 
CONSTRUCTION 





























— , retail 
weight and feel of a real .45 eam 7odel MP +95 
powerful « accurate + guaranteed me -177 CAL. ete 


*Gift boxed complete 
with BB's, Darts, 
Pellets and 
Targets. 
























PELLETS 
For all makes of SEE YOUR JOBBER OR WRITE FOR INFORMATION TO: 


Air Pistols & Rifles. MAO) ncnron i PRODUC 













mem, Both 22 & .177 Cal. MORTON H. HARRIS, INC. 
in tins of 500 & 200. LOS ANGELES 25. CALIFORNIA 





, Fireball Dart Games 
er “RS , — 5 j 1 . 
other Marksman Products inclu ¥-8 Slingshot set Morte 
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Speed King 


MAKES YOUR PROFITS SINGI 


wave ao RED RACER 


e Beautiful eye appeal 











e Ball Bearing Wheels 
All Speed King Skates are 
shaped to the foot for come 
fort. tnvestigate the 
complete line today. 








Distributed through hardware and toy jobbers from coast to coast 


: HUSTLER CORPORATION STERLING, ILLINOIS 
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Don't miss the BIGGER PROFITS you get with these 


TOP-SELLING 


LUBRICANTS 


Plastic Squeeze 
Dispensers with 
Big Screw-on Cap 






New Displays! 
gger Packages! 


The most modern 
lubricant dispensers 
on the market 


Lub-a-Spray is stainless 

— greaseless — odorless. 

‘or use on wood, metal, 

lub-.a-Spray leather, rubber and plas- 

tic. Available in plastic 

All-purpose Dry puffer guns for home use, 

Graphitoid Lubricant 12 to display card, and in 

3 oz. or 1% oz. shop size 
puffer packs. 





Weatherproof — won't 
wash away! Lub-a-Graph 
is perfect for outdoor 


equipment—garden tools lub-a-braph 


locks and hinges — autos 
— bicycles. Display card New Liquid 
holds 12 plastic squeeze Graphitic Lubricant 


dispensers. A terrific seller! 





Panef-Oil flows freely at 
50 below zero. Highly 
3 wed i; penetrating. Prevents rust 
( ~% foe * fs . and corrosion. Hundreds 
. ' of uses for home — office 
—auto—shop. Convenient, 
transparent drop oiler, 
packaged 12 to display 

card. 


Want BIGGER, STEADIER IM- 
PULSE SALES? Then, be sure 
to stock these finer quality 
PANEF LUBRICANTS. Beau- 
tifully packaged, handsomely dis- 
played on colorful, self-selling 
counter cards. PANEF plastic 
squeeze dispensers are “tops” in 
lubricant merchandising. Assure 
increased profits year-round. Get 
all the facts on PANEF now! 
















PANEF MANUFACTURING CO., INC. 


102 East Walnut Street . Milwaukee 1 Wisconsin 
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Cal-Dak Purchases Plas-Tex; Top Management 
Remains Same as Firms Operate Separately 


i 
+ 





4 
ts 


“LLOYD C. NELSON 


Cal-Dak Co. has purchased 
the Plas-Tex Corp. effective 
Apr. 24. Both firms are in 
Los Angeles, Cal. 

Announcement was made 
jointly by Lloyd C. Nelson, 
Cal-Dak president, and Jo- 
seph M. Jayne, Plas-Tex ex- 
ecutive vice-president. 

Plas-Tex will continue to 
operate as a separate com- 
pany with Mr. Jayne con- 
tinuing as executive vice- 
president and Mr. Nelson be- 


¢ ry cesoiebenanies 7 





JOSEPH M. JAYNE 


coming president of Plas-Tex 
also. Mr. Jayne has joined 
the Cal-Dak board. Other- 
wise, top management 
mains the same. 

Combined assets of the 
two firms are nearly $6,000,- 
000. Sales for 1959 are es- 
timated to reach $15,000,000. 
The two companies sell 
through parallel distribution 
channels throughout the U. S. 
and Canada. 


re- 








DONALD T. WYNNE, JR. 


Wynne, Shirley Named 
To Vichek Tool Posts 


Vichek Tool Co., Cleve- 
land, Ohio, has named Don- 
ald T. Wynne, Jr., division 
manager of all plastics oper- 
ations. At the same time 
Granville H. Shirley was ap- 
pointed Plastics Div. sales 
manager. 
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GRANVILLE H. SHIRLEY 


Mr. Wynne was assistant 
Plastics Div. manager and 
had previously worked for 
Internaticnal Molded Plas- 
tics, Inc. 

Mr. Shirley had been em- 
ployed by the VanDorn Iron 
Works Co. and previously by 
Diamond Alkali Co., Cleve- 
land, Ohio. 


1959 





JOSEPH DEMSHAR, JR. 


Worthington Co. Names 
Demshar a Coordinator 


Joseph Demshar, Jr., has 
been appointed co-ordinator 
of dealer services at Geo. 
Worthington Co., Cleveland, 
Ohio. 


Mr. Demshar joined the 


firm in 19384 as an order 
clerk and after a series of 
promotions he was assigned 
a sales territory in Cleve- 
land. He has been covering a 
territory in Indiana which 
will now be _ handled by 
Walter F. Barker, formerly 
serving the Detroit, Mich., 
area. 


Arlan Shaffer Joins 
Bissell Carpet Sweeper 


Arlan J. Shaffer, formerly 
vice-president and secretary 
of Holt Products Co., Holt, 
Mich., has joined the adver- 
tising department, Bissell 
Carpet Sweeper Co., Grand 
Rapids, Mich. 

He was general manager, 
Major Appliance Co., Lan- 
sing, Mich., prior to his Holt 
position. 








VICTOR A. SNOW, JR. 


Snow, Rudesill Get 
Top Belknap Posts 


Belknap Hardware and 
Mfg. Co., Louisville, Ky., has 
named Victor A. Snow, Jr., 
Southeastern Div. sales di- 
rector and Clifford F. Rude- 
sill, Northern Div. sales di- 
rector. 

They are replacing Hous- 
ton H. Burnett and George 
E. Martch who have retired. 

Mr. Snow, who suceeds Mr. 
Burnett, has been sales pro- 
motion director since 1954. 
He joined the company in 
1939 and covered several ter- 
ritories before switching to 
promotion work in 1948. 





CLIFFORD F. RUDESILL 


Mr. Rudesill joined the 
company in 1951 and has 
covered a territory out of 
Edwardsville, Ill. ever since. 

Mr. Martch, joined the 
firm in 1914 as an order 
clerk and house salesman. A 
year later he received a ter- 
ritory which he covered until 
1949 when he became a sales 
director. He was elected a 
director in 1956. 

Mr. Burnett started his 
hardware career with the 
Keith Simmons Co. and 
joined Belknap in 1923 as a 
salesman. He became a sales 
director in 1937, a director 
in 1943 and vice-president 
of the company in 1955. 
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William K. Meyers Is 
Bassick Co. President 


William K. Meyers, former 
executive vice-president, was 
elected president of the 
Bassick Co., a  Stewart- 
Warner Corp. subsidiary, 
Bridgeport, Conn. 

Mr. Meyers joined the 
company in 1923 in the sales 
department. He took charge 
of Chicago area sales in 1930 
and became regional man- 
ager in 1947. He was elected 
executive vice-president in 
1953. 





WILLIAM K. MEYERS 





Officers and Others 
Named at Shapleigh 


Shapleigh Hardware Co., 
St. Louis, Mo., wholesaler, 
elected officers following its 
recent annual shareholders’ 
meeting. Officers are: 

Mark J. Long, chairman 
of the board; Fred H. John- 
son, president; George R. 
Long, vice-president; H. A. 
Long, treasurer; Beryl M. 
Carlew, secretary; A. W. 
Kirby, assistant treasurer; 
John F. Cordia, assistant 
secretary. 

Shapleigh has made 


as- 


signments in the sales de- 
partment as follows: 

B. O. Temple, Sr., sales 
manager for Div. 1 and 3, 
except industrial sales. These 
divisions include states west 
of the Mississippi. 

H. E. Penner, sales man- 
ager for Div. 2 (states east 
of the Mississippi). 

T. A. Taylor, sales man- 
ager for industrial, builders’ 
hardware and department 
stores division. 

Russell Cook, manager of 
Keen Kutter Stores and 
dealer plan division. 





News About Dealers: Hardware Veteran, 





Pat Rooney Opens Store at Historic Site 


Concordville, Pa. — ROON- 
EY’S HARDWARE opened in 
the Birmingham Shopping 
Center here early this 
month. J. Henry “Pat” 
Rooney has been a salesman 
in hardware stores in Phila- 
delphia and Wilmington for 
12 years. Rooney’s Hard- 
ware is 30 ft wide with a 
sales floor 40 ft deep, plus 
a store room-office 30 by 20 
ft. The store has a lawn 
and garden, hand tool, fast- 
eners, electrical and plumb- 
ing sections plus _ house- 
wares, giftwares and toys. 
Mr. Rooney is building traf- 
fic by giving customers a 
key chain for registering, in 


making up a mailing list, 
and by mailing announce- 
ment cards through post- 
offices in the neighborhood 
of the shopping center. 


Lynwood, Calif. — ACE 
HARDWARE recently cele- 
brated its 12th anniversary 
by moving across the street 
into a new building. But the 
new store is no ordinary 
store. Its front is veneered 
with dozens of types of gem 
stones collected over the 
vears by owner Howard 
King. Since many Califor- 
nians are rock collectors 
(lapidaries), traffic for the 

(Continued on page 126) 


S. B. Habbard Opens Model Retail Store and 
Holds Successful White-Elephant Clearance 


S. B. Hubbard Co., whole- 
saler at Jacksonville, Fla., 
recently turned the Georgia- 
Florida Retail Hardware 
Assn. meeting into a success- 
ful promotion for its new 
model store and an unusual 
white-elephant sale. 

Prior to the Georgia-Flor- 
ida dealer meeting at Jack- 
sonville, Hubbard sent out 
some 1000 mailers to dealers 
who might attend. The mail- 
ers publicized the joint meet- 
ing, but also announced the 
wholesaler’s plan to unveil a 
fully-stocked model retail 
store. 

As a further spur to at- 
tendance, Hubbard held a 
clearance of old and obsolete 


warehouse stocks with the 
theme of a_white-elephant 
sale. 
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The model store combined 
with the sale produced heavy 
attendance. Hubbard officials 
were told that their promo- 
tional ideas greatly increased 
dealer attendance for the as- 
sociation meetings. 


Many dealers came to the 
association meetings just to 
see the model store. Many 
who attended were new ac- 
counts for Hubbard, and 
many were not from the area 
normally served by Hubbard. 


Local dealers who had 
heard of Hubbard’s white- 
elephant sale clamored for 
early action, and Hubbard 
officials moved the sale date 
up a full week. The sale and 
the model store’s opening 
covered a span of twelve 
days, more than planned. 
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This is S. B. Hubbard's new model store. Company executive and sales- 
men are (from left): Bill Smith, vice-president in charge of sales; 
Luke Sadler, president and treasurer; John Barker, city salesman; 
Dilliard Collier, lower East Coast salesman; Ed Raush, upper East 
Coast salesman; and Jack Fenton, merchandise manager. 





Cosgrave & Associates 
Form Affiliate Company 


Cosgrave & Associates, 
Larchmont, N. Y., have 
formed an affiliate company 
called PRO Hardware, Inc., 
with offices at 2 East Ave., 
Larchmont. 

The new company has been 
assigned the PRO Hardware 


franchises under which the 
Profitmaker Program oper- 
ates. It will conduct the buy- 
ing and manufacturing oper- 
ations connected with the 
preparation of the firm’s con- 
sumer circulars, newspaper 
ad mats and related jobs. 
The parent company will 
remain as a firm of consult- 
ing management engineers. 
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- News of the Trade 


news in brief of 


MANUFACTURERS AGENTS 


@ John O. Doxsee Co., Mis- 
sion, Kan.—John O. Doxsee 
has formed a firm to repre- 
sent manufacturers in the 
hardware, housewares and 
electrical fields in Iowa, Ne- 
braska, Kansas and Missouri. 
Home offices will be at 5211 
W. 65th Place, Mission, Kan. 
He was formerly vice-pres- 
ident, Bert J. Clark Co., 
Kansas City, Mo. Mr. Doxsee 
is immediate past president 
of the Kansas City House- 
wares Club, a member of the 
Heart of America Hardware 





Club, Central States Hard- 
ware Club, and several other JOHN 0. DOXSEE 
sales associations. 


@ Warren Tool Corp., Warren, Ohio—Washington, Oregon, 
California, Arizona, Colorado, Utah, Idaho, Wyoming, Mon- 
tana, New Mexico, Nevada and El Paso, Tex., to H. M. 
Pforsich Co. for Warren-Teed’s line of heavy forged hand 
tools. 


@ Buxbaum Co., Canton, Ohio—lIndiana to J. Christianson, 
La Porte, Ind.; Louisiana, Texas, Oklahoma, Arkansas, and 
Mississippi to Robert N. Barnes Co., New Orleans, La.; 





Colorado, Montana, Wyoming, Utah and New Mexico to 
J. D. MacLaurin, Denver, Colo.; Oregon, Washington and 
western Idaho to Walter Eastman & Associates, Seattle, 
Wash.; southern California, Arizona and Las Vegas, Nev. 
to Henry A. Lauer & Associates, Los Angeles, Calif. and 
northern California and Reno, Nev. to Grandco Sales, San 
Francisco, Calif. 


@ Monelle Corp., Chicago, Ill—Texas, Oklahoma, Louisi- 
ana and Arkansas to Mullins-Holley and Co., Dallas, Tex.; 
Illinois, Indiana and southern Wisconsin to Windenweder 
and Ladd, Inc., Chicago, Ill.; metropolitan New York, New 
Jersey and parts of New England to Strassburger-Suffel 

o., Union, N. J.; North and South Carolina and Virginia 
to Lewis Associates, Raleigh, N. C. 


@ Art Wire and Stamping Co., Newark, N. J.—Ohio, Mich- 
igan, Indiana and Cook County, Ill. to Ken Lowery Co., 
Toledo, Ohio. 


@ Big Boy Products Div., Dalton Foundries, Inc., Warsaw, 
Ind.—Minnesota, Northern Wisconsin, North and South 
Dakota to Mullen, Russ, Custis Co., Minneapolis, Minn. 


@ Clark Housewares Sales Co., Cincinnati, Ohio—Stanley 
L. Clark, Jr., has joined the firm to coordinate sales among 
dealers, distributors and Clark’s territory salesmen. 


@ Swing-A-Way Mfg. Co., St. Louis, Mo.—T. B. Swartz- 
baugh of Keller & Thackery, Chicago, Ill. for the sale of 
kitchen appliances. 


@ Consolidated Fruit Jar Co., New Brunswick, N. J.—New 
York and New Jersey to Walter Kerr, New York, N. Y. 





One order, one source...for more fastener business 


Only Screw and Bolt Corporation 
OFFERS YOU ALL FOUR! 





Award Winning 





Packaging 


Sturdily built for product 
protection and ease of hand- 
ling, they rated national 
recognition—attractive, col- 


or-keyed, full-sized labels. 


Widest Range 
Available 


This most complete line of 
engineered fasteners lets 
you satisfy every customer 
need. Prompt delivery on 
all hardware fasteners. 


Merchandisers 


Brilliant red salesman stops 
traffic anywhere on high 
profit zinc plated bolts. 
Handy charts simplify pric- 
ing. We imprint for you. 


Quality Brand 
Name 


Well-known fasteners with 
built -in ready customer ac- 
ceptance—that do the job— 
assure continuous turnover. 


Take advantage of all four—see your Screw and Bolt Corporation distributor 


SCREW AND BOLT CORPORATION 


Formerly Pittsburgh Screw and Bolt Corporation 


AMERICA'S MOST GOMPLETE LINE OF 
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A new name for a dependable old friend 


On April 15, Pittsburgh Screw and Bolt share- 
holders voted to change their company’s name 
to Screw and Bolt Corporation of America. 

This new name clearly reflects our continuous 
expansion and diversification to service the ever 
increasing and rapidly changing needs of our 
customers. Today, with four major divisions and 
plants from Texas to Connecticut, our national 
scope of business has earned for us the reputation 
as producers of ‘“‘America’s most complete line of 
industrial fasteners.” 


SCREW AND BOLT CORPORATION 


Formerly Pittsburgh Screw and Bolt Corporation 
DIVISIONS: Pittsburgh 


AMERICA'S MOST COMPLETE LINE OF 


Gary Screw and Bolt 


In keeping with this progress, our new, fully 
integrated Pittsburgh plant, covering—under a 
single roof—an area equivalent in size to ten 
football fields . . . offers the utmost in operating 
efficiency. It is representative of the modern facil- 
ities and up-to-date production techniques that 
keep our quality tops and our service prompt. 

We are happy to announce this name change 
to our many friends and look forward to serve 
you under our new banner... Screw and Bolt 
Corporation of America. 


YMA 6710 





P. O. Box 1708 Pittsburgh 30, Pennsyivania 


Southington Hardware American Equipment 


INDUSTRIAL FASTENERS 
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FREE... 

MOST PROFITABLE 
ROPE TRICK YOU 
CAN USE! 


Plymouth SalesRak... works 
just like magic. It’s a complete rope department 
in minimum space. Yours free—display and dis- 
penser rack when ordered with initial purchase 
of SalesRak 16-spool unit. Lets you reel off prof- 
its with the most popular hardware and boating 
ropes . 4", %6" and 3," diameter ropes in 
lengths up to 300'. . . 4" ropes up to 200'. For 
use with Ship Brand Manila, Sisal, Puritan, 
Goldline, Nylon, and Dacron ropes. Contact 
your jobber salesman or write direct to Plymouth. 


PLYMOUTH 





New Sylvania Affiliate 
Elects Shaw President 


Styling, merchandising and 
distribution functions for 
Sylvania television sets, ra- 
dios and phonographs will be 
handled by a new wholly- 
owned marketing subsidiary 
of Sylvania Electric Products 
Inc. 

Robert L. Shaw, former 
division general marketing 
manager, was elected pres- 
ident of the subsidiary named 
Sylvania Home Electronics 
Corp. 

Mr. Shaw joined Sylvania 
in 1952 and has served as 
district sales manager, na- 
tional radio sales manager 
and branch operations man- 
ager for the division. 


News About Dealers: 





(Continued from page 123) 
grand opening sale was 
heavy. Free gem-stones were 
given to children during the 
sale, and elicited much more 
interest than balloons or 
candy. 


Elwood, Neb.—Mr. and 
Mrs. James J. Leggott have 
opened a newly decorated 
and completely remodeled 
store. 


Rocky Ford, Colo.—A 
three-day opening of LYONs- 
BURMOOD HARDWARE AND 
FURNITURE featured a free 
prize each day. On register- 
ing, all visitors received a 
vegetable brush and a dust 
pan. Bob Lyons is co-owner 
and manager. E. E. Bur- 
mood, co-owner, will handle 
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News of the Trade 





orders in the decorating de- 
partment, which will stock 
draperies, shutters and floor 
coverings. 


Houston, Tex. — HAROLD’S 
HARDWARE AND APPLIANCE 
Co. has opened a fourth store 
in the Bunker Hill Shopping 
Center. The store has a com- 
plete line of home appliance 
and features high-fidelity and 
stereophonic sound equip- 
ment. The Harold store at 
701 Tatar St. in Pasadena 
recently added a stereo and 
hi-fi department. 


Des Moines, lowa—GROEP- 
PER AND JENKS HARDWARE 
STORE at Remsen is now com- 
pletely owned by Clarence 
Groepper who bought out his 
partner Albert Jenks. 


Oak Grove, Mo.—JOHNSON 
AND PIERCE HARDWARE was 
purchased last month by 
Kenneth Royer and Clyde 
Hopper. A full line of elec- 
trical appliances, including 
televisions, radios and wash- 
ers will be featured with a 
complete line of hardware 
for the home and builders. 


Alliance, Ohio—STAM- 
BAUGH-THOMPSON HARDWARE 
held a 3-day grand opening 
in early April in the College 
Plaza Shopping Center. 
George R. Raiger, manager, 
said that crowds thronged to 
the new store throughout its 
Get Acquainted Days sale. 
This is the newest of 11 
Stambaugh-Thompson stores 
and company president James 
B. Thompson and merchan- 
dise manager G. C. Jeffrey 
were on hand for opening day 
ceremonies. 
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CORDAGE COMPANY 


Plymouth, Massachusetts This new Stambaugh-Thompson Store (the firm's | Ith store) opene 


with a Get Acquainted Days sale in the College Plaza Shopping 
Center, Alliance, Ohio. 
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These rugged lifetime aluminum driveway guides 
sell like “hot cakes.’’ Equipped with high power 
Stimsonite lenses, front and rear. Reflects head- 
light beams. Nothing to rust. Made in 3 sizes 
to meet every requirement. 





Duun-Vorn Rustless Aluminum 


PROTECT YOUR LAWN 


FROM UGLY RUTS 








— 


Driveway Guides) 


| 


LIST PRICES 


20” tall, 1” reflectors, 










No. 220 


le”! _~ body stock each $ .85 ‘ ks 
No. 230 2%” tall, 134” reflectors, Bea 
= » , = f each 
4/16”x*4” body stock each 1.45 3 | oo its one 
No. 236 36” tall, 3” reflectors = / display 
3/16”"x34” body stock each 1.95 card as 
pictured. 





DUNCAN -MORRIS CO. 


Ce ee 2 ° AKRON, OHIO 
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Where Prices are Born, Not Raised. QUALITY BRICK-MASON TOOLS 


JOINTERS, TUCKPOINTERS, SLEDRUNNERS ROUND AND V, LINE 
TWIGS, PINS AND STRETCHERS. Also imprinted Pins and Twigs. 

GET THE 240 assorted Tool Pack. all pre-priced and packaged Shp. wt. 172 
Retall—$42.97. Dealers less 40%-—$i7.19. ist order pre-paid—$25.78. 


Ask yeer jobber or write—FREDERICK TOOL MFG. CO., 
Want more facts? Circle 205, p. 71 


ELKHART, IND. 
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WITH EXCLUSIVE SALES-BUILDING FEATURES 
CUSHION grip Neoprene rubber bonded 
*to hickory handles! Non-slip; shock 
absorbing! Full polished or velvet 
black heads individually lock-wedged. 
Field tested; endorsed by craftsmen 
everywhere. Competitively priced with 
generous discounts. Write for “4 SiN 


GRIFFITH-JOOLS quality standa 




















“SHOCK RESISTANT GRIP 
GRIFFITH TOOL WORKS, INC. 
PHILADELPHIA 1, PA. 












Want more facts? Circle 206, p. 71 





All these people 


and 499,999,990 more 
are seeing E:lmer’s 


Glue advertisements 
this year! 


Stock the line! 





hordens Products FOR THE HOME HANDYMAN 


Want more facts? Circle 207, p. 71 
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So many 
uses around the 


Versatile QUIXOL}® is loaded 
with sales appeal — it does so 
many jobs so well. And it’s 
a superior water-free shellac 


thinner and solvent. 


What’s more — QUIXOL’s 
modern, convenient, factory- 
packaging saves spillage, 
evaporation losses and exces- 
sive handling costs that go 


City 
We are a [| Retail Dealer 





with old-style bulk solvents. 


Plan now to get your share of 
the repeat business and extra 
profits enjoyed by QUIXOL 
dealers! Specify versatile 
QUIXOL on your next order! 
And don’t forget QUAKER- 
SOL®, the shellac thinner 
that builds business, another 
CSC top quality product. 


COMMERCIAL SOLVENTS CORPORATION, Specialties Department 
260 Madison Avenue, New York 16, N. Y. 


Please send free folder on [|_|] QUIXOL and [] QUAKERSOL 
and the name of my nearest supplier. 








[] Wholesale Distributor 


cle 208, p. 71 
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Enters Semiretirement 











News of the Trade 





brief reports of 


MANUFACTURERS SALESMEN 


@ Columbus Coated Fabrics Corp., Columbus, Ohio.—Fred 
M. Moser to eastern regional sales manager; William V. 
Lewis to southern and central regional sales manager; Ear! 
H. Secrest to midwestern and west coast regional sales 
manager; Frank G. Connell to tablecoverings merchandiser; 
Richard H. Ludwig to plastics merchandiser and Merrill G. 
Weaver to director of customer service. 


@ Proctor Electric Co., Philadelphia, Pa.—Ambrose J. Pitts 
from sales manager, housewares for General Electric Sup- 
ply Co., Memphis, Tenn., to sales manager, Memphis district 
including Arkansas, western Tennessee, north Mississippi 
and northern Alabama and J. Robert Oliver from a dis- 
tributors’ salesman to sales manager, Cleveland district. 


@ Atkins Saw Div., Borg-Warner Corp., Indianapolis, Ind. 
—Jesse R. Moore to Central Div. manager. A veteran of 
17 years with the firm, Moore succeeds Burleigh L. Owens 
who has been named manager of industrial sales for the 
division. 


@ Clemson Bros., Inc., Middletown, N. Y.—Thomas N. 
Beairsto to factory sales and service engineer representing 
the firm to Middle Atlantic hardware and industrial dis- 
tributors. 


@ Hamilton Beach Co., Div., Scovill Mfg. Co., Racine, Wis. 
—Jack H. Roberts from Los Angeles, Calif. sales repre- 
sentative to district sales manager in San Francisco and 
the Bay Area with headquarters in that city. 


@ Borden Chemical Co., New York, N. Y.—wNicholas B. 
Alaga to western sales manager of the firm’s consumer 


products department with headquarters in Los Angeles, 
Calif. 


@ Woodpecker Woodware, Los Angeles, Calif.—Charles M. 


Kidd to a territory south of Los Angeles and some areas 
of Los Angeles proper. 


@ S-K/Lectrolite Tools, Chicago, I1]—M. Y. Rowell to Ar- 
kansas, Louisiana, Mississippi and western Tennessee. 


@ Utica Drop Forge and Tool Div., Kelsey-Hayes Co., 
Utica, N. Y.—Howard A. Edick to Virginia, Tennessee and 
the Carolinas for the company’s hand tools line. 


@ Vichek Tool Co., Cleveland, Ohio.—Forest E. Wall from 
sales representative to Ohio sales area district manager. 





Scott will continue with the 
firm working three days a 
week for at least a year. 


Veteran Hardwareman 


Walter Scott, co-founder 
of the Meyer Merchandising 
Service, Inc., Chicago, II1., 
after 54 years in the hard- 
ware business is going into 
semiretirement. 

Mr. Scott started his ca- 
reer as an order clerk with 
Van Camp Hardware & Iron 
Co. in 1905. He later held 
positions as a cutlery buyer 
and merchandiser for Shap- 
leigh Hardware Co., Sim- 
mons Hardware Co. and 
Hibbard, Spencer, Bartlett & 
Co. In 1951 he formed the 
Meyer Merchandising Service 
with W. F. Meyer, Sr. Mr. 


Liberty Group To Hold 
Sport Goods Sessions 


Liberty Distributors will 
hold its summer buying meet- 
ings at Chicago’s Sheraton 
Hotel during the National 
Wholesale Sporting Goods 
Show. 

Two sessions are planned, 
an afternoon session on Aug. 
1 and a luncheon meeting 
on Aug. 4. 

About 30 sporting goods 
buyers are expected to at- 
tend. 
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DRILL 
STICKLEBACK < 
hs ROUTER 


STICKLEBACK cK | 


ORILL ROUTER DRILLS! 
REAMS! 
SAWS! 

ROUTS! 
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With Any 
Electric Drill 








SELF MERCHANDISING 
FOUR COLOR DISPLAY CARD 
PRE-PRICED FOR FULL PROFIT 


S113S NDVEIWNDILS—IDIAUIS 413S— STIIS NDVGIIDUS—IDIAUIS 4173S 


Ask Your Jobber 


4 + 
Or Write: TEC IMPORTS 


15001-03 CALIFA STREET 
VAN NUYS, CALIFORNIA 
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MAKE EXTRA PROFITS! 


SHARPENING LAWN MOWERS 
the MODERN WAY 


When you sharpen 
the mowers you sell 
you cash in on an 
untapped source of 
profits. You can do it 
easier and faster be- 
cause MODERN’S 
NEW HEAVY 
DUTY LAWN 
MOWER SHARP- 
ENER AND BED 
KNIFE GRINDER 
has been especially 
designed to help you 
do the job. Pays for 
itself the first month. 


ws" 


a4 
Only $276.00 FOB Pasadena. 
THE MODERN WAY IS THE BEST WAY 


* Will do 6 precision operations . . . all you need 
* It is compact % Made of 100% Steel Construction 
*% Anyone can learn to operate a Modern 


Plan to get started today.....: send for complete details. 
Write to Dept. H.A. 


sal aera 
iS ili pit # 
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Buy VOOR vet HARDWARE / wooeRn } 
\ STYLES: } 
The Best Value and The Consumer's Chea ~---7 
BETTER SELF SELLING DISPLAYS 


CARDED 





DISPLAY BOX DISPLAY RACK DISPLAY KIT DISPLAY BOARD 


Increase Sales... Reduce Selling Costs 
SETTER QUALITY 


KNOBS, PULLS & HINGES IN CROME OR BLACK @ BACK PLATES IN CHROME, BRASS OR COPPER 


1. New contemporary styles add charm. beauty and new life to natural finish 

sae peg -d cabinets in kitchen. hall. family room. etc 
Extra features in design, utility nish, maternal, and workmanship 
é oii and durability 


standard size screws perfect threads. 


r 
uper ft “ah zinc alloy die cast assure tr 
Full size comfortable ger 


BETTER PRICE 


Retail Price Provides 30% Saving to Consumer 


MADE IN U.S.A. WRITE FOR CATALOC AND PRICE LIST 


RN la ig ica mia 
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«SELL : BENTZINGER 


semevica's Seat 
Brash Value 


preferred by 
HOMEMAKER... MASTER PAINTER / 


‘ —) 





Bentzinger offers a full line of 
Wall, Sash, and Varnish-Enamel 
Brushes. Imported Bristle, Tynex 
Nylon and good selection of 
Pure Chinese Bristle Brushes. 
Master Painter Approved. Type 
and size range make selection 
easy. 


Now in a new brush package,de- 
signed to protect the bristle and 
help in the overall sale of brushes. 


PROFITS! 


Dealers and Jobbers 
ore sure of = full 
profit they 
sell Bentzinger Paint 
Brushes. Write for 
catalog & price list. 





when 














317 NORTH THIRD, ST. LOUIS 2, MISSOURI 
Want more facts? Circle 212, p. 71 
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MELMAC® CENTER at J. L. HUDSON CO., 
DETROIT, MICHIGAN 


Take advantage of consumer familiarity with the name, 
Metmac”. Bring your MELMAC quality melamine 
dinnerware patterns together in a MELMAC CENTER. Try 
it, even if you carry only two or three lines. Stock should 
move faster—profits soar higher. 


MELMAC is the registered trademark of American Cyanamid Company. 
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SELL DEW 2 


SY 


THE SNOW WHITE PLASTIC IN A TUBE \: 
\ 


TUB and TILE} 
CAULK 


'S} 
PROVEN 5 “tics \F 
FREE SAMPLE—Jobber inquiries invited ae 


DE WITT PRODUCTS CO. (@ 7-7 
5858 PLUMER ST. + DETROIT 9, MICH. SELLS 
Want more facts? Circle 214, p. 71 
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No. 68 
FOR “SURFACE MOUNTING 


tdjustable Shelf 
Standards 
FLUSH or SURFACE MOUNTINGS 


for 


BOOK SHELVES * CUPBOARDS 
STOCKROOMS °* STORE FIXTURES 
LINEN CLOSETS * MEDICINE CHESTS 

CHINA CLOSETS, etc., ete... 


Can be mounted on the surface or 
flush with the woodwork. 


No. 67 PARKER ADJUSTABLE 
SHELF STANDARDS ——> 


For either flush or surface mounting. 
Brackets snap in and out easily and 
require no tools. Shelves can be 

raised or lowered instantly as re- 


quired. 
ADJUSTABLE — 


for i” of 1-1 Made of heavy gauge steel, 
0.0. Hana ty ad . 
fit either Standard electroplated rust resistant 
finish. 
LOW IN COST 


Immediate shipment from 
stock! Write for Catalogue 
and Samples on your busi- 
ness letterhead. 


S. PARKER HARDWARE MFG. CORP. 


SINCE Lele) 
Builders .* Showcase * Cabinet Hardware 
27 LUDLOW STREET * NEW YORK 2, N.Y. * Phone WAlker 5-6300 


Want more facts? Circle 216, p. 71 











You can sell a set 
to every household 


H 6-in-1 Set 4-in-1 Set 


includes hammer, Steel screw drivers 


ngil-puller and 4 with knurled brass EF] / ) 





sizes of screw 


: handies in 4 sizes 
drivers 


Packed in Display Boxes or Carded 








Liberal freight allowance. Write for 
prices, including name of your jobber. 
Send 50¢ for prepaid sample. 





GAM Manufacturing Co., Lancaster 1, Pa. 








Want more facts? Circle 217, p. 71 








wannes, CHAITEK PROOE SCRARERS 


Replaceable 
double-edge 
blade 


Sides beveled 
for close work 


Convenient hang-up hole 


Here's the rugged scraper thousands of handymen prefer. 
Chatter-free blade is reversible, replaceable, easily sharpened. 
Scraper comes in bright Warner orange and glossy black. Three 
sizes —214” x 10”, 134” x 8”, and 1” x6”. Try a dozen. See how fast 
they turn over. Write today for literature, prices and a free scraper. 


accumacr WARNER 


MANUFACTURING CO. 
807 SIXTEENTH AVE. S.E., MINNEAPOLIS 14, MINN. 


Want more facts? Circle 215, p. 71 
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Lucky Hardwareman 
Will Win Show Prizes 


Advanced registration 
forms for the 14th National 
Hardware Show, Sept. 28- 
Oct. 2 at New York City’s 
Coliseum, have special mean- 
ing this year. 

Among those forms filled 
out and returned to show 
headquarters will be the 
500,000th registrant in 14 
years. This lucky person will 
be notified by wire that he 
has won two evenings on the 
town, with dinner and theater 
tickets. 

In addition, the lucky 500,- 
000th show attendant will 
get a lifetime, gold regis- 
tration card, the only one in 
existence. He (or she) and 


News of the Trade 





his spouse will receive these 
awards at special opening 
day ceremonies. 

Managing director of the 
show, Frank M. Yeager, 
says that a sellout of more 
than 1000 exhibitors is prac- 
tically assured. Attendance, 
Mr. Yeager says, will top 
last year’s record. 

Every inch of the Coli- 
seum’s four floors is slated 
for occupancy, with a special 
section of more than 100,000 
sq ft for the show’s lawn, 
garden, and outdoor living 
division. 

Advance registrations are 
now being received. You may 
write for forms to: National 
Hardware Show. Suite 1103, 
331 Madison Ave., New York 
City 17. 





Moore-Handley Plans 
Three Dealer Marts 


The Moore-Handley Hard- 
ware Co., Inc. is staggering 
the dates of its three Fall 
Merchandise Marts to give 
dealers a better opportunity 
to attend. 

This year the Mobile and 
Nashville shows are a week 
apart, and the Birmingham 
show will be held on two 
separate dates. 

The Fall Merchandise Mart 
dates are: Nashville, July 26- 
August 1; Mobile, August 
2-8, and Birmingham, Aug- 
ust 9-12 and 16-19. 


Albany Hardware Sets 
Toy Room Opening Date 


Albany Hardware & Iron 
Co., Albany, N. Y., whole- 
saler has set July 1 as open- 
ing day for its 1959 Toy Dis- 
play Room. The room will 
remain open until Dec. 24. 

Dealers will be invited to 
see the display at their con- 
venience during summer 
months. In addition to toys, 
there will be a section of the 
room devoted to housewares, 
electric appliances and gift 
wares. 

A toy flyer and promotion 
of the Billy & Ruth Toy 
Book will support Albany’s 
merchandising activities. 


Antitrust Case Closed 
By Dissolving Assn. 


The antitrust case against 
the Nassau & Suffolk County 


Retail Hardware Assn. is 
ended. 

A final judgment was en- 
tered several weeks ago in 
the civil case directing that 
the association be dissolved. 
The judgment was entered 
with the consent of the as- 
sociation in federal district 
court. 

The criminal case ended on 
Dec. 16, 1957. The associa- 
tion pleaded that it could not 
contend with the govern- 
ment’s charge and was fined 
$5000. 

The criminal and civil 
cases charged that the asso- 
ciation conspired with various 
manufacturers and _ whole- 
salers to cut off hardware 
and housewares to Long 
Island discount houses and 
to boycott manufacturers 
and suppliers selling to the 
discount houses. 


Program for Executives 
In Retail Management 


The College of Business 
and Public Service and the 
Continuing Education Ser- 
vice of Michigan State Uni- 
versity is sponsoring an 
executive program in retail 
management July 12-17 at 
Fast Lansing, Mich. 

This program is intended 
for executives from 35 to 45 
years old and is limited to 
25 persons, sponsored by 
their companies. Tuition for 
the program is $200. Details 
can be obtained from Dr. 
Ole S. Johnson, 103 Business 
Administration, Michigan 
State University, East Lan- 
sing, Mich. 





Ctep up your cales with 
SOUTH BEND TOY 


—Leader in year ’round 
best sellers! 


ws Bae Bat teen 


Get your share of the extra profits with the 
exciting new “300” Bowling Game. Automatic- 
type pin setting speeds action. You get 
strikes, spares and a perfect score just as in 
regulation bowling. For all ages. May be 
played indoors or out. 


ites Linnie 
ee - 





South Bend Croquet is stronger than ever. Smart styling... 
rugged rock-maple construction. ..grooved and knurled balls, 
plus South Bend’s exclusive automatic arch, are features that 
ring up fast, easy sales —register good profits for you. 


SALES 
OFFICES 





New York— Suite 424, 200 Fifth Avenue, New York 10, N.Y. 
Chicago— Suite 1435, Merchandise Mart. 

Midwest—South Bend, Indiana. 

South—633 — 3rd National Bank Bidg., Nashville 3, Tenn. 
Denver & Pacific N.W.—2840 W. 93rd St., Seattle 7, Wash. 
Calif. & S.W.—2200 Ocean View Ave., Los Angeles 57, Calif. 
Canada—Standard Cycle Products, Toronto, Ontario. 


Preferred and trusted by America’s parents for 85 years! 





SOUTH BEND TOY 


Want more facts? Circle 218, p. 71 


HARDWARE AGE, May 21, 1959 © 131 








Washington Hardware Men Get Certificates 


ve 


ty 


George P. Merrill (center), national secretary-treasurer, 


Ser 
aS 
—- 


a 


American 


Society of Architectural Hardware Consultants, presents A. H. C. 
certificates to three salesmen of Washington Hardware Co., Tacoma, 
Wash. wholesaler. The officially appointed Architectural Hardware 
Consultants are, left to right: William Andrews, Stanley Langlow, 
Mr. Merrill, George Morgan, R. S. Wainwright, a certificate holder 


since 1940, is at right. 





W. Bingham Co. to Have 
2 Toy and Gift Shows 


The annual Toy and Gift 
Show held by the W. Bing- 
ham Co., Cleveland whole- 
saler, will take place in 
Cleveland and in Syracuse, 
N. Y. this year. 

The annual Toy and Gift 
Show at Cleveland will be 
held in the Bingham Co. 
warehouse, 1278 West 9th St. 
The Syracuse Toy and Gift 
Show, for dealers in New 
York state and adjacent 
states, will be held in the 
War Memorial Blidg., Syra- 
cuse. 


E. V. MILLS 


Rocco Products Elects 
E. V. Mills Sales V-P 


E. V. Mills, formerly sales 
promotion manager, Mar- 
shall-Wells Co., Duluth, 
Minn., has been elected vice- 
president, sales, Rocco Prod- 
ucts, Inc., Minneapolis, Minn. 

He owned and operated a 
retail hardware store prior 
to joining Marshall-Wells 
Co. 
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GENE WEBBER 


Webber is Sales Head 
Of Wagner Housewares 


Gene Weober has been ap- 
pointed sales manager, 
Housewares Div., E. R. Wag- 
ner Mfg. Co., Milwaukee, 
Wis. 

Mr. Webber was recently 
with the Chicago office of 
Cunningham & Walsh and 
was formerly a marketing 
consultant with Booz, Allen 
& Hamilton. 


Lyon Metal Inc. Elects 
Olesen Executive V-P 


J. M. Olesen, formerly 
vice-president, sales, was 
elected executive vice-presi- 
dent, Lyon Metal Products, 
Inc., Aurora, Ill., April 27. 

Mr. Olesen joined the 
Sales Div. in 1929 and 10 
years later became manager, 
Steel Fixture Div. He has 
been assistant sales manager, 
steel equipment department 
manager and general sales 
manager. He was. elected 
vice-president, sales, in 1952, 
and a director in 1955. 


1959 
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Lawn-Boy Sets up New 
5-Region Operation 


Lawn-Boy, Div. of Out- 
board Marine Corp., Lamar, 
Mo., has established a new 
5-region national factory 
sales operation. 

This move is a part of the 
major program to streamline 
Lawn-Boy’s new franchised 
distribution network. 

Each sales region will be 
supervised by a regional 
manager. The new managers, 
region and headquarters are 
as follows: 

Paul Regan, Northeast, 
Pittsburgh. He was eastern 
district manager. 

Donald N. Berret, South- 
east, Jacksonville, Fla. He 
was southern district man- 
ager. 

Rex Alexander, North 
Central, Kokomo, Ill. He was 
in the sales department. 


Phillip C. Tennis, Far 


West. He was West Coast 
district manager. 

Ted Bell, West, Kansas 
City. He was in the sales de- 
partment. 


Dealers Vote On 
Fair Trade Law 


Hardware dealers across 
the country are casting their 
votes on Fair Trade in the 
Hardware Age Fair Trade 
survey. 

Dealers were asked to ex- 
press their opinions for or 
against Fair Trade in an ar- 
ticle published in HARDWARE 
AGE, May 7, p. 57. 

A ballot for use in voting 
on Fair Trade was included. 
If you have not mailed in 
your ballot, read the May 7 
article and mail in your vote. 

A tabulation of the results 
of the voting on Fair Trade 
will be published in the next 
issue of HARDWARE AGE. 





Paint Salesman’s Group Elects Officers 


Some club directors gather behind newly elected officers at the May 


co 


meeting of the Philadelphia Paint Salesman's Club held at Philadel- 


phia's Penn-Sherwood Hotel. 


New officers 


seated left to right: 


R. K. Beatty, Loos & Dilworth, secretary-treasurer; H. L. Hatton, 
Yarnall Paint Co., president; J. S. Buten, M. Buten & Sons, outgoing 
president; S. A. Marks, Luminall Paints, first vice-president; and 
P. E. Greeby, Geo. D. Wetherill & Co., second vice-president. Four 
new directors are: F. M. Connelly, representative; Frank Moyer, 
Sapolin Paints; H. E. Oliver, Patterson-Sargent Co.; and J. A. Foust, 


Chemical Concentrates. 





Russell Herig Elected 
Beaver Vice-President 


Russell Herig has been 
elected vice-president of 
sales for Beaver Pipe Tools, 
Inc., Warren, Ohio. He had 
been sales manager. 

Mr. Herig joined Beaver 
Pipe in 1954 as field sales 
manager. Previously he had 
built up many years of expe- 
rience in the field in New 
York. Mr. Herig became 
sales manager in 1956. 

D. W. Lininger has been 
named assistant sales man- 
ager to work with Mr. Herig. 








WILLIAM VY. THEISS 


William Theiss Joins 
Nixdorff-Krein Co. 


William V. Theiss, form- 
erly of Shapleigh Hardware 
Co., St. Louis wholesaler, 
has joined Nixdorff - Krein 
Mfg. Co., also of St. Louis. 
He has been appointed ad- 
ministrative assistant in the 
sales department. 

Mr. Theiss was with Shap- 
leigh Hardware for 22 years. 
For the past two years he 
was buyer of lawn and gar- 
den equipment and toys. 


Geo. Worthington Has 
Two Shows This Summer 


The Geo. Worthington Co., 
Cleveland wholesaler, will 
hold a separate dealer Toy 
Show June 7 to 12 in addi- 
tion to its annual Toy & Gift 
Show to be held July 19 
to 29. 

This year’s Toy & Gift 
Show will open right after 
the National Housewares 
Show closes to enable Worth- 
ington to display new house- 
wares items. 


Consultants Organize 


Stanley Langlow was 
elected president of the Puget 
Sound Chapter of the Amer- 
ican Society of Architectural 
Hardware Consultants. 
James Tuttle, of Northwest 
Builders Hardware in 
Seattle, was elected secre- 
tary-treasurer, and Herb 
Dill, of Schlage Lock Co., is 
vice-president. The chapter 
was recently organized with 
the aid of George P. Merrill, 
national secretary-treasurer. 
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Sheet Metal Distributors Assn. Holds 49th 
Spring Meeting; Features Management Forum 


The National Assn. of 
Sheet Metal Distributors 
held its 49th spring conven- 
tion at Pittsburgh’s Pick- 
Roosevelt Hotel, April 30 and 
May 1. Some of the liveliest 
sessions were generated dur- 
ing the well attended man- 
agement forum held 
May 1. 


Featured speakers at the 
opening Apr. 30 
were: 

Louis N. Stark, director of 
employee communications, 
Westinghouse Electric Corp., 
who spoke on “working for 
better understanding.” 


Dr. Allan H. Meltzer, as- 
sistant professor, Dept. of 
Economics and _ Industrial 
Administration, Graduate 
School of Industrial Admin- 
istration, Carnegie Institute 
of Technology, who spoke on 


on 


session 


“veneral business condi- 


tions.” 


Other speakers included: 
B. L. Bishop, sales manager, 
sheets and strips, Bethlehem 
Steel Co.; Burton Longwell, 
assistant sales manager, 
Sheet & Strip Div., Republic 
Steel Corp.; Hugo T. Wilder, 
product sales manager, Alu- 
minum Co. of America; and 
A. B. Lewis, Jr., 
products manager, 
Donavin Mfg. Co. 


Bethlehem Steel Co. and 
Republic Steel Corp. pre- 
sented films during the ses- 
sions. And, other highlights 
of the two-day affair, accord- 
ing to T. A. Fernley, Jr., 
executive secretary of the 
association, included a tour 
of the Alcoa Building plus a 
reception given by Follansbee 
Steel Corp. 


specialty 
Palmer- 





Graduates 


e ghee 


rte 


of Advance Training Course in Builders’ Hardware 


These men have successfully completed the Advance Training Course in Builders’ Hardware jointly sponsored by the Metropolitan Builders’ 
Hardware Club and the New York Chapter of the American Society of Architectural Hardware Consultants. The graduates are shown in 
attendance at their graduation dinner held at New York's Hotel Shelburne. Featured speakers of the evening were: L. V. Rowlands, publisher 
of HARDWARE AGE; and William Kraengel, coordinator of evening trade schools of the New York City Board of Education. The 19-week 
course, given at the Brooklyn Technical High School, includes fundamentals of blueprint reading, take-off, scheduling and specification 


writing. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum 50 words 
Each additional word.. 
Positions Wanted 


(Special Rate) set solid, maximum 
words . 
Each additional word & 
Allow Seven Words for Keyed Address 


or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
Chestnut & 5éth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must -ccompany order in form 
of check or morey order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 











Representatives Wanted 


Representatives Wanted 





Accounts Wanted 











HARDWARE SALESMEN 


Calling on retail hardware 
yard dealers, also plumbing 
supply concerns. One size 
fits all screws and designs for all types 
of walls High Commission Protected 
territory to qualified salesmen. 


FITSALL SCREW ANCHOR 
473 S. Franklin St.. Hempstead, New York 


and lumber 
and electrical 
Screw Anchor 











WANTED 


MANUFACTURER’S REPS., 
HARDWARE XTURE SALESMEN Nationally 
advertised manufacturer of hardware store fixtures 
has desirable territories open for aggressive salesmen 
on a distributor basis. This is an unusual plan and 
an excellent opportunity for financial independence. 
Send full particulars of background in first letter. 
Box 508, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 


DISTRIBUTORS 
FI 











EXPERIENCED SALESMEN 


With following among retail 
furnishings stores, 


hardware and house- 
popular branded 


handled as a side 


to sell the most 
line of dog furnishings. 
line 


Can be 


Liberal commission. Choice territories open. 


Box 527, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














SALESMAN WANTED. 
‘utlery Mfr. interested in salesman not over 35 
yrs. residing in N. Y. or Conn. Must have a 
successful record as a Jobbers Salesman in Hard- 
ware, Notions or Variety Store Fields. Excellent 
opportunity for advancement to supervisory or 
management position for progressive, energetic 
man. Write giving complete details, age, expe 
rience, marital status, references, etc. Recent 
»hotograph if possible. All inquiries held in strict 
confidence. Box 426, c/o Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa 


Nationally known 





JOBBERS AND SALESMAN: Aluminum 
polish, tast acting. Especially developed for dirty, 
taded, pitted or oxidized aluminum. Wonderful 
promotional items. Box 515, c/o Harpware AGeE, 
Chestnut & 56th Sts., Philadelphia 39, Pa 





REPRESENTATIVES WANTED. All 
ritories now available for commission representa- 
tives calling on Municipalities, Public Utilities, 
Industrials, County and State =a Depart- 
ments to sell Type K, L, and M. Copper Water 
Tubing and Copper Tube Fittings. iene state 
territory experience and all details. Confidential. 
Box 520, c/o Harpware Acer, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


ter- 





EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, depart- 
ment, variety and chain stores. Good commission. 
Write: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, St. Paul 6, Minn. 





ALL TERRITORIES— 
CHAINS, department stores, hardwares, jobbers, 
lumber yards, etc.—Patented ‘“‘Topside Gutter 
Shield”"—Packaged in artistic display cartons for 
do it yourself market. High volume potential. 
10% commission. Knight Specialties Co., 4940 
Greenfield, Dearborn, Michigan. 


AGENTS SELLING 
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WANTED 


MANUFACTURERS’ REPRESENTATIVE 
NOW CALLING ON HARDWARE AND 
DEPARTMENT STORE TRADE IN THE 
STATE OF MICHIGAN TO REPRESENT 
PROMINENT FIREPLACE FIXTURE 
MANUFACTURER 


Box 523. c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 




















MANUFACTURER 


of galvanized steel clothesline T poles. 
Seeks active agents for Georgia, Ala- 
bama, and other southern states. Item 
shipped K. D. and meeting with great 
Success. 


Tubular Metal Products 


555 W. (8th Street, Hialeah, Florida 














SALESMEN--SELL 
industrials. Quality line 
tected territory. Only 
dustrials with allied 
BRUSH CO., INC, 
York 11, N ; 


PAINT BRUSHES to 
liberal commission. pro- 
men now calling on in- 
line considered. STRA 
119 W. 23rd St., New 





SALESMAN PLUMBING SPECIALTIES to 
sell for established national distributors, exclusive 
territory, 10% commission. Write full details 
with references. Replies confidential. cron 
Supply Co., Inc., 216-218 Grand Street, Bklyn. 
11, N. Y¥ 





EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item package tor 
ioe to plumbing supply houses; hardware distrib- 
utors and retailers. Unique demonstration sells 8 
out of 10 on first call. Box 123, c/o HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 


REPRESENTATIVES Ww ANTED TO SELL 
DIRECT to large users, retail or jobber level, 
plastic pipe, fittings and clamps, toilet seats 
(sprayed, vinyl covered, and mother-of-pearl), 
sjlastic clothes line, industrial hose, including all 
inds of hose for automatic washers. Box 209, 
c/o Harpware AGE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 











Accounts Wanted 





STOP LOOKING. Established representatives, 
traveling three men, covering Florida, Georgia, 
Alabama. Selling all phases of the Hardware 
Trade. COVERAGE GUARANTEED, PLUS 
RESULTS. Write: D M SALES COMPANY, 
P. O. Box 44-153, Tamiami Station, Miami 44, 
Florida. 














oer ate A ANA and WESTERN PENN 
SYLV: organization to represent you with 
the hn ee effort you would expect from 
your own sales force. We represent two prestige 
concerns and desire one additional high grade line 
Over nine years’ wholesale hardware and garden 
supply experience. We get the business. Box 
513, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


EXPORT, ACTIVE 





AGGRESSIVE MANU- 
FACTURERS EXPORT Representative seeks 
additional Hardware, Plumbing and Housewares 
lines for wt tae arkets. We handle all export 
details ar all foreign accounts. 
SCHARF M AN. "BROS , 305 Broadway, New 
York City. 





REPUTABLE 





AGGRESSIVE, 
TURERS REPRESENTATIVE open for addi 
tional hardware, housewares or garden line for 
Metropolitan N. Y.—N. J. Have strong, well 
established following among hardware, housewares 
and garden wholesalers, rack jobbers, chains and 
catalog houses. Thorough know-how promoting, 
aibetine lines to utmost potential. Box 521, 
c/o Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa 


MANUFAC. 





5 ? ? ? ? 
Are you satisfied with your sales volume in Ilh- 
nois, Indiana, Wisconsin and Minnesota? If not, 
our organization can do something about it. Ex 
perienced 3 man sales force gives you concen- 
trated and thorough coverage in hardware, gar 
den, chain and specialty distribution field. Box 

22. c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





ILLINOIS—WISCONSIN. 
perienced Manufacturers Agent needs additional 
ine. Thorough coverage to the wholesale hard 
ware, garden supply, chain, and catalog houses. 
Missionary coverage to the dealer. Box 516, 
c/o HarRDWARE AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


Aggressive, ex- 





METROPOLITAN MARKET. 
Factory Representatives, estab- 
selling to all classes of Jobbers 

We offer intelligent and con- 
centrated coverage for the Manufacturer of non- 
conflicting products. Box 403, c/o HARDWARE 
Acre, Chestnut & 56th Sts., Philadelphia 39, Pa. 





NEW YORK 
Brother team of 
lished 20 years 
and Chain Stores. 





NEED REPRESENTATION IN NEW ENG- 
LAND? Four man sales force, established since 
1930, covers hardware, housewares, automotive, 
party and club plan, rack jobbers, super markets, 
jobbers, chains, department stores and large re- 
tailers. Can promote volume line. Inquiries in- 
vited from responsible manufacturers. Suite 314, 
43 Leon St., Boston 15, Mass. 








Accounts Wanted 


Business Opportunities 





Business Opportunities 





SOUTH FLORIDA. Established 
tives, traveling two men, strong 
contract hardware dealers in territory south of 
a line from Daytona Beach on East Coast to 
Clearwater on est Coast invites correspondence 
from established manufacturer. Only well ac- 
cepted products considered. Box 519, c/o Harp- 
WARE AGE, Chestnut & 56th Sts., Philadelphia 
39, Pa. 


representa- 
following all 





WANT SALES RESULTS? We get them 
because we concentrate in Michigan, Ohio, Indi- 
ana. Will handle two additional lines—only 
highest grade considered. Write Box 219, c/o 
HarpwarE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





Help Wanted 








SALES MANAGER 


FOR WOVEN WIRE PRODUCTS 

If you are experienced in Sales Management, market- 
ing, research, promotion, and able to select, direct 
and train salesmen, this is your opportunity to rep- 
resent a national manufacturer producing a quality 
product for the hardware jobber, screen fabricator and 
industrial user. 
Send resume Rey will be kept in confidence 

418, c/o HA 


RDWARE AGE 
Sheth “s 56th Str Philadelphia 39, Pa. 

















WANTED: Experienced Hardware and 
Buyer. Good at details. Ability to plan 
tional programs. Metropolitan New York. 
complete details background and experience 
letter. Box 529, c/o Harpware AGE, 
& 56th Sts., Philadelphia 39, Pa. 


Tool 
promo- 
Send 

first 
Chestnut 





MAN WITH EXPERIENCE 
TIVE ABILITY wanted to 
Hardware Sales Department of a very important 
firm in Puerto Rico. Must speak English and 
Spanish fluently. Send application to Garco Ex 
ome Inc., 67 Wall Street, New York 5, New 

Ork, 


AND 


take 


EXECU- 


charge of 





Business Opportunities 





HARDWARE APPLIANCE retail store. Es- 
— for over 40 years. Located in central 
California in main shopping area. Clean stock of 
hardware, housewares, gifts and paints with fran- 
chises on brand name appliances and television. 
Modern store and fixtures. Excellent long term 
lease. Sales volume for 1957, $300,000. Sacrifice 
sale at well below cost due to age and ill health. 
For details, Box M-26, c/o HarpWare AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








INTERESTED IN BUYING Small Retail 
Hardware Store in Southern Coastal Florida. 
Would desire present owner to train new owner. 
Please furnish pertinent information by writing 
to: Box 518, c/o Harpware AcE, Chestnut & 
56th Sts., Philadelphia 39, Pa. 














AN EXCEPTIONAL RETAIL 
OUTLET OPPORTUNITY 


FRANKIE'S MARKET, ROUTE 17, LODI, N. J. 
a 13 year old retail mart; twelve acres over- 
all. Over 100,000 square feet of buildings has 
a Hardware concession available. 

This fabulous Merchandise Mart is open 
every Thursday and Saturday 11:00 A.M. to 11.00 
P.M. Sunday 11:00 A.M. to 6:00 P.M. 

Weekend traffic in excess of 40,000 people 
with 250 merchants selling everything from a 
hairpin to a mink stole. Retail volume runs 
into millions. An exceptional opportunity for 
the merchant that can BUY RIGHT and take 
advantage of the tremendous traffic. 

The rental is approximately $200 per month. 
Based on !2 operating days per month, ap- 
proximately $16 an operating day. All utilities, 
Light, Heat, Clean-up, Advertising, Watchmen 
Service is paid by the Market. 

No long term leases involved; one month's 
rent one month's security closes the deal. ACT 
reed — IS A PROVEN RETAIL HARDWARE 


Call or write: FRANKIE'S MARKET 
Route 17, Lodi, N. J. 
GR 2-7700 
Harry F. Kwartler 














HELP YOURSELF 
Door Butts .29 Cents 
Door Locks .99 Cents 
Screen Door Latches .59 Cents 
We are going out of business. Send for list of 
more than five hundred items. 


Joseph Binford & Son 


CRAWFORDSVILLE, IND. 











NO EXTRA CHARGE to 
and address embossed 
on key blanks. Order as few as three dozen 
of a number. Complete details in our bulletin 
#858. Write today. HAZELTON CHAIN CO., 
81 Kemble St., Roxbury 19, Mass. 


have 


your name 
in beautiful 


raised letters 





MANUFACTURER AND DISTRIBUTOR 
OF CASTINGS, stampings and nails wishes 
to purchase outright a metal hardware line suit- 
able for sale thru hardware wholesalers. Box 
525, c/o HaArpware AGe, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


HARDWARE 
TER. Within 


of hardware, 


IN NEW SHOPPING 
30 miles of Denver. Clean stock 
paint, gifts and garden supplies. 
Should gross $75,000 this year. Modern store 
and fixtures. Excellent traffic. For details Box 
517, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


CEN- 





RETAIL 
plumbing, heating, 
plies. Franchises 
appliances, 


STORE. Hardware, 
builders’ and 
for complete 


television, radio. 


housewares, 
farmers’ sup- 
kitchens, electric 
Two trucks, two 
delivery cars, serving large Champlain Valley 
area. Property has two apartments. Ageing 
owner is retiring. Real opportunity for live wire. 
Buyer must have at least $40,000 cash. H. Mar- 
shall Smith, Realtor, Colchester, Vermont. 








WILL BUY 


Established Hardware Manufacturer. Cash 
or terms to suit Tax situation of seller. 
Replies held in strictest confidence. 


Box 512, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















WANTED SPECIALTY JOBBERS 


Traveling 3 to 10 men in the midwestern, 
southwestern and northwestern states. We 
have a good proposition for you to sell a 
complete fastener line that will fit in with 
your present operation. Write us for details. 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST.. NORWOOD, MASS. 














CLOSEOUT 


50 ft. boxes American hed am 
Glass sizes 10” ¥ 


x 13”°—9” x 10”—12 . 

8” x 10”—8” x 12” pone tlle SE 250 Snes at 
$2.90 a box for - 3.20 box for 100 boxes 
over $3.50 a box in smaller quantities. F.O.B 
Warehouse Call WE 9-1912 or write to Green- 
baum Bros. Hardware 197 Westchester Ave., 
Port Chester, New York. 





Positions Wanted 





MR. MANUFACTURER—If you require a 
successful, hard hitting, promotional minded man 
of above average ability, and imagination with 
12 proven years experience in hardware, house 
wares and allied lines who can produce in New 
England, not just talk about it. Write in detail 
to Box 528, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


DIRECT FACTORY REPRESENTATIVE 
13 years experience calling on wholesale hard 
ware, electrical, plumbing and mill supply jobbers 
in the Virginias and Carolinas desires connection 
with Manufacturers of Hardware Specialty prod 
ucts, tools, etc. Also qualified to operate branch 
warehouse. Box 524, c/o Harpware AGzE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


SALESMAN FOR MANUFACTURERS 
AGENT desires to improve position with Agency 
covering New England, offering more potential 
Fourteen years selling experience. Good following 
with top hardware, mill, electrical and plumbing 
jobbers. Box 530, c/o HARDWARE Ace, Chestnut 
& 56th Sts., Philadelphia 39, Fa. 


CANADIAN: SALES-MANAGER is looking 
for an American organization, preferably one 
having their head office in the Southern States, 
to represent them on the Canadian Market. Ag 
gressive representation guaranteed with the 
wholesale hardware distributors, departmental 
stores and key industrial accounts across the 
country. Box 407, c/o Harpware AGE, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 





| 


we 


a PAINT 1 i” 





Retailers say, “No matter how 
you look at it, Hydes No. 
C120 Tool Tower sells Fix-Up, 
Paint-Up Tools faster. Order 
No. C1I20 Assortment — get 
Tool Tower free. See your 
wholesaler. Hyde Mfg. Co., 
Southbridge, Mass. 
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DISPLAY RIGHT... 


ano SEL MORI 











HELLER 


PRE-ENGINEERED FIXTURES 
Display space is your “‘selling space.” So . . . display 


right, sell more — and profit more from Heller sales- 
planned fixtures. Islands, gondolas, wall fixtures, dis- 
play stands and accessories — all immediately avail- 
able to meet your needs and suit your budget. 

Don’t wait — write, wire or phone for the new 
Heller display planning guide no. “YA” 


MONTPELIER 
w.c. FELLER & CO. oHIo 


Want more facts? Circle 22 220 P. 71 





-EYE APPEAL- 


NO. 480 SERIES 


CARDED COIL WIRE 


The finest carded line 
on the market, especially 
suitable for peg board or 
self service displays. 


ECONOMY & UTILITY 
COILS 


Soft copper 
Soft galvanized 


e 
WIRE MIRROR CORD 


Pat. Pending 


. 
PICTURE WIRE 
* 
ALUMINUM WIRE 
aa 
STOVE PIPE WIRE 


Catalog on our complete 
Wire Line is yours for the 
asking. 


) WIRE CORPORATION 


oe 
JAMAICA 23, 


© FIRST QUALITY 
e STRONG 

@ FLEXIBLE 

e DURABLE 





2 


settle tay, 


- 
_ 


16 
LONG 


- . F Bee 
IStAND, NEW 
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Index to Advertisers 





THE ADVERTISERS INDEX is published as a convenience and 

not as a part of the advertising contract. Every care is 

taken to index correctly. No allowance will be made for 
errors or failure to insert. 


Dearborn Stove Co. ... 42 
Delta Electric Co. ......... 36 
_DeMert & Dougherty, -“ iy 
| Desmond-Stephan Mfg. Co.. 110 
| DeWitt Products Co. ...... 130 
Draper-Maynard Co. . 7 
| Duncan- Morris Co. ... 127 
Du Pont De Nemours & Co. 

Inc. Finishes Div. . 44-45 
Du Pont De Nemours & Co., 

Inc. Polychemicals-Plastics 

i Se iecrenecnive 95 





| £ 
Eagle Electric Mfg. Co., Inc. 108 





cos 
ee 119) 
| Aluminum Co. of America 
P-L  ueccvcesce 25 
_ American Chain Div. Ameri- 
can Chain & Cable Co... 6| 
| American Cyanamid Co 
| Melmac Div. ....102, 117, 130 
| Ames Co., O. .. | 85 
Anchor Wire Corp. . 136 
Animal Trap Co. of Renate 104 
Ardmore Products Co. . 137 
Arrow Fastener Co., Inc. . 99 
Atlas Tack Corp. 83 | 
B 
Bessie: Ge. TRO .......... 82 
Bentzinger Brothers, Inc..... 129 
Bethlehem Steel Co. ....... 48 
Black & Decker Mfg. Co. ... 138 
Boonton Molding Co. ...... 46 
Borden Chemical Co. Div. 
of the Borden Co. ....... 127 
Cc 
| Cal-Dak Co., The ......... 119 
_ Campbell-Hausfeld Co. 137 
| Carey-McFall Co. 138 
_ Champion DeArment Send 
SE eee 87 
Chevrolet Motor Div. 
General Motors Corp. ... 19 
Cleveland Rubber & Plastic 
. 84 
Colorado “_ 8 pan Som, 
Wickwire Spencer Steel 
I a i aie et el ca ae 30 





Columbia Drill Co. Div. of 
United Greenfield Corp... 18 


Columbian Rope Co. ...... 32 
Commercial Solvents Corp. 

Automotive Specialties 

i a i a a 128 
Cook & Dunn Paint Corp. .. 24 
Corbin Cabinet Lock Div. 

The American Hardware 

BE: thaw cunts woes 49 
Crown Rubber Co. ........ 138 
Cyclone Fence Dept. Amer. 

Steel & Wire Div. United 

States Steed ..... cc cece: 39 

D 

Dayton Bait Co. .......... 117 
Dazey Corp. 

Landers, Frary & Clark ... 106 


Ekco Products Co. ........ 50-51 
Evans, Inc., Glen L. ........ 78 
F 

Fast Chemical Products 

Ee re ee 110 
Forsberg Co., H. .. 108 
Fort Recovery Industries, Inc. 15 
Frederick Tool & Mfg. Co. .. 127 

G 
Ree Bis TO, 0 ce tev wnne’s 130 
Gates Rubber Co. ..... 4 
General Electric Co. 

Wiring Device Dept. ..... 38 
Gibson Good Tools, Inc. 138 
Gilbert Co., A. C. ........ 52 
Goulds Pumps, Inc. ....31, 96-97 
Griffith Tool Works, Inc. ... 127 
Gulton Industries, Inc. ..... 43 

H 
Heller & Co., W. C. ...... 136 
Hoppe, Inc., Frank A. ...... 121 
Horton Equipment Co. ..... 120 
Huenefeld Co., The ........ 140 
Hustler Corp. ............. 121 
Pope Bile. Ge. ..ccccscces 135 
Hy-Ko Products Co. ....... 138 
J 
Jefferson Screw Corp. ..... 94 
CS i sdeaeebu ele 98 
Jones & Laughlin Steel 
Se reer 20-2} 
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Kaiser Aluminum & Chemical 
Se eae 16-17 


Kellogg & Sons, Inc., Spencer 81 


L 
Landers, Frary & Clark 
Dazey Corp. . 106 
Lawn Boy Div., 
Outboard Marine Corp... 3 
Lenox Plastics, Inc. 
(Branchell) .. 109 


Libbey Glass Div. 
Owens Illinois Glass Co... 105 


M 


M & D Store Fixtures, Inc. .. 73 
Magic Iron Cement Co., Inc. 116 


Marksman Products 
Morton H. Harris, Inc. ... 121 


Marshalltown Trowel Co. ... 138 
Masonite Corp. ........... 77 
McGill Metal Products Co... 88) 


| S 
| S-K/Lectrolite Tools ... , 
Safe Padlock & Hardware 


Savage fom Con. 


Simonds Saw and Steel Co... 91 
Simonsen Industries, Inc. . 
Skil Corp. cs 7 
South Bend Toy Mfg. Co. .. 131 
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| Firearms Div. | a 
Screw & Bolt Corp. ft 
eR .124-125 | 


| 
114-115 | 


Standard Tool Co. ........ lol | 
Stanford Pottery, Inc. ..... 112 | 
Star Metal Products Co. ... 112 | 
Strait-Line Products, Inc.... 102 | 
Strataflo Products, Inc. 104 
Swingline, Inc. .... 47 





True Temper Corp. 























Midwest Hardware & House- 40-41, 104, 110, 
wares Show ............. 113 
Miller & Co., Inc.., Robert. . 138) 
Minnesota mente & denen | U 
ee .. Wg 
Modern Mfg. Co. a harika wean 129 | United States Plywood Corp. 
Industrial Adhesive Div. .. 13 
United States Rubber Co. 
N Bicycle Tire Div. ......... 28 
United States Steel 
, Cyclone Fence, Dept. 
-— Housewares Mfrs. . Amer. Steel & Wire Div... 39 
. © ee888 80 et eeeeeeeeoees ~ United States Steel 
eer & Mfg. Co. os Consumer Products Div. . 10! 
—0e- _. Rete yl Upland Industries, Inc. .... 75 
North & Judd Mfg. Co. 89 
O V 
Olin Mathieson Chemical Vaughan & Bushnell Mfg. 
Corp., Chemical Div. .... 33 CO... eee eee eee eee | 
Owens-Corning Fiberglas 
MEY ucnas wine teckus 
WwW 
P Warner Mfg. Co. —— 
WwW 
Panef Mfg. Co. ..... . 121 ~ ope Vent & Ouct Co. 37, 99 
—_ Hardware Mfg. Corp.. 130 Wessel bande Sun.. co oe 


Pioneer Gen-E-Motor Corp.. 92 
Pittsburgh Screw & Bolt 

SE? os cude gleaned 124-125 
Plymouth Cordage Co. 126 
Portable Electric Tools, Inc. I! 
ee CE dee seneiweeees 93 


Revere Copper and Brass, 
Inc., Rome Mfg. Co. ..... 35 


Rubberset Co. 
Rust-Oleum Corp. 


Wickwire Spencer Steel Div. 
Colorado Fuel & Iron 
Corp. ... in dies 





Wonder Penduats Co. 116 
Woodhill Chemical Co. .... 103 
Worthington Co., George, 

el Gok €odcvensddcebedes 23 

Y 

Yale & Towne Mfg. Co. 

Lock & Hardware Div. ... III 
Yoder Mfg. Co. ........ 99, 129 


Taylor Instrument Companies 34 | 
ff 


116 | 








all bearing 
FAUCET WASHERS 


e stop leaky faucets for good 
e buna-n cap 

e stainless steel ball bearings 
@ naval bronze housing 


ARDMORE PRODUCTS CO., CONSHOHOCKEN, PA. 
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CAMPBELL f 


2) HAUSFELD 


announces a Complete Line for °59! 









TWO NEW Pi) 
SERIES OF 

PAINT 

SPRAY 

GUNS 


. for all materials and fin- 
ishes. 9 models available rang- 
ing from Home Workshop type 
to Professional and Hi-Pro- 
duction models. 


EIGHT 
COMPRESSOR 
SERIES 


. over 2 dozen 
models to choose 
from. Hi-volume, 
mobile or station- 
ary tank units. 


PLUS ... compLere accessory EQUIPMENT—material 
tanks, regulators, respirators, hose and fittings. 


Write today for New Catalog cH-100! 






THE 


CAMPBELL-HAUSFELD 


COMPANY 


Harrison, Ohio 
215-D Railroad Ave. 
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MARSHALLTOWN 






MARSHALLTOWN TROWEL COMPANY «¢ MARSHALLTOWN, IOWA 
Want more facts? Circle 224, p. 71 








LONG IN PRODUCTS, PROSPECTS AND PROFITS FOR YOU! 
Want more facts? Circle 225, p. 71 








NEW! eon) UAT nea SALES: 
TiN y RMI With CROWN cciosees 








BOX 


Finishing touch for suburban and coun- 
try homes! I'/."' diam. 16-gauge steel 
tubing, 66"' high. Meets P.O. re- 
quirements. Flattened bottom makes 
ground penetration easy, prevents 
turning. Painted and en = “ 2 cs 
satin smooth black rustproof finish. a 

Complete with clamping nuts, bolts a Corrugated 
and heavy mounting ; 





e ALL WEIGHTS & SIZES ~* Tile Patterns 
a a a ° SOLID OR MARBLE COLORS 
Order from | a . * CURVED NOSE OR FULL RISER 
your Jobber Order from your wholesaler or write: 
ae ne RUBBER COMPANY Fremont onic 


Cleveland 3, Ohio 
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GIBSON GRIPPER CLIPS 


KEEP THINGS IN PLACE 


BRIGHT FINISH 
NO JUTTING POINTS 


Comparison Proves It! 


. splecieeoreanennenan 
‘ " 





Double Spring Action 
2 Sizes Hold Most Handles 


GIBSON GOOD TOOLS, INC., SIDNEY 6, N. Y. 


“| 
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ae 
= = 
es 

nnd 
ae 
= 
si 
t2 
- 


easiest ghass bw | 
“stop to sell! _ y | Want more facts? Circle 229, p. 71 
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. DON'T MISS THE 
MORE quality and selling features . . the industry's most competitive prices | 
Complete lawn edging line: All-Aluminum: two-tone Bonderized Steel; | 
Aluminum-coated steel. 4, 6, 8-in. widths. Standard lengths 20 to 100 ft. 
See your wholesaler or write for literature. 
Mak f CAR-MAC steel 
Carey-McFall Co. / ers 0 steel or aluminum 


Trellises, Root Feeder Ground Stakes 
2156 E. Dauphin, Phila. 25, Pa. 


all-steel Picket and Estate Rail Fencing. | ON PAGE 67 
Want more facts? Circle 228, p. 71 | 





























one set of & Scolor 
or 










GENUINE, ORIGINAL 


ary een! DOMES ~ SILENCE 


INSULATED 
FURNITURE GLIDES 


RUBBER-CUSHIONED! 
GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 

SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE, 





REGULAR— 


7 sites for every need 
FURNITURE LEVELER—> 


Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Unp- 


f 
x 
: 
8 
‘ & Siti 
steady Furniture. 8 





SIZES—I"" base, 4 on 
card; I'4"', 2 on card; 
I'/,"", 2 on card. Drive 
into universal socket 
or 5/16" hole. 


One set of 4 in a 
ee ao a boxes 
in a 3-color display c 


SIZES: 1/2", 1'%e"", % ok 4", Ya". %". 
Ask your Jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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“NAT” STANDS OUT 


with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 
the most complete line of high quality fasteners. National makes it possible. 

Handling is easier with National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking, 
more smartly businesslike fastener department. 

And since the National line is the complete line, it pays to think National when 
you think about saving through one-source buying. 
Consider the facts—all the advantages of standardiz- 
ing on National fasteners—and make the National 


line your line, because it stands out in every way. Va = 
7s 
7 Hy 


Ask Your Distributor . . . He Knows 


THE NATIONAL SCREW & MFG. COMPANY {= 
Cleveland 4, Ohio d Shes 

Pacific Coast: National Screw & Mfg. Co. of Cal. ’ 
3423 South Garfield Ave. « Los Angeles 22, Cal. 











* BOSS 
KEROSENE 
RANGES: STOVES- OVENS 


The Complete Profit-Proved Line 





BOSS Kerosene Ranges come in many different styles and 
sizes sO you can supply every customers’ need. They offer 
beautiful styling, gleaming porcelain or baked enamel fin- 
ishes, handy shelf splashers, glass-in-oven doors and many 
other modern features. 


BOSS Kerosene Cook Stoves are available in 4, 3, 2 and 1 
burner models, are convenient and economical, require 
little space. 








Efficient Burners. Famous BOSS burners are 
dependable, highly efficient, give clean, fast 
adjustable heat. 


Economy. Kerosene is inexpensive and readily 
available everywhere. 


Convenience. BOSS kerosene appliances re- 
quire no fuel connections or wiring, can be 


located anywhere. 


\= 
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Stock BOSS, sell BOSS . . . world’s most complete 
and well-known line of kerosene ranges and stoves 





7 mi a ae 
| | — BOSS BAKE OVENS - 
= fit over one or two 
° rp | burners of any cook stove 
rize 


THE HUENEFELD of @ Fe 2701 Spring Grove Ave., Cincinnati 25, Ohio 
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